



cot 








erest, 
00 to 

city 
ence, 


an, 


‘ough 
why 
31 §. 


S 


TED 
Pine 
load 

ry to 

chase 








sup- 
full 
are 


an. 


es 


long- 
vated 
mill 
sales 
vially 
n to 


mill, 
lum- 
itage 


efer- 
past 














PUBLISHED WEEKLY 
WHOLE NUMBER 2897 





COPYRIGHT 1930 BY AMERICAN LUMBERMAN 


77-79 


Index to Advertisements, 


Entered as second-class matter January 27, 1899, at the 





Established 1873—Office of Publication, Manhattan Building, Chicago, III. 


NOV 29 199 


Table of Contents, Page 25 


Postoffice at Chicago, Illinois, under Act of March 3, 1879. 








CHICAGO, NOVEMBER 22, 1930 


FOUR DOLLARS A YEAR 
SINGLE COPY 25 CENTS 























Getting Repair and 
Remodeling Work 


To break a “jam” it is necessary to attack the “key log.” 
the present business “jam,” the “key log’--so far as the lum- 
ber business is concerned, anyway--is building, modernizing 
and repair work. The Panhandle Lumber Co., with head- 
quarters at Amarillo, Tex., is attacking the “key log” in a 


practical way, described by J. 
eral manager, as follows: 


IX announce a special finance plan for 
repairs and remodeling to apply during 
the month of November under the fol- 





lowing conditions: the property owner must 
have a substantial equity in the property; a 
good payment record; and the labor used 
must be local labor. Without formally say- 
ing so, the improvement must be one that 
would be beneficial to the owner; and the con- 
tract a fair contract. 

On this basis we would agree to furnish in 
the city of Amarillo $25,000 in pay-roll, with 
a top limit on each job of twice the amount of 
material we sell. 

In practice we have found that it encour- 
aged the building trades to talk repair and 
remodeling work, and that a lot of folks have 
thought favorably of doing repair work or re- 
modeling who otherwise would not have con- 


sidered it until times were better. We have 

















Started! 


In 


E. Hill, vice-president and gen- 


had a lot of people in the office, made a good 
any estimates, and sold enough additional 
material to pay the cost of advertising and 
the extra time put in. | 

This being a finance plan, we add 10 per- 
cent to both cash and material to cover the 
cost of the finance feature; on the basis of 
$100 material and $200 labor the payments 
would run $27.50 a month for 12 months, or 
$33 a month for 10 months. On the latter 
plan the payments would begin March 1, skip- 
ping the holiday and tax-paying time. 

We made this announcement to popularize 
repair and remodeling work, and also to dem- 
onstrate our confidence in the soundness of 
the business structure of our town. This is 
one of the most popular things we ever did, 
and we think if every material dealer in the 
United States would make a similar offer for 
30 days it might have a surprising effect. 
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2.780 Ft. Long 


A High Pressure, Positive 


PNEUMATIC CONVEYOR 


In operation for 
over sixteen years 


We design, manufacture and install reliable equip- 
ment, and have done so for forty-three years. 
Positive long distance conveyor systems. 

Wood-fuel furnace stokers. 

Dust-collecting systems. 

Storage vaults and unloaders. 

All for shavings, sawdust, hogged wood chips and 
similar materials. 


THE ALLINGTON & CURTIS 


Organized Incorporated 


1886 MFG. CO. 1888 


Factories and Offices: Saginaw, Mich. Boston, Mass. 
Offices: Chicago, Ill. New York, N. Y. 
»> —> 
This system handles 20,000 Ibs. of shavings and sawdust per hour. (100 tons 


per day) from a lumber mill to a cotton mill power house, a distance of 
over half a mile. 





























A POPULAR BUSINESS BUILDER 








STEEL BARN 
WINDOW 


Features that 
farmers want— 


Ventilation without direct draft—that’s what farmers want 
in their barns and chicken houses. That's what they get 
when you sell them the VENTO Barn Window. And it's 
made of 12-gauge pressed steel—all electrically welded. 


Over 2,700 dealers are finding the VENTO line really 
profitable; write for our proposition. We sell 100% 


through tecognized lumber and building supply dealers. No 
direct selling under any circumstances. 








KASEMENT WINDOWS 
(OAL CHUTES Wind 
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SAW 'srnosany MILLS 





EDGERS — TRIMMERS — BOLTERS — SHINGLE, 
LATHE, CRATE & WOODWORKING MACHINES 


American Roller Bearing Saw Mills 
are the lightest running saw mills 
made. They saw more with less 
power...with lowest maintenance cost 
and greatest satisfaction. Model illus- 
trated is but one of a number of 
different sizes and styles. Write for 
special bulletin. 


AMERICAN 
SAW MILL MACHINERY CO. 
55 Main St., Hackettstown, N. J. 
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Lumber Trade Promotion in Its Many Ramifications 


T IS a common observation among 
lumbermen that wood is one of the 

most widely used materials. From 
one viewpoint, the multifarious uses 
of wood is assuring, because diversifi- 
cation of market tends to give sta- 
bility to demand. Undoubtedly, the 
lumber industry does profit from the 
fact that wood enters in so many ways 
and through so many channels into 
the lives of the people. The wide 
range of wood’s usefulness also ex- 
poses it to the competition of a multi- 
tude of other materials that more or 
less aggressively seek the favor of the 
public. 

Seldom have the diversified uses of 
lumber been so effectively illustrated 
as in the chart of the trade promotion 
activities of the National Lumber 


Manufacturers’ Association supple- 
menting the report to the executive 
committee at the recent meeting of 
that organization by W. F. Shaw, 
manager of national lumber trade ex- 
tension. The chart is printed else- 
where in this issue. The major pur- 
pose of the chart, of course, was to 
show how the trade promotion work 
is organized, and it will be interesting 
to lumbermen for that reason. At the 
same time, however, it shows how 
through intensive and _ intelligent 
study the opportunities for extending 
the use of lumber have been uncov- 
ered and used. 

Since the National Lumber Manu- 
facturers’ Association and affiliated 
regional manufacturers’ associations 
have no lumber to sell, but function 


in their trade promotion activities 
merely as aids to the individual lym- 
bermen, it follows that the latter wil] 
profit most from the activities of the 
associations through bringing their 
own promotional efforts into harmony 
with the work of the associations. In 
fact, since much of the most valuable 
service rendered in behalf of national 
lumber trade extension is in the form 
of research and advice, it is of vast 
importance to lumbermen individually 
and to the industry as a whole that 
the fullest possible use be made of 
this research and advice. The chart 
should suggest to individual lumber- 
men many opportunities for making 
their sales efforts more efficient by 
enlisting the aid of the organized lum- 
ber industry. 





Mass Production and the Future of Home Building 


UMBERMEN have acquired the 
L habit of assuming that their in- 

dustry can safely rely upon resi- 
dence construction, or the building of 
detached one-family homes, as a per- 
manent market for lumber. It is true 
that a very large percentage of such 
structures is built mainly of wood, 
and it is likely that wood will con- 
tinue to constitute a considerable part 
of the material in the building of de- 
tached residences for many years in 
the future. Nevertheless, the lumber 
industry can not safely assume that 
it is to be left in undisturbed posses- 
sion of this market. 

Persons engaged in the manufac- 
ture and distribution of lumber are 
not unaware of the fact that purvey- 
ors of other materials are poaching 
upon the lumbermen’s preserves. The 
steel industry, for example, has rea- 
lized the necessity of enlarging its 
markets, and it has already done some- 
thing more than investigate home 
building and other fields where lum- 
ber has hitherto occupied a large 
place. At a meeting of the Interna- 
tional Acetylene Association in Chi- 
cago last week a speaker described in 
considerable detail the methods of 
constructing a welded steel house, 
illustrating his address with lantern 
slides. It was quite significant that 
his first few pictures showed steel 


furniture. Another speaker, com- 
menting upon the matter of house 
construction observed that steel floors 
probably would prove to be the steel 
industry’s most effective “opening 
wedge” for entering the field of resi- 
dence construction. 

Since mass production is the domi- 
nant feature of modern industry, it is 
to be expected that no field of activity 
will be left free from its influence. The 
charge has been made that methods 
of building houses of wood are still 
antiquated and behind the times in 
that full advantage is not taken of 
the economies of mass production, and 
its correlative, rapid assembly in shop 
or on the building site. That is the 
steel industry’s avenue of approach, 
and it is one to which the public has 
become accustomed. This attitude 
of the public was illustrated by a pre- 
diction made at a recent conference 
of the associated business papers, that 
mass production in future may be ap- 
plied to house construction so that 
houses may be sold as automobiles 
are now sold. It was said at the same 


meeting that large insurance com- 
panies were expected to take an ac- 
tive part in promoting the sale of 
small family residences. 

Forecasts of this sort may not be 
relished by lumbermen; but, unfor- 
tunately, or it may be, fortunately, 


inventors of new materials and new 
methods feel free to exploit them in 
any field, whatever may be the effect 
upon established industries. Within 
recent decades the world has seen 
methods of communication, of trans- 
portation and of entertainment and 
dress revolutionized. Industries de- 
pendent upon these fields that have 
adapted their methods and ‘services 
to the new situation have profited and 
prospered; others have merely van- 
ished from the picture. There is no 
good reason why the lumber industry 
may not bring to home construction 
all the economies of mass production. 
In fact, a large part of the material 
now used in house construction al- 
ready is fabricated by machinery on 
a large scale. This is true of windows, 
doors, window frames, flooring, sid- 
ing, interior trim, millwork etc. When 
power is brought to the building site 
in the form of portable motors and 
engines to operate woodworking ma- 
chinery the amount of hand labor can 
be further reduced, until the work- 
men’s task is mainly that of assem- 
bling the fabricated parts. However 
much revolutions in method may dis- 
commode or even inflict hardship 
upon individual artisan or industry, 
change is inevitable and the only se- 


curity is in changing methods to meet 
changes in conditions. 
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encouraging reports of the suc- 

cess of retailers in going out after 
business in their communities. Under 
ordinary conditions, perhaps, the 
average dealer in lumber and other 
building materials might expect to 
confine his direct solicitation to house 
or barn, or possibly, garage bills, and 
he might count on most of the small 
orders coming in of themselves. But 
under present conditions there is an 
evident reluctance to buy or a ten- 
dency to postpone buying even small 
items for necessary repairs and im- 
provements that can hardly be over- 
come in any other way than by direct 
solicitation. 

Attention was drawn several weeks 
ago to an experiment made by a large 
lumber manufacturer in the North- 
west in direct solicitation. Salesmen 
for the concern developed considerable 
immediate and future business where 
it had been thought before none was 
in prospect. Similar experiences have 
been reported from other sections. At 


= several sources have come 


Making Small 


Sales for Repairs and Modernizing 


a recent meeting of southern Illinois 
retailers J. F. Bryan, secretary of the 
State organization, proposed a pledge 
that should obligate each dealer to 
talk hopefully about business condi- 
tions and to promote at least one 
building, repair or remodeling job 
each week, that will give employment 
to labor. 

Within four days after the meeting 
at which this pledge was proposed 
Secretary Bryan received the first re- 
port, a letter from one of the retailers 
who took the pledge to the effect that 
on the next day after the meeting he 
had called upon three men soliciting 
business. The result was that he sold 
a new roof and a double garage to one, 
and a new roof to each of the others. 

Another way of tackling the prob- 
lem of breaking the sales deadlock is 
proposed by the executive vice presi- 
dent of an eastern real estate board. 
This official proposes to send a letter 
to 250,000 home owners in a populous 
New York county urging each to 
spend on his home not less than $25 


between the time of receiving the let- 
ter and Jan. 1, 1931. Inasmuch as 
most homes nearly always require 
small repairs or offer opportunities for 
slight improvements, this proposal 
should appeal to many home owners 
and should bring much business to 
local lumbermen. With material prices 
low and labor both plentiful and in 
need of employment, there is some- 
thing of sound policy in this plan. 

Doubtless, there are many other 
ways in which the general reluctance 
to buy can be overcome. Certainly, 
the experiences and experiments here 
related serve to demonstrate that a 
little more hopeful and more lively 
attitude on the part of Jumbermen 
and other merchants will enable them 
to stir up business that will not only 
bring them orders but will give em- 
ployment to persons greatly in need 
of it. The money thus put into circu- 
lation will help business generally and 
hasten the return of general pros- 
perity. It is worth trying in every 
community. 





Veneer Plant Burns; Loss Large 


[Special telegram to AMERICAN LUMBERMAN] 

New Arsany, Inp., Nov. 20.—The plant of 
the New Albany Veneering Co., here, was badly 
damaged by fire today shortly after work had 
begun. This followed a resumption of opera- 
tions after a closedown of several days. The 
buildings and records of the company were de- 
stroyed with a loss estimated at $200,000. The 
plant was partly insured, according to George 
Letting, president of the company. 





Forms Sales Corporation 


Loneview, Wasu., Nov. 15.—Announcement 
has been made by M. B. Nelson, president Long- 
Bell Lumber Co., of the formation of the Long- 
Bell Sales Corporation to handle the business 
of the company in its operating and sales re- 
lations with the public in the several States in 
which the company operates. The sales cor- 
poration has been organized under the laws of 
Delaware, and is capitalized at $1,000,000. 


It was stated in the announcement that no 
change in management or methods is contem- 
plated. The new company will conduct all busi- 
ness with the public, including 105 retail yards, 
all merchandising stores and the various manu- 
facturing plants operated. 





Unsold Lumber at Low Point 


[Special telegram to AMERICAN LUMBERMAN] 


Los ANGELES, CALIF., Nov. 19.—Unsold lum- 
ber at Los Angeles harbor, with a total of 9,- 
478,000 board feet, is lower than it has been 
for three months, according to the figures of 
twenty-four local firms whose reports were re- 
leased today. Incoming cargoes for the last 
week totaled 12,777,000 board feet, of which 
ten cargoes were fir with 11,547,000 board feet ; 
two were redwood, with 1,230,000 board feet. 
Fifty-four vessels are reported laid up and none 
operating off shore. Building permits for the 
first half of the month were fair, totaling $2,- 
571,069 in value. 





Production Continues Above Sales 


[Special telegram to AMERICAN LUMBERMAN] 


Wasurncton, D. C., Nov. 20.—Six hundred and twenty-eight softwood mills of eight associ- 
ations for the week ended Nov. 15 reported to the National Lumber Manufacturers’ Association 
production aggregating 202,663,000 feet; shipmens, 192,192,000 feet, and orders, 192,043,000 feet. 
The week’s figures for production, shipments and orders follow: 


Softwoods— 


Southern Pine Association............seseeeee 
West Coast Lumbermen’s Association.......... 
Western Pine Manufacturers’ Association...... 
California White & Sugar Pine Mfrs.’ Assn.... 
Northern Pine Manufacturers’ Association..... 
Northern Hemlock & Hardwood Mfrs.’ Assn.... 
North Carolina Pine Association.............. 


California Redwood Association 


Hardwoods— 
Hardwood Manufacturers’ Institute 


Totals, hardwoods 


‘* a + 109,390,000 


oe | 12,750,000 16,674,000 


I, WI gg. nt bo ieee a demon bane 


Northern Hemlock & Hardwood Mfrs.’ Assn.... 





ee ee ee ee | 


No. of 
Mills Production Shipments Orders 
+ 142 42,478,000 33,411,000 36,582,000 
102,593,000 106,462,000 


3 25,208,000 24,820,000 20,712,000 








se i ee 2'294'000 1'932'00 

21 996,000 - 15146000 1'317,000 

-. 100 6,737,000 7,607,000 57446,000 
ane 57110,000 3,647,000 4'056,000 
.. 628 202,663,000 192,192,000 192,043,000 
.. 281 «20,748,000 = 20,419,000 —«- 20,669,000 
Se 1'576,000 1'712'000 1/191,000 
_. 252 22,324,000 22,131,000 —-21,860,000 








Close Deal for Large Florida Tract 


[Special telegram to AMERICAN LUMBERMAN] 


SHREVEPORT, La., Nov. 19.—Through A. J. 
Peavy, president, the . Peavy-Wilson Lumber 
Co., here, announced the purchase in fee sim- 
ple, from J. D. Lacey & Co., Chicago, of the 
Michigan Trust Co.’s timber tract of 97,110 
acres in Orange and Osceola counties, Florida. 
Mr. Peavy said the timber would yield prob- 
ably 200,000,000 feet of longleaf pine, and the 
company plans to erect a mill thereon in about 
two years. Timber was bought as a reserve for 
the Peavy-Wilson company, which has three 
years’ cut yet at Peason, La. Mr. Peavy and 
R. J. Wilson, vice president, closed the deal 
for the company at Jacksonville, Fla., last Sat- 
urday. 





Associated Leaders’ Conference 


Arthur A. Hood, president of the Associated 
Leaders of Lumber & Fuel Dealers of Amer- 
ica, advises that a large number of acceptances 
have been made for the annual convention which 
is to be held on Dec. 2, 3 and 4 at the Congress 
Hotel, Chicago. Each mail brings in additional 
requests for reservations to be added, and the 
prospects for a large attendance are excellent. 
This is due, Mr. Hood believes, to the excel- 
lent program which has been prepared for the 
meeting, which will be in the nature of an in- 
dustrial conference. In addition to having a 
number of interesting speakers there is to be 
presented a financing plan that has been care- 
fully worked out and is sure to command at- 
tention. This is one of the subjects that all 
dealers are interested in. Attention is again 
called to the fact that no retailer can correctly 
and efficiently solve his trade problems without 
a complete knowledge of the contributing fac- 
tors to these problems; in fact, just what effect 
economic conditions in general will have upon 
his own business. Those who want to know 
how to do a better business are advised to at- 
tend this Associated Leaders conference and to 
make their reservations now. 








AMERICAN LUMBERMAN 





November 22, 1939 








es 








Recommends Book on Tree Species 


Noting Inquiry No. 2,530 in Oct. 18 issue, 
beg to refer the writer to “The Principal Spe- 


cies of Wood” by 
INQUIRY No. 2,530-B. 


Charles Henry Snow.— 


[The foregoing suggestion is made by the 
eastern representative of a midwest millwork 
concern. The title referred to does not con- 
tain the pictures or plates showing the grain 
of wood as wanted by the original inquirer. It 
is believed that the work has been superseded 
by another work by the same author, entitled 
“Wood and Other Organic Structural Mate- 
rials,” which is a larger work containing much 
that was in the earlier book. The later book 
was published in 1917, and it is not known to 
be available at present—Eb1Tor. ] 


Louisiana Tax Commission’s Position 


The Louisiana Tax Commission has never 
set aside the contract with the Urania Lum- 
ber Co. (Ltd.). The facts are simply these: 
Some time before March 9, 1929, the Urania 
Lumber Co. (Ltd.) applied to the conserva- 
tion department of the State of Louisiana, 
to the police jury of the Parish of Winn, and 
to the Louisiana Tax Commission for ap- 
proval of valuation of timber cut from 240 
acres of land embraced in the reforestation 
contract, situated in the Parish of Winn, on 
which it sought to pay a severance tax under 
Act 120 of 1926. So far as the Louisiana Tax 
Commission is concerned, the request was 
unanimously disapproved for the following 
reasons [set forth in resolutions of the com- 
mission March 9, 1929]: . 

“While the amendment to Article X, Sec- 
tion 1 of the constitution of 1921 adopted 
Nov. 2, 1926, pursuant to Act No. 162 of 1926, 
authorizes the cutting of timber from reforest- 
ation contracts and the payment of a sever- 
ance tax therefor, that amendment provides 
‘that the regulations, terms and conditions of 
such contracts as may be authorized may be 
made retroactive by the consent of the parties 
as respects the limit of taxation, on contracts 
therefore entered into.’ Act 120 of 1926 is 
not sufficiently broad to cover the situation 
presented by the Urania Lumber Co., as that 
company would first have to have the consent 
of the State authorities before any timber is 
cut, and then have their valuation fixed on the 
timber proposed to be cut by the proper 
authorities before actually cutting any of the 
timber. 

“There is no authority in law or in the 
contract for the cutting of the timber from the 
lands of the Urania Lumber Co. embraced in 
their contract. 

“Even if there was such authority in law 
or in the contract it would be necessary first 
to obtain the fixing of the valuation of such 
timber by the conservation department, the 
police jury of the Parish where the timber is 
situated, and the Louisiana Tax Commission. 

“The police jury of Winn Parish rescinded 
its approval, by resolution adopted March 4, 
1929. 

“It appearing to the Louisiana Tax Com- 
mission that Urania Lumber Co. (Ltd.) has 
violated the terms and provisions of its re- 
forestation contract of June 14, 1913, with the 
department of conservation, by cutting timber 
on NE, E% of NW, Sec. 4, Tp. 11, N R1E 
to the amount of 500,000 feet, without author- 
ity of law or the consent of the State of 
Louisiana, on motion of Mr. Colbert, sec- 
onded by Mr. Carville, all of the lands em- 
braced in the said contract, consisting of 
9,934 acres in Winn Parish, 6,990 acres in 
Caldwell Parish, 8,777 acres in LaSalle Parish, 
being a total of 25,701 acres, are hereby 
directed to be restored to the assessment rolls 
as cut-over lands for the year 1929 by the 
assessors of the parishes wherein the same 
is situated, and the Urania Lumber Co, (Ltd.), 
having failed to maintain the said lands in all 
respects according to the written agreement 
entered into on June 14, 1913, by which said 
land was given a fixed value of $1 per acre 
for a fixed number of years for assessment 
purposes, that the said land be supplemented 
by the assessors of the parishes wherein the 
same is situated on the assessment rolls for 


such an amount as will equal the assessment 
of the said land had the same not been as- 
sessed under the provisions of law, all in 
accordance with Section 13 of Act 261 of 1910, 
and the secretary of this commission is hereby 
authorized and directed to take such action 
as is necessary to carry this motion into 
effect.” 

The present tax commission, and the secre- 
tary of it, have been particularly fair with 
the lumbermen of this State, and willing to 
take into consideration the adverse conditions 
under which they have been operating. The 
cutting of timber in the quantity of 500,000 
feet off of 240 acres of land, embraced in such 
a contract, is clearly a violation of the con- 
tract. However, the court held that the vio- 
lation would first have to be judicially de- 
termined by the court, and that the taxing 
authorities were without authority to pass 
upon the question of whether or not the con- 
tract had been violated. As far as the 
Louisiana Tax Commission is concerned, it felt 
that it was absolutely complying with the 
mandatory terms of the law, and has taken 
an appeal from the decision referred to.— 
G. M. WALLACE, secretary Louisiana Tax Com- 
mission, Baton Rouge, La. 

[The foregoing consists of the essential parts 
of a letter having reference to an article in the 
AMERICAN LUMBERMAN of Novy. 8, 1930, re- 
garding a decision of a district court with re- 
spect to the action of the Louisiana Tax Com- 
mission in restoring to the tax assessment rolls 
land of the Urania Lumber Co. (Ltd.), under 
contract of reforestation —Eb1Tor.] 


Face Measure of S3S GIE and S3S TIE 


We should like to know what face measure 
we should get in ordering 1x10-inch S3S G1E, 
also 1x12 S8S and T1E? You understand 
neither 10- nor 12-inch is center matched, but 
merely has a groove on the 10-inch and a 


in the association rules covering the face meas. 
ure of such pieces and we should like to know 
what face we should expect in ordering such 
a car of No. 3 Pondosa boards?—INquiry No, 
2,545. 

[This inquiry is made by an Illinois whole. 
sale lumber concern. Inasmuch as there ap- 
parently is no provision in the regular grading 
rules for the foregoing described stock, this jn- 
quiry is published in order to develop the prac- 
tice of the industry with respect to the billing of 
an order of this description. Interpretations are 
invited from readers.—Ep1Tor.] 


. 
American Black Walnut 
Can you tell me what is meant by American 
walnut in the furniture trade? If butternut 
wood is called American walnut when was this 


ruling made? If possible, kindly send me 
booklet on same.—INQuIRY No. 2,544. 
{This inquiry comes from Pennsylvania, 


American walnut is called by that name be- 
cause it grows in America, chiefly in the 
United States as a matter of fact. There js 
used in the furniture trade a walnut that grows 
in Europe and Asia, known as Circassian wal- 
nut. It is, therefore, necessary to distinguish 
between the two woods. Though butternut be- 
longs to the same genus as that to which black 
walnut belongs, it is a different species and is 
not, therefore, black walnut. Butternut is, how- 
ever, sometimes called white walnut. The 
grading rules as set down in the rule book 
of the National Hardwood Lumber Association 
are the same for black walnut as for butternut. 
Black walnut is Juglans nigra; whereas but- 
ternut is Juglans cinerea. The second part of 
the name, or the name of the species, in each 
case has reference to the color of the bark; 
in the first case meaning black, and in the sec- 


tongue on the 12-inch. 


We know of no rule 


ond meaning ashen color.—Ep1Tor. ] 
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The recent advent of the Wa- 
bash system into Chicago is a 
matter of much interest and 
moment to the lumber trade 
of this city and to the great 
West. The railroad has already 
secured a high degree of favor 
among the lumbermen of Chi- 
cago through the courteous 
management of C. L. Rising, 
general agent here. 

* * * 


The mill men of Bay City, 
Mich., have been experiencing 


no little inconvenience by the | 


illness of their horses with the 
epizooty. 
+ * 

We have been favored with 
the initial number of the Can- 
ada Lumberman, a 16-page pa- 
per devoted to the lumber in- 
terests of the Dominion. The 
lumber trade of Canada should 
support a first-class exponent 
of its interests, and we shall hope 
that as the editor of the new 
journal gets well into harness 
we Shall find a contemporary 
displaying that enterprise in 
collecting lumber news which 
the introductory warrants us 
in expecting. Judging from 


| the style of the new paper, its 
|manager is not disposed, like 
|some of his Canadian brethren, 
'to appropriate the good things 
| to be found in his exchanges 
| without a due measure of cred- 
| it to the originator. 

| 


During the week the Lum- 
| BERMAN has been favored with 
|calls from Messrs. A. F. Gris- 
| wold, of the Stearns Manufac- 
| turing Co., Erie, Pa.; Marshall, 
of the Simonds Manufacturing 
Co., Fitchburg, Mass.;_ C. 
| Bridgeman, of St. Cloud, Minn.; 

Hon. J. G. Thorp, of the Eau 
Claire Lumber Co., and Hon. 
Franklin B. Hough, of Wash- 
ington, D. C., commissioner of 
forestry. 





A pamphlet has _ recently 
been issued by the Railroad 
Gazette upon “Bridge Disas- 
ters in America.” The author 
is Professor George L. Vose, 
a well-known engineer. Ac- 
cording to his figures 100 rail- 
way bridges have broken down 
in the United States within the 
last ten years, in some cases 





| with heavy loss of life, as at 
| Ashtabula, Tariffville and Dix- 
on.***The inspection of bridges, 
|whether by railroad commis- 
sioners or others, is justly con- 
demned as a farce, the inspec- 
'tors never thinking of requir- 
‘ing such structures to be 
| tested by actual weight, or 
even, in many states, of going 
through the simple operation of 
calculating the strains, still less 
of examining the quality of the 
materials. 


The board of directors of the 
Lumberman’s Exchange, Chi- 
cago, paid a well deserved com- 
pliment to President Bigelow 
at its last meeting in refusing 
to accept his resignation, ten- 
dered on account of his antici- 
pated absence from the city 
during the next four or five 
months. 

* * #* 


The season’s cut of lumber at 
the Chaudiere, Ont., mills will 
be 10,000,000 or 12,000,000 feet 
in excess of that of last year, 
or in round numbers, 100,000,- 
000 feet 
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Total Southern Pine Cut Being Curtailed by Rains 


Southern pine sales in the week ended Nov. 15 made 86 
percent of production, and shipments fell below bookings, 
probably because of extensive rains reported throughout 
southern territory. These rains are affecting especially 
smaller mills, and will probably bring about such a cur- 
tailment of total production as will cause some strengthen- 
ing in the market. The buying of all groups is seasonably 
slow. Retailers are strongly disinclined to add to stocks, 
despite the fact that prices are low enough to be tempting. 
They are in no hurry for lumber, and can see evidences 
of weakness in competitive softwoods. The fact that some 
popular items have become a little more difficult to secure 
is certain to cause them to place a little more business as 
soon as inventories are taken. 


North Carolina Pine and Roofers Are Dull and Weaker 


North Carolina pine has been selling rather slowly to 
both retailers and box makers. Because of continuation of 
low cargo rates from the West Coast, competition in the 
Atlantic coast market is still keen. Production of larger 
Carolina pine mills recently declined to 64 percent of 1929, 
compared with an average of 75 percent for the year to 
date, and it is said that smaller non-reporting mills are 
mostly inactive. Domestic buying of higher grades has 
been hand to mouth, but the market has been helped by a 
few good export sales. Retailers have been taking a little 
more interest in quotations, since they find that curtail- 
ment of production has resulted in scarcity of some popu- 
lar items, but so far have confined their buying to small 
lots. October sales prices as a whole were lower than 
September. While 6- and 8-inch No. 2 kiln dried roofers 
declined, 10- and 12-inch advanced. 

Georgia air dried roofers, although they averaged only 
$15.24 during September, declined to $14.37 in October. 
Even the lowest quotations in the range were reduced, 
those on 8- and 10-inch going from $14.50 to $13.50. While 
output was very low it has been further reduced by recent 
rains, and these by cutting off small-mill shipments may 
result in some strengthening of the market. 


Coast Bookings Decline as Much as the Production 


Although production on the West Coast made a further 
decline during the week ended Nov. 15, to 41 percent of 
capacity, compared with 45 percent the preceding week, 
the bookings failed to cover it. There were only slight 
declines in rail and domestic cargo business, but larger 
ones in export and local trade. Identical mills reported a 
decline of 8 percent in total bookings, and about the same 
percentage decline in production, but the bookings of these 
183 mills exceeded their production. 

The generai feeling in the industry is that if it is to go 
into the spring in strong position, it must effect further 
curtailment now. During November, inventories increased 
almost 1 percent, and unfilled orders fell off 4 percent. 
Most buyers are still inclined to hold their orders to cur- 
rent needs, but a good many of them are beginning to feel 
that. it would be safer to place business now. They are, 
however, confronted by the fact that prices have continued 
to soften. Rail prices on leading items in the periods ended 
Nov. 10 and 17 showed losses: Flooring, $25.65 to $25.10 
average; No. 1 boards, $14.37 to $13.94; No. 1 dimension, 
2x4-inch, $14.14 to $13.64. The softening was at least tem- 
porarily stopped by the firm price policy, but excess pro- 
duction seems to be the major influence in determining the 
market level. When production is reduced to the level of 





Lumber Statistics Appear on Pages 46 and 47; 





demand or below it, prices will undoubtedly show enough 
buoyancy to start buying. 

Wintry weather has caused some decline of consumption 
in the East, but cargo arrivals there are not excessive. The 
California situation is improved, as unsold stocks are 
reported to be lower than in three months. 

Foreign orders are hard to get, and a good deal of the 
current business is done at quite low prices. 


Arkansas Pine Uppers Sell Well; Commons Scarcer 


Arkansas soft pine mills have been reporting improved 
sales of shed stock, including a good many straight cars, 
but poor weather in consuming territory is against their 
continuance, except for stocking up. Line yards are said 
to be placing orders for uppers for delivery after their 
Dec. 1 inventories, with fillers of commons. Some items 
of finish are a little softer, but most items of flooring have 
been stronger. The position of large-mill commons is 
improving because unfavorable weather is further curtail- 
ing small-mill production. A number of items in No. 2 
boards are becoming scarce, and there has been a consider- 
able reduction in mill holdings of Nos. 1 and 2 dimension. 
It is believed that all commons will be scarce enough to 
command higher prices during winter and spring. There 
have been a fair number of orders received recently for 
box and crating stock. 


Production of the Western Pines Is Tapering Off 


Sales of Inland Empire pines were rather poor during 
the week ended Nov. 15. Although the production was 
down to less than 35 percent of capacity, compared with 
39 percent the preceding week, bookings made only 82 per- 
cent of it. Shipments, however, almost equalled the pro- 
duction, but while there was some decline in files of unfilled 
orders, they remained almost 10 precent larger than those of 
last year as reported by identical mills. Production has 
been falling steadily, and there is every likelihood that it 
will soon be running below current orders. 


California pine production is less than half what it was 
at this time last year, and in the week ended Nov. 15 the 
bookings exceeded it by 22 percent. Total Oct. 1 stocks 
were 17.7 percent and unfilled orders 9.9 percent larger 
than those of that date last year. In stocks of No. 3 shop 
and better there was an increase of 14 percent, and an in- 
crease of 8.4 percent in unfilled. In lower grade stocks 
there was an increase of about 20 percent, and an increase 
of about 14 percent in unfilled orders. 


Pondosa prices showed more strength in the period 
ended Nov. 19, shop keeping about even. In Idaho, No. 3 
weakened, but higher grades were steady to stronger. 


All Hardwood Buyers Continue to Take Small Amounts 


Hardwood production in the South has been running at 
around 50 percent of capacity, but seems to have declined 
further, partly as a result of rains in a good deal of the 
territory. Southern bookings in the week ended Nov. 15 
were practically equal to the cut, but orders booked by 
northern mills were considerably under production. All 
the principal groups of consumers are buying, but con- 
servatively. Furniture plants continue good buyers, and 
there is some business from automobile makers. Building 
trades demand is slack, but there is a steady run of small 
orders from millwork plants and planing mills, while floor- 
ing factories are said to have increased their purchases a 
little. Export demand is fair, being helped by continua- 
tion of low ocean rates. Hardwood prices remain steady. 


Market Prices and Reports on Pages 68 to 71 
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An Integrated National-Local 


Home Financing Plan 


Lumbermen and others directly and indirectly 
affiliated with the building industry are unani- 
mous in the opinion that an adequate supply 
of money for financing new building and re- 
modeling of homes would give a decided impe- 
tus to this form of construction. Study of the 
problems of financing and examination of the 
methods of financing institutions that have been 


Chart No. 1—Hoffman Plan of Home Financing 
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CITY GROUP INVESTMENT COMPANY 


COMPOSED OF LUMBER AND BUILDING MATERIAL 
DEALERS IN A COMMUNITY, OR AREA. 


DEALERS BEING THE DIRECTORS AND OWNERS OF 
THE COMPANY. 


DEALERS HANDLE THEIR OWN FUNDS. 
DEALERS APPOINT THEIR OWN LOAN COMMITTEE. 











most successful appear to prove that what is 
needed is a form of organization that shall be 
national in scope but local in adaptability. An 
organization of this kind has been devised by 
J. L. Hoffman, and known as the Hoffman 





Chart No. 2—Hoffman Plan of Home Financ- 
ing Tllustrated 

Owner’s equity in the property, a clear 

OS SFr eee $2,500.00 
Sale of completed home financed by 

I eh cece R OG ales sakes oe ka eeeae $6,055.00 
Face value of ist mortgage 

a ee ee , . acd canes $4,700.00 
Face value of 2nd mortgage 

oe Oe We Pc iciccecees 1,355.00 
— $6,055.00 





Total cash required for all 

labor and material to 

complete the home....... $5,500.00 
Proceeds of ist mortgage 

loan, after deducting com- 

mission of 5 percent, and 

title expense ...........- $4,415.00 
Proceeds of 2nd mortgage 

loan after deducting 20 


percent discount ........ 1,085.00 
Commission on ist mort- 

0 ae eee 235.00 
Examination of title to lot. 50.00 
Discount on 2nd mortgage. 270.00 

$6,055.00 
Monthly payments made by 

i Cn 1. cc ecwaeewae eo $ 49.73 
6 percent interest on Ist 

EE EOP $ 23.50 
Average interest on 2nd 

mortgage at 6 percent.... 3.39 
Average principal reduction 

on 2nd mortgage........ 22.84 

$ 49.73 
Dealer’s sale of lumber and 

EE o<4 pees. abmae ene $1,650.00 
Dealer’s sale of building 

DEE cbse ouderentecens 467.00 

———— $2,117.00 
Dealer receives cash from 
rrr $1,032.50 
Dealer’s gross profit on lum- 

ber and millwork sale, 

based upon 35 percent... 577.50 
Dealer’s gross profit on 

building material _ sale; 

based upon 20 percent... 93.50 
Dealer’s actual cash tied up 

for 3 years or less in this 

SOE cenevetobvetwraeeas 413.50 

————-. $2,117,00 


For 4 mortgages as shown in statement and 
per above example: 


Dealer’s actual cash invested to start 


Pn cree tte wesehed bene wae ese oe $1,655.00 
Dealer’s volume in material sales.... 8,470.00 
Dealer’s equity in mortgages, on 

which he receives 6 percent inter- 

ee Er 4,340.00 
Dealer receives cash from ist mort- 

BD ceccséneccecess soecess eéeccee 4,130.00 


- 


Plan. The organizations contemplated in the 
Hoffman plan are a single service company with 
a central office, headquarters and personnel; as 
well as numerous local, community or group 
investment corporations allied with or integrated 
with the national service company. The pur- 
pose of these organizations is to provide member 
lumber and millwork dealers funds and facilities 
for financing the construction and remodeling 
of homes, the material for which is supplied 
by the members. 

The central service company is a capital 
stock corporation whose membership consists of 
local incorporated investment groups operat- 
ing through directors one chosen by the mem- 
bers of each individual local corporation. The 
function of the central service company is to 
organize local investment groups; provide ad- 
vertising and plan service for member groups; 
supervise construction financed by members and 
to collect mortgage payments. Capital for the 
service company is obtained by issuing shares 
of no par value capital stock to the local in- 
vestment groups, one to each. 

The local investment groups also are incor- 
porated capital stock companies, the member- 
ship of each being made up of local dealers in 
a specified community or area. The members 
elect their own officers, appoint their own loan 
committee and name their representatives on 
the directorate of the central service company. 
Each local investment group is empowered by 
charter to deal in second mortgages originating 
with its members only, for new work and re- 
modeling; such mortgages to be bought at a 
discount of 20 percent; to collect monthly pay- 
ments for mortgagors; to reinvest these pay- 
ments and the proceeds of the loan value of 
the mortgages as they mature in new mortgages 
from member dealers; to pay the cost of the 
service rendered by the national service com- 
pany and to distribute dealers’ commissions. 
Capital for the local investment group is se- 
cured by the allotment of a share of no par 
value stock to each member and one share of 
this stock also to the service company. 


Chart No. 3—Life of one mortgage; showing 


es 


Combining Supervision, 
Advertising and Plan 
Service With Local Adapt- 
ability and Control 


In the formation of the local investment 
group each member pledges himself to lend to 
the group investment company his first four to 
eight second mortgages, depending on the 
number of group members, as they are sold and 
as they are approved by the loan committee. 
Each mortgage draws 6 percent interest on an 
amount 20 percent less than its face value; 
interest is paid by the local group investment 
company of which the dealer is a member. 
The 20 percent deduction is used to build 
up the resources of the group. With the com- 
bined monthly payment and the loan values of 
the mortgages after the third year, invested 
in current and in new mortgages, ample capital 
will be provided to enable each local group 
investment company to pay cash for current 
mortgages and ultimately to retire the dealers’ 
original investment used to establish the credit 
structure. Each dealer shares in the profits 
of the group investment company through an 
agreed commission to be paid him on each mort- 
gage that he negotiates through the company. 
This commission arrangement is covered by a 
formal agreement. 

It will be noted that the individual dealer 
invests no capital in the group investment com- 
pany until he has made a sale of building ma- 
terials and has financed a home. His invest- 
ment, on which he receives 6 percent interest 
immediately, is in merchandise sold from his 
yard, together with gross profit on the sale of 
this material for use in the financed home. He 
invests only in the first four to eight mortgages. 
Thereafter no further investment is required as 
the combined income from the previous mort- 
gages enables the group investment company 
to pay the dealer cash on current mortgages. 
As is shown on accompanying chart No. 2, 
the dealer ties up, approximately, $1,655 for 
three years or less in order to sell $8,470 worth 
of material, and he receives from the group 
investment company interest at 6 percent on 
$4,340, which represents his combined equity 
in the four mortgages as indicated on the chart. 

The local dealer through his connections with 


Earnings Reinvested as Outlined in Text 
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the central service company, which operates 
through numerous local groups, has the bene- 
fit of co-operative and standardized adver- 
tising which is designed to put the dealer’s 
story over to the public much more rapidly and 
effectively than he could put it over alone. It 
is believed also that this co-operative arrange- 
ment will tend to stabilize retail prices on ma- 
terials in various areas. It will be seen also 
that the local member dealer is not under the 
necessity of adding to the personnel of his or- 
ganization in order to carry on this additional 
work. The service of a loan committee in 
passing on each loan made adds to the credit 
assurance on each sale. The dealer maintains 
complete control of each transaction as with 
ordinary sales. The plan enables him to over- 
come mail order and cut-throat competition gen- 
erally. The builder or contractor is in the posi- 
tion of a salesman for the dealer in contact- 
ing prospective home owners. Group action 
among the dealers in each community tends 
to encourage local banks to invest money more 
readily on first mortgage loans where a local 
dealer is behind each project. 

The service company provides aid and di- 
rection for each group and organization, sup- 
plies syndicated advertising, provides a plan 
and material list service, collects the monthly 
payments on each mortgage and serves as a 
clearing house for the exchange of useful group 
information. Compensation for this service is 
fixed by an agreement made between each group 
and the service company. 

It will be seen from the foregoing that this 
plan of organization has the advantage of en- 
abling building material dealers to form their 
own finance corporations, operate in their own 
trade areas and to control their operations. 
The plan helps the individual dealer to finance 
second mortgage paper without the necessity of 
endorsing it, and at the same time saves him 
the customary discount on such paper. The 
second mortgage in each case is for the amount 
necessary to finance the difference between the 
owner’s equity in the property and the pro- 
ceeds of a first mortgage secured by the dealer. 
The plan enables each investment group to be 
self-sustaining at the end of the third year or 
before and to make its operations profitable. 

On accompanying chart No. 1 is shown the 
plan of organization, and the relation between 
the central service company and the local group 
investment company, indicating the services per- 
formed by each and the benefits resulting from 
the form of organization. 

On chart No. 3 is indicated the history or 
life of one mortgage, with the earnings rein- 
vested as outlined. 





Would Present Financial Facts 


New York, Nov. 17.—Whole-hearted ap- 
proval of the plan offered by Charles L. Eid- 
litz, managing director of the Credit Association 
of the Building Trades of New York, suggest- 
ing that promoters of new operations file a 
financial statement showing that all contractors 
will be fully paid when payments become due, 
has been given by Herbert H. Tinkham, presi- 
dent the Nassau Suffolk Lumber & Supply Cor- 
poration. 

Mr. Tinkham also endorsed the views of the 
new credit manager, who emphasized the need 
for the entire construction industry “presenting 
an honest financial picture of all new projects.” 

Active consciousness of every member of 
the building trades must be awakened to the 
fact that no permanent prosperity and no 
lasting stabilization of the industry can re- 
sult without maintenance of the highest ethi- 
cal standards within as well as without the 
industry, says Mr. Tinkham. 

From an economic standpoint alone, it 
should be apparent that every time a building 
contractor performs a job, or a dealer de- 
livers material for which the money -is not 
forthcoming, the entire industry is hurt in 
its effort toward stabilization. 

For that reason alone, if none other, I com- 
mend the attitude of Mr. Hidlitz in demand- 
ing that everyone in the building business be 


— with the financial facts on new pro- 
ects, 


SST Te TTT 


The AMERICAN LUMBERMAN always 
considers itself honored when, as happens 
with gratifying frequency, material from its 

columns is used in a way to 
“The Door,” promote the interest of the 
the Symbol lumber industry, which it 
of “Home” exists to serve. While natur- 

ally desiring that the ameni- 
ties of proper credit be observed where prac- 
ticable to do so, it has never been “finicky” 
in this regard where the interests of any 
branch of the industry have been served by 
use of its material. In view, however, of 
the frequency with which a paragraph on 
“The Door” is quoted both in print and by 
public speakers, it may not be out of place 
to record here the fact that this paragraph 
is part of an article written exclusively for 
the AMERICAN LUMBERMAN by Nathan 
E. Wood, D.D., Boston, Mass., and printed 
for the first time in the Dec. 27, 1919, issue 
of this paper. Effective use of Dr. Wood's 
beautiful words on ““The Door’’ was made by 
L. G. Sterrett, secretary of the Millwork 
Institute of California in a radio address on 
“Wood in the Home,” recently delivered by 
him over station KLX, located at Oakland, 
Calif. Doubtless Mr. Sterrett and others who 
have been attracted by this little classic will 
be glad to know its source. Readers desir- 
ing to have the portion of Dr. Wood's article 
dealing with “The Door,” in fuller form than 
is usually quoted, will be supplied upon 
request; or if enough readers evince interest, 
it may be decided to reprint part of the 
article, as a feature of the approaching pre- 
Christmas issue of the AMERICAN LUM- 
BERMAN. Eleven years have elapsed since 
its original printing, so that it would be new 
to a great many readers. Moreover, a liter- 
ary gem like this never dies. 

* * * 


How often should a dealer change his ad- 
vertisement? Well, that depends. Perhaps 
here is an answer. A basement barber shop 

on Van Buren street, not far 


Barber from the building in which 
Changes the American Lumberman 
His “Ad” offices are located, has a 


framed sign hanging above 
the steps leading down to the shop, which 
all last summer read, “Hair Cut 50 Cents— 
Nice Cool Place.” During the torrid days of 
July and August this slogan probably brought 
some customers into the shop, but cold 
weather early in the fall not only robbed the 
sign of its sales appeal but made it a joke 
to all passers-by. (Sometimes a lumber 
dealer’s ad reaches that stage, as for in- 
stance when along in January it urges people 
to put up their fly screens right away.) The 
barber apparently was a resourceful chap, 
and ingeniously solved a problem—difficult 
because the sign was framed and under glass, 
so that to change the wording would have 
required having a new sign lettered. So, 
what did he do but clip from a newspaper 
advertisement announcing the advent at a 
local theater of Amos and Andy, the big- 
type name of the latter personage, and paste 
it on the glass over the word “Cool,” which 


Observations By the Way 


made the sign read “Nice Andy Place.” 
While the spelling, of course, is a little lame, 
the passer-by readily understands that the 
barber is now telling the public, not that his 
place is cool, but that it is ““Handy’’—which 
it is, if one happens to be in that vicinity. 
So there’s a partial answer, anyway, to the 
query propounded at the outset. A dealer's 
advertisement should be changed whenever 
conditions call for putting forth a new and 
different message to the public, and in the 
retail lumber business—in the average com- 
munity—that is once a week or oftener. 
* * * 

It's a rare thing for a lumber manufac- 
turer to receive a letter protesting because 
the stock which he offers is too dry, and 

expressing preference for 


Doesn't something with a higher 
Want moisture content. Yet a 
Dry Stock lumber manufacturing con- 


cern recently received from 
an erstwhile customer just that sort of kick, 
which is relayed to this office via one of the 
American Lumberman’s traveling representa- 
tives. The letter, minus conventional saluta- 
tion and ending, reads thus: 

“This will acknowledge your ‘Dry Stock 
List’ which you were kind enough to send 
us. What we are more interested in is a 
“Wet Stock List.” These used to be issued a 
number of years age, covering such items as 
Gordon Gin, Hennessy Three Star Brandy, 
Mumm’s Extra Dry etc. We are sorry we 
can not send you an order, but if you will 
persist in handling nothing but ‘Dry Stock’ 
when apparently your customers want “Wet 
Stock,’ what can you expect?” 

** 8 


A news flimsy dropped on the desk of an 
ex-cornhusker now occupying an editorial 
chair, brings back memories of frosty au- 

; tumn mornings long past 
A Wizard when the steady “thump- 
of the thump” as the flying ears hit 
Cornfield the bangboard awoke the 
early echoes, while the golden 
heap in the wagonbox rose higher and 
higher. It told of Fred Stanek, Fort Dodge, 
lowa, winning the national corn husking 
championship by shucking 30.34 bushels of 
corn in 80 minutes. That may not mean 
much to city people, fed up with “cham- 
pionships” won in pole sitting and dancing 
marathons, but farm folks know that it spells 
stamina and dexterity almost beyond be- 
lief. This year’s national contest winner is 
not only a wizard with the husking hook 
but a leader in other fields as well. He is 
a director of a local light and power com- 
pany and of a farmers’ elevator company; 
also a member of the Webster county farm 
bureau and a leader in every movement 
promising to advance his community. He 
farms 160 acres, and his herds of Shorthorn 
cattle and Poland China hogs, headed by 
pure-bred sires, attest his intelligent industry. 
In short, the champion cornhusker is the 
sort of farmer who is the mainstay of his 
community and the rural lumber dealer's 
steadiest and best customer. 
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The Forgotten Letter 


Thanksgiving Comes to La Salle Street 


{ By WILLIAM CHALMERS COVERT } 


“Well, well! Come in, Bill, and let me tell you what I was 
thinking about when Rastus brought me this nifty looking 
ecard of yours.” 

Bill entered, carrying his weight well, for as he followed 
the doorman over the threshold into his old friend’s im- 
pressive, wood-paneled office for the first time in years, he 
was the exact picture of the healthy lumberjack of nearly 
forty years before, when the two cronies from the prairies 
worked for the Goose Neck Logging Co. in as rough a line of 
camps and locations as the North Woods afforded. 

“Go ahead and tell me what’s on your mind, Sam!” said 
Bill as he shook the big, hearty hand that reached for him 
and sat down in a chair that was a pile of puffed leather that 
gave forth a woofy whistle under the pressure of Bill’s avoir- 
dupois. 

“Well, Bill, for the last week I want you to know I’ve had 
the worst spell of hankering for 
my old boyhood home that I’ve 
had in twenty-five years! I don’t 
seem to shake it off. Your com- 
ing in here so unexpectedly 
doesn’t help matters either!” 

“Well, Sam, didn’t one of 
your girls get married a month 
ago and leave home? Maybe 
that started you? For I’ve been 
through that mill myself. And 
before I got through with the 
red tape and tea parties I 
theught of about everything that 
had happened to me from the 
day our old preacher at Stiles 
Corner Church tried to sprinkle 
me and I yelled and fought him 
off so hard that I nearly broke 
up the meetin’.” 

“That may be, Bill! Say! I 
remember that old prairie saint. 
He certainly did his part to save 
the country, didn’t he? But that 
old home of ours wasn’t bigger 
than a jug of cider. It wouldn’t 
get a second look from an auc- 
tioneer, unless he was one-eyed. Do you remember it? It was 
on the corner of as scrubby a quarter of land as any high- 
pressure salesman ever put off on a pioneer.” 

The old friends leaned toward one another across the table, for 
they were getting the details of a picture that had long lain 
obscurely in the memory of their boyhood experiences. 

“You know, Bill, my father thought that hard work and 
plenty of it would do anything, even get a crop off that miser- 
able stretch of sandy soil streaked here and there with a 
little black alluvial. He was as proud as a king of a couple 
of shallow swales where blue grass had some little chance. 
But you couldn’t get a hill of beans started in that sand 
before the dry weather would burn it yellow, and then the 
hot winds would blow the whole garden into the next town- 
ship. Dad never got ahead. Just when he was about ready to 


“You see, Bill, Thanks- 
giving is coming, and 
that was one of the days 
my folks never got ‘so 
poor they couldn't cele- 
brate !” 


clean off the tailend of the mortgage so he could enjoy what 7 


there was of that farm with mother and us kids, he died.” 
“Say, Sam, listen! It ain’t the architecture of that old 
house of your folks that has kept you going for the last week. 
I remember how the old shack looked. It had shiplap siding, 
clapboard roof, and a red brick chimney big enough for the 
waterworks. 
“Sam, the thing that is stirring you up is what went on 




















inside that house when the place was jammed full with you 
youngsters. I often wondered where your mother stowed all 

you fellows at night and how in the world she kept her 

beautiful disposition all the time with such a gang of rough- 

necks.” 

“Well, Bill, I’m here to state that things never got any 
quieter or easier for mother’s nerves when you and your 
bunch came around to spend the day at our place.” 

The old chums chuckled and brought their palms down on 
the feather-grained mahogany table between them. Something 
within both seemed to break loose and a tide of tender 
memories of a long-gone period of humble poverty and toil 
swept unbidden out of the forgotten yesterdays into the mod- 
ern atmosphere and conventional elegance of Sam’s big office. 
Life was hectic on the Street and across the country where 
Sam’s interests were scattered. Gradually the soft side of a 
once warm-hearted, friendly man 
had frozen and made difficult the 
approach of sentiment of any 
kind. 

“Say, Sam,” said Bill, “come 
on, tell me what’s on your mind! 
— You are not giving me the whole 
picture! A fellow with a poker 
face like yours who can drive a 
bargain with an edge on his 
words as hard as a cold chisel 
isn’t generally thinking about 
his old home in the midst of a 
sheaf of wires like those on your 
table and a chorus of buzzers 
with a lot of other clatter from 
the big Street. What’s hit you?” 

“You see, Bill, Thanksgiving 
is coming and that was one of 
the days my people never got so 
poor they couldn’t celebrate! We 
certainly had the kind of good 
times in the old farmhouse on 
Thanksgiving Day that you can’t 
forget. I’d give a thousand dol- 
lars for a little fun with the 
same kick in it that we always 
got in the old house when everybody, hungry as spring bears, 
sat down around the table that Mother had scraped and saved 
to make it what she wanted it to be.” 

“Well, come on, Sam, what’s the answer? What really got 
you going in this line just as I came in the door? There is 
a long, faraway look in your eye. I don’t exactly see that 
cold, steely look the reporters tell us you wear when you are 
out for some big deal. You certainly have something on your 
mind that you haven’t told me about.” 

“l’ll tell you,” said Sam as he reached into a drawer and 
brought out a grimy envelope that bore plainly the mark of 
years. It was evidently a relic from the family archives, and 
brought with it a picture of domestic hardships and sacrificial 
devotion that was working on Sam’s heart. 

He held it up and, looking a little sheepishly across the 
table, said, “Bill, this is the thing that explains my week of 
hankering after the life that went with my plain, old, hard- 
working folks in that little home on the prairie. It’s a letter 
my mother wrote me when I started for this big town thirty- 
two years ago. She felt all right about me as long as I was 
working in the woods with the boys. She loved the woods! 
She thought the crowd was rough, but always felt they were 
kind and willing to give their last dollar for any one in 
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trouble. But, when I got a job in Chicago, she felt anxious. 
She felt that a city was a lonely place for a young man. 
She was right. When she heard I was starting in business 
here she wrote me a letter, and it was the very last letter 
she ever wrote to anybody. I put it away in the tin box 
I always had in the camp and never thought of it again till 
my folks unearthed it last week. It seems like a miracle.” 

“Well, Sam, you are a lucky man,” said a much subdued 
voice on the other side of the table. “Think of what that 
little old letter in your hand means. I’d give a million for one 
just like it from my old mother. Aren’t you going to read it?” 

Sam took up the desk phone and getting his secretary, said: 
“J’m busy for the next half hour and won’t be able to see that 
man from Kaufman’s till four. Phone him.” 

The long interval of years between the boyhood and man- 
hood of the two men seemed as though it had never been. 
The period of separation that had kept them apart since their 
lumbering days was wiped out. Glowing memories of for- 
gotten summer suns, happy play days with the barefoot pals, 
romantic experiences in a life unconscious of its poverty and 
narrowness, rose like a tender atmosphere in the room 
acquainted only with the unemotional things of trade. With 
a tone of unfamiliar restraint and a touch of pathos that 
threw Bill’s composure into disorder, 
Sam read from the yellow pages of 
the letter that through all the neg- 
lected years had preserved the 
yearning love of a mother’s heart 
for a son of whose career she was 
proudly certain, but for whose better 
self she had genuine anxiety. The 
letter read: 

Stiles Corner, Neb., 
Nov. 24, 1890. 
My dear Sammie: 

This is the week afore Thanksgiv- 
ing and all the mothers in the world, 
I guess, are a-thinkin’ about their 
boys away from home in the big cities. 
I am a-thinkin’ of you, Sammie, and 
hope some kind folks are going to 
ask you to their home for dinner. I 
know you will always get plenty to 
eat. I don’t worry about that, but I 
am afraid you will get careless about 
yourself Sam. Your father always 
scolded me for worrying about you. 
He prayed for you a couple o’ nights 
before he died and it would have 
done your heart good to hear his 
beautiful words. They was like 
angel’s words to me Sam. He never 
believed you could go wrong. Wasn’t 
that wonderful for a father? So, Sam, don’t get careless about 
yourself. Keep straight and honest in the city. Don’t forget 
what your old minister used to say that you can make money 
and lose your soul in doing it. 

I suppose you think I’m always preaching to you. But 
mothers are all that way, Sam. They just can’t stop loving 
their boys and thinkin’ of them as really needing their advice. 
So excuse me on that account and write me about your 
Thanksgiving Day. Lovingly, 


very 


MOTHER. 


Across the table Bill, while listening, was breathing audibly 
and blowing his nose into a big white handkerchief. He mar- 
velled at the nerve of Sam, reading clear through this touch- 
ing message from his mother’s grave without a break in 
his voice. 

As the letter ended,.the two remained for a moment in a 
silence broken only by the muffled roar of the traffic in the 
street below. It seemed like a sacrilege to break the spell 
with words. Sam, holding the letter, was lost to his sur- 
roundings. He was being challenged as to the program of 
his life by these tender words. He knew that long ago he 
had forgotten the quaint but eternal wisdom in the counsels 
of that letter. His busy life had been organized with ends 
in view that the old letter never knew. The real values that 





“When Mother heard I was 
starting in business she wrote 
me a letter—and it was the 


make men rich and add no sorrow had been too lightly passed 
up by him on his way to the success he had achieved in the 
world of business. A deep, unsatisfied loneliness, touched 
with a strange sense of regret, stole into his keen mind and 
settled into his heart. The hankering for his old home and 
its simple but godly standards of life was nothing other than 
a wholesome renewal of the old battle with himself as to the 
major ideals of his program since he hit the Street and 
started up. 

In this moment of remembrance, life, love and Thanksgiv- 
ing in the old house at Stiles Corner had a reality that pros- 
perity and selfish indulgence did not command. A revalua- 
tion of life’s real assets seemed in order before the season 
of gratitude, accompanied by such precious memories, should 
pass away. 

As the old friends rose and, unashamed of their emotions, 
shook hands across the table, a new appreciation of the 
durable satisfactions of the loyalty and faith that lived in the 
old homestead found place in their lives. 


* * * 


Around the old churchyard at Stiles Corner, far out on the 
horizons of the prairie, at that very moment the tall grass, 
brown with early frosts and whipped 
thin by the fall winds, trembled and 
whispered. And when the evening 
breezes blew, those seared blades 
wove a sacred requiem in memory 
of good men and women who had 
served their day and laid down to 
rest. Amidst those singing grasses 
white stones rose and: stood mute 
and cold under the skies of an ap- 
proaching winter. They bore testi- 
mony to lives sacrificed for others. 
Wrapped in eternal silence fathers 
and mothers called across the years 
to the noblest and best in sons and 
daughters who in love and sorrow 
had laid them there till the dawn 
breaks and the shadows flee away. 
The old white church with its tiny 
spire and unpainted frame stood like 
the surviving outworks of an ad- 
vance regiment who fought and won 
the fight for culture and kindness in 
the pioneer front lines, and without 
drums and banners, like forgotten 
heroes passed on to others the bless- 
ings they suffered to make possible. 

With these in mind, Sam and Bill, 
escaping the selfishness that had 
nearly smothered their souls, organ- 
ized a Thanksgiving program that rang the joy bells in the 
hearts of a hundred children and, what was not the most 
important fact, gave the two old cronies the best Thanks- 
giving appetite they had had in years. 





last letter she ever 
wrote” 





Urges Building Construction Now 


Boston, Mass., Nov. 18.—Lumber dealers are watching with 
great interest for the results of a comprehensive effort that 
it is hoped will bring about an early resumption of building 
activity throughout Massachusetts. James J. Phelan, senior 
partner in the great financial house of Hornblower & Weeks 
and chairman of the Massachusetts Emergency Committee on 
Unemployment, has sent out letters to the heads of the various 
local unemployment committees of the commonwealth and to 
all mayors of cities and selectmen of towns where commit- 
tees are not as yet functioning, urging these leaders to 
call to the attention of all firms and individuals in their 
communities who might be contemplating any construction 
work, repairs, remodeling or improvements during the next 
three years the present very low building costs. 

Action to this end by the State committee headed by Mr. 
Phelan followed a conference on the subject of building. 
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TACOMA, WASH., 
Nov. 15.—A new 
method of treatment 
which should go far 
toward increasing the sale of fir plywood panels 
for interiors of large business buildings, clubs 
and merchandising shops, as well as libraries, 
dens and dining rooms of private homes, is that 
worked out successfully by the Pacific Mutual 
Door Co., of this city, which has warehouses 
and shops in St. Paul, Minn., Kansas City, 
Kan., Chicago, Indianapolis, Ind., Philadelphia, 
Pa., and Brooklyn, N. Y. And, best of all, the 
treated panels are not expensive. 

In the new treatment fir plywood panels are 
put through a process that removes the soft 
summer wood from the face of the panel, leav- 
ing only the polished hard spring wood ex- 
posed. The surface of the panel, when viewed 
horizontally, shows a rippling effect similar to 
the surface of a lake stirred by a gentle sum- 
mer breeze, except that the “waves” in the 
surface of the panel are irregular, due to the 
varying patterns of the hard spring wood. 
When placed in the wall the splendid effect 
gained by the process fires the imagination of 
the artistic person who, viewing the panel from 
several angles, “sees” from each a different 
“picture” because of the light and shadow ef- 
fects which change as the person changes his 
angle of view. Interior decorators find in these 
etched fir panels an ideal balanced material for 
gaining desired effects in light and shadow ar- 
rangement. 

While the hard grain of the wood stands out 
prominently, in all its beautiful irregularity, and 
displays myriads of Nature’s artistic patterns, 





the surface of the panel, while uneven, is, due’ 


to the treatment given it, smoothly finished in 
the polishing process so that when stain and 
wax are applied the finished panel has no rough 
spots to catch dust. The surface is hard and 
durable—it is not easily marred where chairs 
and desks strike it. 

In addition to the use of panels treated in this 
manner for interior woodwork, laminated slab 
doors treated by the same process have met the 
approval of architects and builders, as well as 
home owners who have an eye for distinctive, 
yet practical, entrance doors. 





In the eastern section of the United States 
designs and pictures are stencilled on interior 
doors, apartment doors, cupboard and closet 
doors etc. Such designs may be sand-blasted 
into panel surfaces; the entire door may be 
made into one design, or part of it left un- 
touched, as the buyer desires. These etched 











Note how artistically these figures are etched 
in edge grain Douglas fir 


Such panels as these are very desirable and profitable articles for the dealer to handle 


— 


panels fill a definite need felt by the architect 
and builder who desires to secure the fyl] 
beauty of wood for interior decoration at a 
moderate cost. 

Panels etched by the process may be finished 
with stain and wax, in practically all the shades 
from very light grays to deep browns, and with 














flat grain Douglas fir by the Sylvanart process 


a pleasing effect in each instance. Too, wood- 
work treated in this manner is very easy to 
keep clean; the smooth, hard waxed surface 
may be washed with soap and water without 
injury. After such washing another coat of 
wax is applied to heighten the sheen of the 
polished wood. 

Staining and waxing the etched panel is a 
simple _process—in fact it is practically “fool- 
proof.” It consists only of “daubing on” the 
stain with a brush or rag, and when it has 
dried, of applying a coating of floor wax which 
has been heated to a fluid consistency so it may 
be applied with a cloth. 

While no special thought was given to prepa- 
ration of panels to be used to “sound-proof” 
rooms, it was found that the etched panels, be- 
cause of the irregularity of their surfaces, 
served to “still” the ordinary office noise to a 
remarkable degree. In one office where the 
large general work room containing the desks 
of the stenographers was paneled with the 
etched panels, the manager found, to his sur- 
prise and gratification, that the noises of the 
work room did not penetrate to his private of- 
fice, as they did before the etched paneling was 
installed. 

The new factory for the production of these 
treated panels is located alongside the plant of 
the Aberdeen Plywood Co., at Aberdeen, Wash., 
which company sells exclusively through the 
Pacific Mutual Door Co. 

In addition to etched panels, as described in 
foregoing paragraphs, the factory reproduces 
designs, silhouettes, landscapes, and even por- 
traits on wood panels by what is called the 
Sylvanart process, after which dyes of various 
hues are applied to accentuate the details of the 
picture engraved in the wood. 
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Producing Beautiful Effects in[D« 


Special Etching Process Opens Extensive Field for\Thei: 


The 
been | 
an ol 
make 
ings, 
makir 
the ol 
toolin 
the | 
after 
dye 1 
matcl 
old. 
proce 
repre 
ance 
it is 
repré 
mode 
effec 
pane 
not 

Sy 
are | 
inter 
tabli 
reta 
who 
pain 
and 
cal | 
ing 
the 
chit 
ing 
vert 
doit 


the’ 
sale 


lins 












1980 
— 


inDouglas Fir Plywood Panels 


 forlTheir Use in Homes, Offices and Public Buildings 
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The sand-blasting of wood, of course, has 
been done for many years. In its early history 
an old German workman, who was called to 
make repairs to wood interiors of ancient build- 
ings, found that the new wood he had to use in 
making the repairs could be matched up with 
the old by using an abrasive sand, together with 
tooling, to give it 


Sylvanart, combined with etched panels 
in proper colors, lend distinction to the 
room in which they are used. And both the 
pictures and etched panels are inexpensive 
enough to permit their use in modest homes of 
artistically inclined people, yet attractive enough | 
to warrant a place in private or public buildings 


where beauty and du- 
rability are the first 
considerations, and 
cost not measured. 
Branch warehouses and shops of the Pacific 
Mutual Door Co. will carry stocks of etched 
panels, and samples of Sylvanart pictures, and 
will help dealers de- 








the worn appearance, 
after which he would 
dye the new wood to 
match the tints of the 
old. By the modern 
process it is easy to 
reproduce the appear- 
ance of age, or wear; 
it is equally easy to 
reproduce the wildest 
modernistic, or jazz, 
effects. Pamudo etched 
panels, however, are 
not sand-blasted. 
Sylvanart pictures 
are sold by art stores, 
interior decorator es- 
tablishments, besides 
retail lumber dealers 
who carry a line of 
paint and wall paper 
and cooperate with lo- 
cal architects in secur- 
ing artistic effects in 
the buildings the ar- 
chitects design, know- 











ing the value of ad- 
vertising secured by so 
doing. 


velop the large poten- 
tial market that ex- 
ists for these plywood 
products. 

This is the latest 
development of the 
Pacific Mutual Door 
Co.—a concern which 
has long stood in the 
foreground as a mer- 
chandising organiza- 
tion for Pamudo fir 
doors, millwork, pan- 
els, and other items 
fashioned of wood. 

When asked his 
opinion as to the sales 
possibilities of the 
etched panels a promi- 
nent dealer who sells 
both fir and hard- 
woods, said: “Our 
whole organization is 
sold on this new cre- 
ation and we feel that 
=) we have a splendid 








Note the neat and inspiring effects that are produced in @ modern office by the use of Sylvanart 


panels (shown just below picture molding) 


field here to build up 
a good volume of 
sales on it.” 





Discard Catalog Sales of Homes 


St. Louis, Mo., Nov. 17.—Sears, Roebuck & 
Co. have found it impracticable to try to sell 
homes “out of a catalog” and are scrapping 
their mail-order methods in favor of personal 
sales promotion. 

_ This statement was made by Lowell G. Col- 
lins, manager of the company’s local modern 
homes division office, in a talk last Thursday at 
the sales promotion department of the Adver- 
tising Club of St. Louis. 

Mr. Collins gave an interesting insight into 

some of the company’s experiences in the home 
building field, which he described as “a vast, 
undeveloped opportunity,” and told some of the 
things the company plans to do. 
_ The attractive “Honor Bilt Homes” catalog, 
instead of creating business, has developed sales 
resistance, and the supply on hand in the local 
office has been shelved. Newspaper and direct- 
mail advertising, used so effectively in the di- 
rect selling of other merchandise, have been 
found inadequate when applied to the selling of 
homes, Mr. Collins said. 

The issuance of a brochure, showing perhaps 
only five or six homes and “screaming quality 
to the heavens,” is planned as a medium for de- 
veloping inquiries, which will be followed up 
by personal effort of divisional sales forces 
Composed of men technically skilled in architec- 
ture and building construction, perhaps former 
architects and contractors, according to Mr. 
Collins. 

The strongest sales medium for Sears, Roe- 
buck homes is the actual construction of houses, 
Mr. Collins said. Houses built for exhibit pur- 





poses are never described as “The Model 
Home,” nor do the company’s salesmen employ 
“buttonholing” methods to get the names of 
prospects from those visiting the exhibit houses. 

One house, erected in a subdivision near St. 
Louis, has developed live inquiries for homes 
aggregating $600,000, Mr. Collins revealed, de- 
spite the fact that the only method used to get 
prospects’ names was a register which visitors 
could sign if they wished. 

“Quite different from the old practice of hav- 
ing a salesman in every doorway with an order 
blank in one hand and a hammer in the other,” 
he added. _ 

Despite the general decline in building opera- 
tions, Mr. Collins asserted that the modern 
homes division of Sears, Roebuck & Co. will 
show a substantial increase in volume for 1930 
over 1929. He described as the two principal 
factors in this growth the financing plan and 
the selling of the complete home through one 
medium. Personal counsel by salesmen ex- 
perienced in construction was mentioned as an- 
other important feature, and the discovery of 
this fact was largely responsible for the plan to 
create divisional sales forces composed of men 
familiar with architecture and construction. 

Questioned from the floor as to the attitude 
of local building material interests toward 
Sears, Roebuck & Co., Mr. Collins said that re- 
sentment that was aroused by the company’s 
entry into the field has been dissipated and 
that there now exists a “friendly feeling,” 
founded on the theory that the company’s pro- 
motion methods stimulate the home-building 
movement and that all interests benefit. 

“T have made the point to local building in- 


terests, and to the labor unions, that for every 
dollar’s worth of building we create for our- 
selves, we create two dollars’ worth for local 
interests.” 





Home Owners Urged to Spend 


New York, Nov. 17.—Walter G. DeWitt, 
executive vice president of the Westchester 
County Real Estate Board, is developing a plan 
which may aid materially in the selling of build- 
ing materials and other like commodities in the 
county. The plan is to address a letter to the 
250,000 home owners in the county urging each 
one to spend not less than $25 on their homes 
between now and Jan. 1, 1931. 

Mr. DeWitt feels that the present let-up in 
business is due to a lack of circulating money 
and he believes that even a 50 percent response 
to his appeal by the home owners will release 
a goodly amount of money and at the same 
time move stocks in the yards of lumber dealers. 

Mr. DeWitt purposes to give the plan great 
publicity and at the same time he will endeavor 
to obtain the support of banks, title and mort- 
gage companies, trade associations and labor 
unions. All lumber and material dealers have 
been requested by Mr. DeWitt to give him 
every possible assistance. 

The organization of the Westchester Build- 
ing Congress has just been effected. It prom- 
ises to assist the building industry by seeking 
co-operation of banks, trust companies, archi- 
tects, contractors, speculative builders and 
material dealers. O. H. Cheney is head of the 
organization. 
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Making Wood’s Many Merits Widely Known 


Longevity of Cypress 


New Orveans, La., Nov. 17.—In a recent 
issue “The Morning Tribune” of this city pub- 
lished the following: 

The reason that the Potalba buildings, 
built in 1846 by Baroness Anna Potalba as 
the first apartment houses in America, have 
stood the storm and turmoil of nearly a cen- 
tury was revealed yesterday when workmen 
installed a tile bathroom floor in one of the 
apartments of the upper building. 

Large tidewater cypress timbers, measur- 
ing approximately 3x7 inches and built as 
supports of the building framework by the 
slaves of the proud baroness, have stood 
through 84 years of erosion and are as solid 
as the day they were built. 

Byson Vallas, when shown the cypress tim- 
bers by Mrs. Lydia Wickliffe, secretary of the 
city commission which is in charge of the 
building, remarked upon the fine condition 
of the wood and stated that the slaves of the 
baroness had built a lasting memorial to her. 

No portion of the framework made of 
cypress had been attacked by the termites 
which have caused so much repair work in 
New Orleans and have attacked even the city 
hall. Storms, including the 1915 hurricane, 
have passed the two buildings of the French 
baroness, leaving them unmarked. The war 
between the States in which the Federal Gov- 
ernment captured New Orleans after citizens 
had burned the cotton to keep it from falling 
into the hands of the enemy also failed to 
make any impression on the ancient build- 
ings. 

Since 1846 the two structures have stood on 
two sides of Jackson Square and are two of 
the most important landmarks of early his- 
tory remaining intact in the Vieux Carre. 
The ancient iron lacework of the- balconies 
still contains the initials of the baroness, 
cleverly woven into the design. 

* * * 


Layouts for Miniature Golf 


Wasuincton, D. C., Nov. 17.—Lumber 
Facts No. 16, issued by the trade extension de- 
partment of the National Lumber Manufac- 
turers’ Association, carries the caption, “Build 
Your Own Miniature Golf Courses.” 

The booklet contains a series of attractive 
drawings to show layouts, hazards and course 
details that, are different, unique and easily 
adapted to local requirements. It was prepared 
in response to a steady demand for such in- 
formation. 

It details lumber-built hazards in a variety 
of designs—attractive, economical, quickly 
moved, readily available. 

Interested parties are urged to consult their 
local lumber dealers. 

* 2 2 


To Purchase Marked Lumber Only 


MINNEAPOLIS, MINN., Nov. 17.—The board 
of education of this city is thoroughly sold on 
the merits of trade-marked, grade-marked lum- 
ber. In the past lumber normally has been 
purchased on a “price” basis, but the board has 
now switched over to a policy of requiring 
“quality” material. 

E, J. Fisher, in charge of the Minneapolis 
office of the National Lumber Manufacturers’ 
Association, has been advised of the change in 
policy, and also has been informed that when 
the board of education finds itself unable to 
obtain “marked” lumber he will be called upon 
to locate it. 

The board changed its policy when it en- 
countered difficulties on an order for 1,000 feet 
of No. 1 northern white pine. Instead of 
obtaining the specified material the board ap- 
parently got an entirely different species and 
that not up to specified grade. 

Mr. Fisher conferred with B. B. Duemke, 
superintendent of buildings, and E. L. Enger, 
architect, and found indications of careless pur- 
chasing of lumber for new school construction 
and maintenance work. He promptly urged 
insistence upon grade- and trade-marked lum- 


ber. The board of education directed that all 
future orders shall carry specifications for 
association grade- and _ trade-marked stock. 
This action, in turn, will cause Minneapolis 
dealers to carry marked lumber if they expect 
to fill any orders of the board. 

The expectation is that the change in policy 
will greatly increase the market for marked 
lumber here. In addition to a $5,000,000 pro- 
gram of new school buildings over the next 
three years, the board of education is doing 
much maintenance work and will require large 
quantities of lumber. 

About a year ago Mr. Fisher was 
instrumental in bringing about simi- 
lar action by the board of education 
in Madison, Wis. 


bility, efficiency, beauty and economy to as 
great an extent as any other material, if not 
greater. In this instance the superiority of 
wood is too obvious to require any argument, 





Organization for Market Extension 


In presenting to the executive committee of 
the National Lumber Manufacturers’ Associa- 
tion in Chicago on Nov. 7 a report of the ac- 
tivities of the trade extension department, Man- 
ager W. F. Shaw used a large wall chart to 
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Pledges Work to Employees ; 
Los ANGELES, CALIF., Nov. 15.—The 
Pacific National Lumber Co. has cir- 
cularized its competitors and other 
business concerns, pledging itself to 
give employment from Dec. 1 to Dec. 
31 in its manufacturing, office and 
shipping departments to a personnel 
equal to that employed during the 
same period of 1929, and to pay an 
aggregate amount not less than was 

earned by employees a year ago. 
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competing and consuming firms to 
whom this letter is addressed, states 
the company. 

The reasons for such 
obvious, but it 
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employ beyond Dec. 31 a large por- 
tion of P 
pay roll. 

While this paragraph may not be 
practically applied by all of the 
firms addressed, it is the purpose of 
this company to insist that every 
employee on its pay roll purchase 
during December to an amount not 
less than $10 some article of furni- 
ture, radio or wood product. 

The letter points out that the pros- 
perity of the Pacific company is de- 
pendent upon the prosperity of the 
woodworking industries; hence the 
determination to require employees to 
buy wood articles of some kind. 
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Replacement With Wood 


HaArtForD, ConN., Nov. 17.—Wood 
windows have replaced steel in the 
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Blue Hills Grammar Schoo] here. It 

was found that air leakage through 

the original steel windows made it 

almost impossible to heat the building and that 
the shading arrangement was also unsatisfac- 
tory. So most of the steel windows were 
taken out and Austral wood windows installed. 
Since the change was made there have been 
no complaints, and the board of education and 
the teachers in the building are enthusiastic 
boosters of wood windows. 

The steel windows were of the cheap factory 
type with less than half of the total area ven- 
tilating. Aside from the improved, practical 
service gained from the change to wood, a de- 
cided improvement in architectural effect was 
created. 

Based squarely on the inherent merits of the 
material, wood when properly employed, meets 
the requirements of utility, serviceability, dura- 











show in a graphic way the organization and 
the ramifications of the work in behalf of lum- 
ber. This chart, greatly reduced, is reproduced 
here in order that the industry at large may 
realize how splendidly the work has been or- 
ganized and how it is functioning to extend the 
markets for lumber and to regain some that 
have been allowed in large part to slip away. 
As may be seen, the opportunities for trade pro- 
motion are limited only by the funds made 
available for the purpose. As was reported in 
Nov. 15 issue of AMERICAN LUMBERMAN, the 
budget committee has prepared and the execu- 
tive committee has approved a program calling 
for the expenditure in 1931 of a large sum, 
but the program is sufficiently flexible to be 
adjusted to the funds provided. 
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Traveling Up 
Near the 
Northern Border 


Because of a big bend in the Red River 
of the North, with Grand Forks, N. D., on 
the short side, this pleasant northern city 
doesn’t get as much farm trade in its yards 
as does East Grand Forks, over on the Min- 
nesota side of the river. 

H. C. Tinnes, manager of the branch yard 
of the Central Lumber Co., told us that gen- 
eral methods of extending farm credits have 
changed widely in recent years. It seems 
that in earlier days there was a system in 
vogue something like the old plantation 
credits of the South. In those earlier times 
when Grand Forks was but a village, with 
the bulk of the trade in the country, cash 
money was hard to come by. The farmers 
who came to this then new country came 
because land was cheap. They had little 
except their labor. They had to have lum- 
ber, and the lumber dealers had to do busi- 
ness with them or do without customers. 
So terms were fitted to the general situ- 
ation. A study of old account books showed 
Mr. Tinnes that it was not unusual to dis- 
count a bill 16 or 18 percent when it was 
paid six or eight months after the lumber 
was hauled out. 


Earlier Credit Policies 


This meant merely that the original 
prices were high. They had to be under 
such circumstances. Terms were not uni- 
form, and sales were made largely on a 
dickering basis, with long credits and prob- 
able discounts in mind. But as the years 
went on, farmers got something ahead. 
Competition grew a little stronger, and in 
self defense the dealers had to set prices 
they could stick by. 

Those long credits are gone. If a farmer 
paid up on the first of October in the old 
days, after he marketed his wheat, and if 
he came in on the tenth for more lumber, 
he was ‘likely to expect as a matter of 
course that the account would be carried 
until he marketed his next crop of wheat. 
The change in the system could not be 
made all at once. Considerable progress 
had been made before Mr. Tinnes took 
charge here. He has speeded the process; 
and at present there is a general practice 
that accounts will be paid within 30 days, 
with a small and fixed discount for such 
payment. After 30 days, accounts must be 
taken care of by cash or notes. 


Where Credit Risks Are “Related” 


“It became clear some time ago,” Mr. 
Tinnes said, “that prices could not bear the 














Link between North Dakota and Minne- 
sota, at Grand Forks 
old profit margin and that terms would 
have to be fixed to meet the newer and 
narrower gross profits. It became clear, 
too, that terms would have to be uniform. 
We used to set prices more or less in the 
light of what we knew about the customer 
and his habits of payment, simply for the 
purpose of coming out finally with the net 
margin we needed. But that had to be 
given up very largely, because customers 
compared prices. They ignored credit terms 
and simply told each other how much they 
paid for boards or 2x4’s. If prices were 
different, we were in for trouble. I can 








HE United States and the rest 
of the world are drawing s0 
closely together that intelligent 

control has to take a fairly wide view; 
else the measures designed to protect 
one business or industry will, by hurting 
its customers, eventually injure itself. 
If the food-producing part of the United 
States can not trade its farm products 
on comparable market levels for shoes 
and steel and flour, it will be forced to 
get along with less of these things, to 
the detriment of its own welfare and 
earning capacity and to the disadvantage 
of manufacturing areas. Mr. Ireland 
mentioned a speech by a high railroad 
official who warned farmers against 
going to Washington for relief and men- 
tioned the “inevitable operation of the 
law of supply and demand.” Mr. Ire- 
land recalled the fact that railroad rates 
are established and maintained by Fed- 
eral law and not by the law of supply 
and demand. Lumber would be cheaper 
in Dakota, and farmers could build more 
needed buildings, except for these main- 
tained rail rates. 
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illustrate what I mean by telling you that 
in one neighborhood there are 43 families 
of Scandinavian origin, all bearing the same 
name and rather closely related. Any 
prices or terms offered to one would be 
known immediately by the other 42. Under 
such conditions the yard’s prices and terms 
had to be uniform. 

“So far as dealing with farmers is con- 


LT 


Realm of the Retailer 


Changing Policies of Farm 
Credit — Insulation in a Cold 
Country — Something A bout 
Distribution Balance in the 


Northwest Country 


cerned, we have no elaborate system. Uni- 
form prices, a small discount if paid within 
30 days, cash or notes after that time. The 
only deviation is that some farmers are not 
good for credit, and it is our job to know 
who they are. We ask them to pay cash 
or we don’t do business. 

“Last year was the most profitable year 
this local yard ever had. The town did a 
good deal of building, and farmers did some 
buying, too. Because of the river we have 
only a fourth or a fifth of the country trade 
that comes to East Grand Forks. This com- 
pany has a yard over there, too. I can’t 
say quite so much for 1930 as for 1929, but 
it’s been reasonably good. Under the cir- 
cumstances we can’t complain. Grand Forks 
has some steady income not directly due 
to farming, though farming is the final 
source of all incomes up here. This is a 
university town, and the university is sup- 
posed to be worth a million dollars a year 
to Grand Forks. It’s a division point on 
the Great Northern. The railroad did con- 
siderable new building; but you can get 
some idea of how little such construction 
is worth directly to local yards when I say 
that we sold two or three cars of lumber at 
a margin of about a dollar a thousand, and 
that’s all we got out of a $750,000 project. 

“Insulation is going well. The general 
advertising done by the manufacturers car- 
ried the idea over to the public, and we find 
it progressively easier to make sales.” 


A Widely Known Retailer 


Most of these northern yards handle fuel; 
coal, briquettes and wood. The fuel wood 
comes from Minnesota forests and is used 
mostly for laundry stoves and kitchen 
ranges. 

G. L. Ireland, of Ireland’s Lumber Yards 
(Inc.) is one of the prominent lumbermen 
of this north country. This Grand Forks 
yard is a handsome place, due to a clever 
remodeling job. The main shed, which has 
the offices up in front, has been refinished 
with wide siding below and with half tim- 
bering and stucco above. In the local yard 
office, on the first floor, there is a big show 
case containing samples of all the fuel sold. 
The manager smiled and said some people 
had thought it funny to place coal in a show 
case to keep it clean; but the effect is quite 
attractive as a display, and it helps in show- 
ing customers the kind of fuel they are buy- 
ing. Briquettes are sold everywhere up 
here, and we have discovered that much of 
the coal handled is of a high grade, from 
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distant mines. This country is a long way 
from mines, and the freight is high. It 
costs as much freight to ship in poor coal 
as good; so customers have come to the 
conclusion that it is economy to buy the 
better grade. 

We mentioned the number of good farm 
puildings seen on the trip, and Mr. Ireland 
said there had been a boom year in 1919. 
This appeared not only in Grand Forks but 
also in the country. This building period 
had run its course by 1923, and the last 
seven years have seen no great amount of 
puilding. This year the country trade has 
shown some improvement, but the city 
yards are not selling so much as they did 
last year. 


A Glance at Dakota Political Economy 


North Dakota has been known for some 
years, dating at least from the founding 
of the old Non-Partisan League, as the 
home of certain allied economic and politi- 
cal ideas which have seemed to the indus- 
trial East to be novel and even radical. It 
is part of the territory which has sired the 
“Sons of the Wild Jackass.” The Realm is 
not even remotely political in its interests 
and never discusses such matters. But it 
happens that a person can hardly under- 
stand the business of the Northwest unless 
he knows at least something of these north- 
western ideas. As always happens in a 
place where new ideas 
arise, not all the peo- 
pleinthis State 
agree. A person could 
find probably every 
shade of opinion, 
ranging from extreme 
radical to extreme 
conservative. Mr. Ire- 
land talked a little 
about general eco- 
nomic conditions as 
they apply to his own 
State. It happens that 
he is a man of wealth 
and intelligence, and 
he is by inheritance 
and general leaning a 
Republican. The 
Realm was much in- 





value of land. It includes the prices which 
farmers must pay for all the things they 
have to buy; machinery, building costs, 
food, clothing and the like. It is Mr. Ire- 
land’s idea that farmers could produce 
wheat and make some profit at 60 cents if 
they could buy in a market as wide open 
and unprotected as the one in which they 
must sell their own product. 


Concerning Business Control 

This brings up some considerations about 
business control. Unless we are mistaken, 
Mr. Ireland believes in business control, all 
along the line. This is the thing that makes 
for marketing efficiency. It becomes unfair 
only when partly applied. Everyone knows 
that this has been a year of depression. 
Fortunately it has fallen considerably short 
of a panic, but few business people are 
really happy. A depression is by nature a 
period when income and outgo are out of 
balance. It is an emergency, and an emer- 
gency can not be met with the general poli- 
cies that are suited to more normal times. 
In former periods of depression, so Mr. Ire- 
land says, all lines of industry have taken 
a share of the loss that comes from read- 
justment. The Dakota wheat farmer took 


depression prices for his wheat, but he paid 
depression prices for the food and manufac- 
tured goods which he had to buy. This time 
he is faced with a situation which has been 








terested in his re- 
strained and careful 
statements and will 
endeavor to _ repro- 
duce some of them. 

According to Mr. Ireland the indiscrimi- 
nate calling of North Dakota by names, such 
as Bolshevistic, by other parts of the coun- 
try is misleading and unfair. The people 
of the State are doing their best to live and 
work under traditional American economic 
forms. But the situation is a hard one. It 
is a man-made situation and is largely made 
by persons and forces outside the State. 
The discouragement and resentment that 
follow this situation may in the course of 
time produce a genuinely radical temper of 
mind. This has not happened as yet. 

At the time of our visit wheat was sell- 
ing at about 60 cents a bushel. Wheat is 
the one great crop. In at least one Dakota 
town which the Realm visited wheat was 
selling under 50 cents. Farm economists esti- 
Mate that the average cost of production 
and marketing is around 80 cents. Some 
especially capable farmers can produce it 
for less; but others can not market it for 
that sum. This cost of production includes 
& good many factors besides the market 


Office of Ireland’s Lumber Yards (Inc.) at Grand Forks, N. D., which 
was recently remodeled and makes a striking effect with its wide siding 
below and half timbering and stucco above 


steadily growing of late years; a situation 
in which manufactured goods maintain their 
pre-depression wholesale prices. He is 
caught on the frontier between two worlds 
which are working according to different 
policies. He must sell for less and buy at 
the old stabilized prices. It is a losing 
game, and the only emergency answer is 
that he must buy less than he needs for 
efficiency and usually less than he needs 
for comfort. There are few signs on the 
horizon that a real balance will be restored. 
To be sure, the immediate emergency, at 
least in its acute phases, will pass; probably 
is well past now. But the essential differ- 
ence between an artificially controlled mar- 
ket and a “natural” market will remain. 


Prices and Cost of Production 


Mr. Ireland does not want to see any prices, 
either of farm or of factory, lower than 
production costs. But this is merely wish- 
ing that there would never be the elements 
making for depression. Business control 


is an intelligent and necessary thing; but 
it is really intelligent only when it is com- 
plete enough to co-ordinate all the elements 
in national life. A partial control may be 
as disastrous to the country as a whole as 
is no control at all. In this connection the 
Realm remembers a story told us by Uncle 
Pete Langan, of Cairo, Ill., last spring. 
Cairo, as you know, lies between the junc- 
tion of the Mississippi and the Ohio rivers, 
and a world of flood water passes by its 
door every spring. Cairo was getting along 
pretty well with its dikes and levees until 
Missouri built a great dike on the west side 
of the Mississippi to protect its farm lands; 
and then this big bank simply threw oceans 
of flood water into the city. That was par- 
tial control. It had to be supplemented by 
equally efficient dikes on the east side of 
the river to keep the water in the channel. 


Adjusted Market Levels 


Mr. Ireland mentioned a possible reason 
for the partial nature of price maintenance, 
but it is more or less political in nature 
and has no place here. The fact he was 
explaining is that these two realms of busi- 
ness, the controlled and the uncontrolled, 
clash sharply in the wheat country. He 
was not urging any specific measure of ad- 
justment; merely the general theory that 
an adjustment must be made between the 
two, not only that the current depression 
might be hurried to its conclusion but also 
that this cause of mutual injury might be 
removed. He added that Dakota people as 
a whole are far from hysterical. They man- 
age to get along. Farmers are diversifying, 
but under difficulties; for diversification calls 
for additional equipment which must be 
bought at pre-depression prices. But they 
are getting along, doing the best they can. 

If the Realm has misrepresented Mr. Ire- 
land in any point, it’ll be glad to make 
corrections. 

Colburn Hvidson (the H silent as in 
’Enry), of the Robertson Lumber Co., said 
his yard was going to have a fairly good 
year. There has been much remodeling and 
repair but little new building; so volume 
may be disappointing, but profit margins 
should be reasonable. The potato crop was 
light, but the price was good, and the yield 
of sugar beets was normal. There is a sugar 
plant in Grand Forks. This yard handles 
no fuel, though several of the yards in the 
line do carry both coal and firewood. 





Will Not Outlaw Shingles 


SEATTLE, WaSH., Nov. 15.— That the fight 
being waged by the Red Cedar Shingle Bureau 
to have shingles put on a parity with composi- 
tion roofing in respect to fire danger is meet- 
ing with some success is shown by the action 
of Detroit underwriters who have stated defi- 
nitely that they will take no part one way or 
the other in the attempt to legislate shingles 
from the city. Word to this effect was brought 
here this week by Arthur Bevan, secretary- 
manager of the Red Cedar Shingle Bureau, 
who has just returned from a five-weeks’ trip 
east where he had a number of conferences with 
underwriters. 

Mr. Bevan declared that the conferences, 
which were held in New York, were favorable 
in that the attitude of the underwriters is ap- 
preciatively changing. It appears as if they 
will refrain from making further attacks on 
wood shingles, as is evidenced by their action 
at Detroit. 
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RETAILERS FILE PROTEST 


Assert Plaster and Plasterboard Rules to Be 
Unreasonable 


MILWAUKEE, WIs., Nov. 19.—The traffic de- 
partment of the Wisconsin Retail Lumbermen’s 
Association has filed a petition with the Inter- 
state Commerce Commission protesting the 
present regulations governing transportation of 
plaster and plaster wallboard to yards as un- 
reasonable and the rates too high, and seeking 
“reasonable” rules governing mixed carloads of 
plaster and plaster wallboard. At the same 
time, the association is seeking refunds on any 
past shipments, and members of the association 
have been asked to send in freight bills for the 
last two years on carload or mixed carload 
shipments. 

Don S. Montgomery, secretary of the asso- 
ciation, has compiled a questionnaire, sent out 
to members, inquiring into their storage space, 
sales of plaster and plaster wallboard, stocks 
on hand and purchases this year. The survey 
also asks dealers to specify whether they can 
or can not under ordinary circumstances, with- 
out difficulty, place in stock and dispose of a 
60,000-pound mixed car of plaster and plaster 
wallboard; as to how long plaster can be kept 
in their warehouses without deterioration; 
whether or not the dealers take advantage of 
a stopover privilege, and as to amount of 
freight charges. 

Fifty replies were received in the first mail, 
Mr. Montgomery stated, indicating the interest 
felt. These will be tabulated and filed with 
the Interstate Commerce Commission at the 
time of the hearing. Replies in these fifty cases 
were almost unanimously in opposition to any 
increase in minimum weights, as well as pro- 
testing against the present high rates. 

Objections were raised pointing out that the 
limited warehouse space and limited sales of 
the small dealers are too burdened under high 
minimum weight requirements. Plaster does 
not keep fresh long enough for the small dealer 
to move the supply, and he suffers loss by de- 
terioration with large lots. These dealers de- 
clared that smaller minimum weights permit 
dealers to keep stocks in a fresher condition. 
Also, that large lots tie up too much capital 
over a period of time, and make the product 
hard to sell. 

Another reaction from the first replies re- 
ceived was that high rates make the price too 
high for quick resale. They also brought 
out that the average small retail lumber yard 
has a small turnover on plaster, and one dealer 
asserted that if the minimum rate is increased 
to 60,000 pounds it will help the trucking lines. 





Collegians Stage “Hop” in Yard 


SEATTLE, WASH., Nov. 15.—Adversity was hit 
a body blow and a lumber yard was spot- 
lighted in an unusual manner through the 
“Shingle Yard Hop” staged there by collegians 
and co-eds from a nearby university. The yard 
was the well-known plant of the Columbia 
Lumber Company, located at 3902 University 
Way, not far from the beautiful campus of 
the University of Washington, with its 7,300 
young men and women students. 

A strikingly modern dance hall was created 
from the basement of the building, inasmuch 
as society has moved into the basement for 
dances and socials these days, and many Seattle 
homes, due to the “modernization” movement 
and the urge of the lumber merchants, have 
transformed their basements into wonderful 
dance pavilions, social play and pastime rooms, 


equipped with hardwood floors, special par- 
titions and the like. 

In the basement the young couples whirled 
the “light fantastic’ throughout their distinctive 
“Shingle Yard Hop,” in defiance of “hard 
times,” and exhibited the silver lining of the 
“depression” cloud. 

The decorative motif took the form of lum- 
ber, shingles etc., which served to impress upon 
the young men and women the importance of 
lumber and the lumber yard, especially those 
majoring in forestry at the local “U.” 


Christmas 


Presents 
at the 


Lumber 
Yard! ! 


Yes, why not? Many of the most 
worthwhile things about your 
home originate there. This year 
the Hawkeye has assembled a 
most interesting group of Christ- 
mas Items. Some are shown in 
the illuminated window display. 











Such are: 


Unpainted Wood Novelties, 
Wall Shelves, Book Racks, 
Sconces, 
Mail Boxes, Magazine Racks, 
Waste Baskets, etc. 
Boys’ Stilts and Jumping Stands 
The Rocking Boat or 

Indoor Teeter 
Ping Pong Tables 
Linen Closet and Drawer Chests 
China Cases 
Ironing Boards 
Work Bench 
Building Blocks 
Bird Feeders 


The basement or attic, converted to 
Work Shops or Play and Recreation 
Rooms, become Christmas presents 
the whole family may enjoy. 

Yes, we say try out the Hawkeye this 
year for a part of your Christmas. 
And to insure proper cheer order 
that COAL today before the rush. 


PHONE 1130 


HAW KEYE 


Lumber & Coal Co. 


Why not do at least part of your Christmas 

shopping at the lumber yard? asks this Iowa 

retailer in a striking newspaper advertisement 

which enumerates some of the “gift goods” to 
be found there 














SELLING MODERNIZING Joss 


Manager Tells of Methods That Have Pro. 
duced Good Results 


Wasuinecton, D. C., Nov. 17.—In a recent 
interview J. C. Ward, manager of A. Eberly’s 
Sons (Inc.) of this city, a house with experi- 
ence of 81 years by which to judge the best 
methods of selling the idea of modernizing a 
home, tells of methods that have been success- 
fully used, as follows: 


We, said Mr. Ward, believe in the silent 
salesman—the circular letter which we send 
every year to a list of approximately 30,000 
property owners in the District of Columbia, 
suggesting modernization—a new porch, new 
roof—many features, one or more of which 
may be marked on a return postcard, 

What percent of replies do you receive? 

Approximately five percent. 

As immediate responses? 

No. Here is a card, received this morning, 
which was sent out two years ago. The 
sender wishes a bid on a hardwood floor for 
his dining room. 

Of the five percent of replies you receive, 
how many result in new business? 

Fully one-half. 


Coupled with this method of soliciting home 
modernizing business is a method of financing 
the property owner which Mr. Ward claims 
has proven successful. 


Our circular letter, he said, carries two 
legends: “Please the Woman of the Home” 
and “No Cash Necessary.” The latter means 
what it says. If the home owner is in 
straitened circumstances, but otherwise is 
considered a good risk, we will do the work 
and accept deferred payments. We also let 
it be known that there are no surcharges 
added for this service. When possible, we 
prefer a small down payment at the time 
the job is completed; other payments can fol- 
low covering a period of two or three years. 
Let me illustrate by a concrete example: 

One year ago we were asked to bid on the 
modernization of a house by altering two 
rooms, building one entirely new room and 
constructing new porch steps. It was a lum- 
ber job throughout. And, by the way, some 
of the ideas to be carried into effect were 
taken from the National Lumber Manufac- 
turers’ Association’s booklet “Modern Home 
Interiors.” This booklet and others issued by 
the Association have proved of great service. 

Our bid on this work was $1,050. After 
making it, our salesman did not visit the 
prospect for fully a week. We wished that 
other bids might be received if the owner 
cared to judge our estimate by comparison. 

When another visit was made a contract 
was signed. The job was completed six 
weeks later and the owner approved the 
workmanship. The owner paid us $150 down 
—after the work was completed—and signed 
a series of notes, each for $25, covering a 
period of three years, interest on deferred 
payments at 6 percent. 

That is how we do practically all of our 
home modernizing business. 

Your losses, was asked, 
amount to? 

Well, said Mr. Ward, we have yet to take 
over a house in payment for a debt. Com- 
pare that record with that of automobile 
finance companies and the number of used 
cars they are compelled to reclaim. 


This Washington house, whose manager ex- 
pressed a willingness to detail its method of 
doing business for the benefit of other con- 
cerns engaged in home modernizing, is about 
to adopt a novel idea which may prove of in- 
terest elsewhere. 

The floor of the main salesroom is 90 by 
25 feet. Mr. Ward plans to divide this floor 


what do _ they 


into four sections, each section to be covered 
with a different standard wood flooring, for 
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example: maple, oak, pine, fir. Correspondence 
is now being carried on with manufacturers of 
wood floors with a view to this installation. 


When this is done, said the manager, the 
prospective buyer can walk on the actual 


Roofing Display Is Sales Aid 


BIRMINGHAM, ALA., Nov. 17.—The re-roof- 
ing department of the Wood Lumber Co. has 
found a clever exhibit—which it designed and 
constructed for display at the various fairs and 
similar events held in 











its territory—to be an 
effective selling aid. 
This display, which is 
shown in an accompany- 
ing illustration, was 
shown at the Alabama 
State Fair held last 
month, where it at- 
tracted much interest 
and favorable comment. 
James A. Jones, man- 
ager of the re-roofing 
department, says that 
many inquiries have 
been received and a 
good deal of roofing has 
been sold as a result of 
this display at the State 
Fair and various other 
shows. 

The exhibit has a 
double “pull,” as the at- 
tractive miniature model 








This booth of the Wood Lumber Co. attracted 
the Alabama State Fair 


floor and determine what he wants far better 
than by examining samples or by looking 
at pictures. 

How is business? Mr. Ward was asked. 

It commenced to pick up with us the first 
week in September, showed some activity 
during the remainder of the month and in 
October our force was working full time, the 
same as the corresponding week last year. 
In our opinion, the slump is at an end. 





Yard Builds Knock-Down Cabins 


ALBUQUERQUE, N. M., Nov. 18.—At the yard 
of the J. C. Baldridge Lumber Co., seven 
knocked-down cabins 16x16 feet are being con- 
structed for the Edward Lembcke Co., which in 
this way is preparing to make its men comfort- 
able while engaged on out of town contracts. 
The sides and roof of each cabin are made in 
sections of 6-inch fir flooring on 2x4 studding, 
to be transported by truck and to be quickly 
bolted together upon arrival at destination. 





Sell Tenants on Home Idea 


St. Louis, Mo., Nov. 19.—R. Holtby Myers, 
of Los Angeles, Calif., president of the United 
States Building & Loan League, speaking to 
the Missouri organization at its convention here 
last Friday, said it was the task of building and 
loan men to put at least half a million families 
into owned homes during the next year. He 
estimated that 18,000,000 families in the United 
States live in rented quarters. Of these, he 
said, there are perhaps 8,000,000 families whose 
occupations and circumstances make home own- 
ing an impossibility. This would leave 10,000,- 
000 families for President Hoover’s committee 
on home ownership to work on. Mr. Myers is 
a member of the committee. The national or- 
ganization, Mr. Myers said, will apportion a 
budget of home-owning among the various 
States. It will work for the modernization of 
100,000 old homes, and the improvement of 
kitchens and bathrooms in many more homes. 
“We must hunt up the tenant in his rented 
quarters and sell him the home idea,” he said. 

Two hundred and forty-two building and loan 
associations in Missouri have combined assets 
of _$210,000,000, John C. Hall, president of the 
Missouri State League of Building & Loan As- 
sociations, told the annual convention of the 
league, in session at Hotel Jefferson last Fri- 
day. When the league was started in 1909, Mr. 
Hall said, there were 128 member associations 
with assets aggregating $10,000,000. 


house which forms the 
central feature first at- 
tracts the attention of 
passers-by, who thus are 
drawn to a closer in- 
spection of the various types oi roofing ma- 
terial forming the sides and roof of the booth 
itself. 

The company plans to make similar use of the 
booth in succeeding years. 


merited attention at 


Public Inspects Improvements 


New BrAunfets, Tex., Nov. 17.—Approxi- 
mately 2,000 people of New Braunfels and 
vicinity attended the recent opening of the im- 
proved building of William Cameron & Co. At 
this time the office building, enlarged and im- 
proved, was formally opened for public inspec- 
tion, as were the yards. 

The most modern built-in fixtures have been 
placed on exhibit in the new office addition. 
Wall paper, paints, and various home fixtures 
have been placed advantageously in the build- 
ing. 

‘Acilating in the demonstration of these were 
visiting managers and officials of other Cam- 
eron yards. 





Enters Race for City Councillor 


Fatt River, Mass., Nov. 17.—Frank H. 
Smith, of the Frank L. Allen Lumber Co., this 
city, who climbed from the bottom to the top 
in the retail lumber trade by his own unaided 
efforts, is now tackling the task of climbing to 
the heights in the political field. Mr. Smith re- 
cently announced his candidacy for the Fall 
River city council in response to the insistence 
of friends and admirers who are urging that this 
big important industrial city needs capable 
business men to direct public affairs. Mr. 
Smith has been in business here thirty-five 
years, during which period he has demonstrated 
that he is beyond any question such a man. The 
city council is composed of only four men, 
therefore the position of councilor is one of con- 
siderable distinction and responsibility. A city 
manager is employed to handle the details of 
administration. 








This Week’s Timely Tip 


Handy Way of Moving Gravity Rolls 


The Rogers Lumber Co., Minot, N. D., has a large yard with 
rather widely separated warehouses. 
were necessary to a low-cost handling of stock from car to bin, and 
it has developed much skill in placing these rolls. 
rolls themselves, moving them from one place to another and storing 
them when not in use, presented a problem. One of the yard men hit 
upon the idea of a special truck for this purpose. Four wheels, a little 





It has found that gravity rolls 


But handling the 











work by a local blacksmith and some carpenter work done in the 
yard shop produced the low truck shown in the picture. It is a simple 
matter to hitch this wagon behind a delivery truck and to distribute 
the rolls where they are needed. When the rolls are not in use they 
are piled on the wagon, which is then parked in an alley under shelter 
and out of the way. This means that the rolls are always compactly 
stored and are ready for immediate use. 
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Taunton, Mass., Nov. 18— 
Dubious at first about any advan- 
tage that might be gained from 
participation in the manufacturers’ 
exposition, pageant and parade re- 
cently held here in connection with 
the Massachusetts Bay Colony Ter- 
centenary celebration, officials of 
the Sanders Lumber Co. decided to 
do their part as a civic and pa- 
triotic duty. The resultant pub- 
licity, business “leads” and actual 
sales have more than repaid for 
all the trouble and expense. “We 
expect,” said James Wilson, vice- 
president and assistant treasurer, 
to a representative of the AMERI- 
cAN LUMBERMAN, “to get results 
from this for some time to come, 
because it gave us an opportunity 
to acquaint the public with the 
great variety of specialties carried 
by the lumber dealer today.” 

The experience of the Sanders 
Lumber Co. strikingly illustrates 
some of the points which mark the 
difference between the alert, up-to- 
date lumber retailer who finds it 
possible to do business and make 
a little profit when “things are 
slow,” and the conservative re- 
actionary who buys another bottle 
of red ink and pessimistically waits 
for “things to pick up.” 


how to utilize the assistance of 
these vitally important adjuncts in 
the management and operation of 
the modern retail lumber yard. 
They found several interesting 


men’s Association and presented to 
the Northeastern association. This 
booth, 24 feet long and 10 feet 
high, represents lumber in all 


stages from the log to the finished 








The four Sanders floats in line in the big parade 


ideas and suggestions, and then 
they called upon the Northeastern 
Retail Lumbermen’s Association 
for co-operation in preparing a 
display that should be a credit to 
the industry. 

So the Sanders company was 
enabled to use as the feature of 
its display the booth exhibit pre- 


product. The roof shows different 
colors and styles of stained shin- 
gles. This booth was placed across 
the corner of the company’s gen- 
erous space, to run at an angle in 
such a way that the back could 
be built up attractively with black 
crepe paper. Two small model 
houses were prominently displayed 





Gets Good Results From Displays 


Modernizing.” Electric lights jp. 
side of the houses and floodlights 
up under the roof brought oyt 
the whole picture very effectively, 
On the right of the display was 
shown a black and orange break- 
fast nook. Just above was an ar- 
ray of colored shingles running up 
to the ceiling. One section of the 
exhibit was paneled off with spe- 
cial materials and in each panel 
was inserted some tempting built- 
in appliance, such as an ironing. 
board, medicine cabinet etc. 

On the opening night of the ex- 
position the attendance was around 
4,000 people. “This good attend- 
ance held right up through the ex- 
position, in fact, as the month pro- 
gressed the interest grew greater,” 
stated Vice-president Wilson. “We 
were not allowed, by the rules of 
the exposition, to sell merchandise 
but we secured a great many leads 
which have become orders. Taun- 
ton has an estimated population of 
38,000, and it would be safe to say 
that 85 percent attended during the 
month.” 

The results of the company’s ex- 
hibit at the Manufacturers expo- 
sition so far exceeded all expecta- 
tions that the management gladly 
accepted an invitation to partici- 


The Taunton exposition was 
planned by the manufacturers of 
the intensely industrial community 
in connection with the Tercenten- 
ary celebration that was expected 
to bring tourists to Massachusetts 
from all over the country, and to 
induce many of these visitors to 
come flocking into Taunton. The 
Sanders company was invited to 
participate in the exposition, which 
was to be continued for an entire 
month. 

G. H. Robinson, president and 
treasurer; James Wilson, vice 
president and assistant treasurer, 
and Sheldon D. Robinson, secretary 
of the Sanders company, are real 
lumber retailers. They read their 
trade journals, support and use 
their trade associations, and know 


pared by the West Coast Lumber- 


to represent 





“> SANDERS LUMBER CO.) 








“Before and After 


pate in the Tercentenary parade. 
This spectacle was promoted by 
local organizations and merchants 
as one of the big features of the 
dedication exercises at a memorial 
park to the soldiers who served in 
the World War. The Governor 
of Massachusetts delivered the 
dedication address. Utilizing its 
excellent fleet of trucks for floats, 
the lumber company had one gay 
float in purple and gold featuring 
“Certified Materials” and the name 
“Sanders Lumber Co.” Following 
this were truck floats loaded with 
4-Square lumber, then one with 
stained shingles, while a fourth 
carried an elaborate display show- 
ing how a special material may be 





Display of the Sanders Lumber Co. at Manufacturers’ Exposition 


used in constructing a home. The 
floats made a decided hit. 


How Intensified Effort Increased Business 


PHOENIX, Ariz., Noy. 17.—The hardware 
department of the local branch of the J. D. Hal- 
stead Lumber Co. under the management of 
F. C. Mehl, has become an outstanding example 
of what the segregation of this department may 
mean in the way of increasing the lumberman’s 
volume of business. 

Paints alone make an interesting feature. 

“Without materially increasing our stocks, 
we have increased the total paint sales of our 
fifteen stores by 53 percent,” says J. R. Hal- 
stead, vice president and Phoenix manager of 
the company. By simplifying the line and giv- 
ing it proper display and publicity, this depart- 
ment has secured a fine turnover, with a yearly 
purchased of approximately $100,000. 

i And the policy is to increase the hardware 
ines. 

A few years ago the builders’ hardware was 
moved across the street from the office and yard 
of the lumber company and properly housed in 
a store room of ample proportions for a full 
display. Up to that time the hardware lines 
had been crgwded into such corners as could 
be made available, as is often done in the nat- 


ural growth of any lumber business, but the 
new arrangement stimulated trade to such ex- 
tent that there was a constant temptation to 
add more and more lines of general hardware. 

“As important as the segregation of the hard- 
ware stock,” says Mr. Mehl, “is the necessity 
of setting proper limits to your lines carried. 
In a general way, I should say that your limits 
should be determined by the location of your 
store and the class of customers you may nat- 
urally expect to draw, by the character of 
training your sales force has had in various 
lines, and by the investment you are able to 
make in the hardware business without crip- 
pling your lumber business.” 

Mr. Mehl’s experience has led him to feature 
builders’ hardware, workmen’s tools, paints, and 
domestic furnishing. It is the last named line 


that calls for some explanation. 

“Necessity forced us into carrying a line of 
heaters for the small home,” says Mr. Mehl, 
“because in this desert climate the home build- 
ers all compete in making a quick-heating in- 
stallation that will take off the chill of the 
mornings and evenings. 


It has come to be a 


regular factor in most building contracts and 
we naturally stocked a line of heaters to meet 
this demand. 
“With the coming of tank-gas for heating 
water and operating kitchen ranges, we were 
offered an allied line that filled out the heater 
department naturally and with no added over- 
head. We put in ranges and stopped right 
there.” 
That means that the department handling 
domestic hardware is strictly limited. A line 
of wrought iron fire dogs and high grade fire 
screens make a good window display, but only 
the major items are stocked. The line is kept 
in one section, under the charge of one expert 
salesman. 
H. I. Miller, one of the pioneers in builders 
hardware in the Salt River valley, is in sole 
charge of this department. He has his desk 
in a railed-off apartment and his samples are 
neatly cased and shelved, with corresponding 
compartments in the big warehouse. Mr. 
Miller keeps in constant contact personally with 
contractors, builders and architects over the 
State. He is well known to them and he knows 
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this line of hardware. It is only a side line of 
the company’s lumber business, but it is treated 
with all the importance of a specialty. 

In accord with the company’s policy to sim- 
plify its lines and concentrate on nationally 
known products, workmen’s tools are displayed 
under only one name, and the name of that tool 
maker appears in all its publicity. 

The policy that has been so successful in the 
merchandising of paint has added to the com- 
pany’s prestige and profits in the other lines 
handled by the hardware department. “The na- 
tional advertiser will give the lumber dealer a 
much better break in the matter of local adver- 
tising apportionments if he concentrates on his 
one line and pushes that to a finish,” says Mr. 

ehl. 
whe Halstead company has made a success 
of its accessory line of hardware by featuring 
distinctive lines, and stocking these within well 
defined limits. 


Sound Residence Construction 


Unquestionably, the best interests of the lum- 
ber industry are furthered by the proper use of 
good lumber in the construction of homes and 
other buildings. Progress within the industry 
in standardization, grade-marking and _trade- 
marking must be supplemented by the use of 
proper methods of construction, in order that 
the full benefits of the use of proper materials 
may be realized. 

Opinions may differ with respect to what is 
good construction and there is likely to be a 
tendency on the part of carpenters and contrac- 
tors to use methods to which they have been 
accustomed, without due regard to improved 
methods that have been developed. Therefore, 
lumbermen and others should have readily ac- 
cessible a source of authoritative information 
on details of construction. Such a source has 
been provided in “Building and Loan Construc- 


tion Standards—Specifications for Residential 
Building,” by John M. Wyman. This book of 
188 pages, as its title indicates, is designed for 
the guidance of building and loan officials in 
the making of loans. The specifications con- 
tained in the book are calculated to insure the 
erection of structures that will retain their 
value, give satisfaction to the owners, protect 
the holders of the mortgages against them and 
reflect credit upon the builders. 


The contents of this book are arranged in 
numbered paragraphs, grouped and classified in 
logical order, making it easy for the reader to 
refer to any particular feature of construction. 
The index is similarly classified, so that quick 
reference may be made to any point on which 
information is wanted. Numerous detailed illus- 
trations elucidate the text. The book is 5x8% 
inches in size, is bound in flexible leather, and 
is supplied by the AMERICAN LUMBERMAN at 
the publisher’s price, $2 a copy, delivered. 








How Can the Manufacturer 


Help the Retailer to 


ell More 


[The writer of the article which follows is a well known retailer who 
closely co-operates with manufacturers in every effort to increase the 
sales of their products in his territory. In this article he suggests some 
ways in which the co-operation of lumber manufacturers might be 
made even more effective than at present.—Ep1ror.] 


You ask what, if I had my own way about it, I would have the 
National Lumber Manufacturers’ Association do for me to help me sell 
more lumber. 

I believe they have been doing a pretty good job of this anyway, with- 
out my help. However, they could do a great deal more and still be 
nowhere evened up with the amount of promotion work and dealer help 
being done by their competitors; that is, in proportion to the volume of 
business involved. There are a great many manufacturers of lumber, 
and the production is so great that they have been unable to get par- 
ticipation on the part of all of those who should come in. On the other 
hand, the others started from scratch—with no background—and each 
individual manufacturer, no matter how small, has had to flood his 
dealers with so called dealer helps, and other advertising matter in addi- 
tion. 

I am looking now at a rack on our own wall in which we carry 12 
different pieces of advertising matter in plain sight so that our customers 
may select those that may interest them. Of course, this by no means 
represents the total number of such items we have on our advertising 
shelves, but as the rack stands right now, out of the 12 pieces of adver- 
tising literature, 3 relate to wood, one of these being an Edgwood shin- 
gle circular; one on oak flooring, from the Arkansas Oak Flooring Co., 
and one on built-in cabinet work, furnished by the Curtis Companies 
Service Bureau. The remaining pieces deal with Bestwall plaster 
board, Speedlay asphalt shingles, Brick-Tex asphalt siding, Presdwood 
wallboard, Eternit asbestos shingles, Copper Plated Roof Valley strips, 
Balsam-Wool, overhead garage door hardware, and Page fencing. Going 
through our entire file we would find proportionately very few pieces of 
literature dealing with wood. 

We have used the dealer helps provided by various manufacturers. In 
many cases we are more or less ashamed to call upon them to supply 
these materials, but we do use them and don’t allow them to go to waste 
on our shelves. For example, the Exchange Sawmills Co. has been 
very good in this matter. The Shevlin, Carpenter & Clarke Co. has 
supplied us with considerable material relating to knotty pine and log 
cabin siding. It happens that we have not been able to place any con- 
siderable business with either of these two concerns. The Red Cedar 
Shingle Bureau has supplied us with considerable material which we 
have used to advantage. One of the shingle manufacturers spent quite 
a little money carrying ads in our local paper, which ads carried the 
name of their dealer accounts in this vicinity. 

The big thing for the lumber manufacturers to do is to sell the public 
on lumber, and sell the lumber dealer on the idea that he must apply in- 
tensive salesmanship in his community on behalf of lumber, and that 


A Retailer 
Frankly Answers 
the Question 


Lumber? 


it is his best bet to get back of lumber sales. Specialti¢s are all right 
and help bring volume and sometimes bring considerable profit, but 
there is always the possibility that some other fellow in another line 
will be selling the specialty. It is not often that other lines, such as 
hardware and overnight curbstone men, sell lumber or wood shingles. 

The lumber manufacturers could well take a leaf out of the book of 
some of the more successful lumber manufacturing concerns in regard 
to dealer and sales helps, but they must also educate the dealer in the 
use of them and educate their own salesmen just as thoroughly con- 
cerning the product he is selling as the specialty man is educated. 

Lumber salesmen rarely ever make any effort to resell the consumer 
the product he is selling. Not often are the lumber salesmen well 
enough informed in their own line to be of much help. Their only 
object seems to be to go into your office and get an order for a carload 
of lumber, and it is up to you to sell “catch-as-catch can.” The roofing 
salesman comes into your office, and perhaps sells you a car of roofing, 
but he also shows you a book of sales helps which his company will 
furnish, and he will go out and help you sell specific jobs. In fact the 
Certain-teed Products Corporation last summer issued specific orders 
to each of their salesmen to make at least ten calls upon prospects for 
new roofs each day on behalf of its dealers in the several towns. I 
don’t know how successfully this program has been followed out. How- 
ever, the local salesman has made a good many calls in our city, both 
alone and in company with one of us—in many instances, what we call 
a “cold canvass.” Many of these calls have resulted in sales of new 
roofs to these prospects, some of whom had not thought of putting on 
new roofs until the salesman rang the door bell. The Balsam-Wool 
salesman also has helped a great deal by personal calls on our prospects. 

Another thing, the Certain-teed Products Corporation this year and 
last allowed us 25 cents per square advertising rebate for newspaper 
advertisements of Speedlay shingles. As we sold over 1,000 squares this 
year, this will amount to over $250 for 1930, though we have expended 
more than that in news space for this item. Other manufacturers usually 
make advertising allowances of some kind, but never do any lumber 
manufacturers. 

I don’t say that the lumber salesman should do just this thing, but he 
could help the dealer on many projects that come up. Of course, the 
difficulty about this is that there are so many salesmen selling lumber. 
The product is not necessarily an exclusive one. Many of the salesmen 
are commission men, not direct manufacturers’ men. But if the manu- 
facturers would open up a school for salesmen, and insist that all men 
selling lumber go through this school, and then put into practice the 
ideas that have been used by specialty men in building up dealer co- 
operation, the same as for lumber, I believe the results might be sur- 
prising. 

Another thing the manufacturer might well do is to desist from making 
direct sales of lumber to buyers, such as pool cars of crating to a group 
of three or four crating buyers, and straight cars of lumber to factories 
for use in their building. 
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Brings the Man and the Job Together 


St. CHartes, Mo., Nov. 17.—The problem 
of unemployment is not one affecting only the 
great cities. In this city of about 12,000 the 


Call 830-831 


WHEN THERE IS AN ODD JOB TO 
BE DONE AROUND YOUR HOME 





Yard to be cleaned up, screens to be put 
away for winter, Flowers and Shrubs to 
be covered, or coal put in the cellar. 


There are quite a few willing workers in 
our community who are temporarily out 
of employment. 


Look around and find some work for a 
couple of days, then phone St. Charles 
Free Employment Bureau in the office of 


H. G. RAUCH LUMBER CO. 


MAIN & CLARK STREETS 
and they will send someone immediately. 








eee 
Asks public to report “odd jobs” 








problem is present—perhaps in an even more 
intimate fashion, though on an infinitely lesser 
scale, than in the immense centers of popula- 
tion. And to a lumber company belongs the 
credit for taking definite and effective steps to 
solve the local problem. The accompanying 
newspaper advertisements appearing over the 
signature of the H. G. Rauch Lumber Co. tell 
the story. The original insertions occupied 
space five inches deep, double-column. It will 
be observed that the lumber company has es- 
tablished in its office a Free Employment Bu- 
reau, and invites the public to phone in con- 
cerning any odd jobs that might be supplied. 
Likewise, those seeking employment are in- 
vited to register their names and addresses, 
with the assurance that they will be notified 
when anything “turns up.” This service is 
being rendered gratis, the company handling 
all clerical details with its own office force. 
Real results have followed, odd jobs for five 
men having been secured in a single week. 
Perhaps there is in this plan a suggestion that 
can be advantageously adopted by lumber deal- 
ers in other communities. The expense is 
small, involving only the cost of the newspaper 
advertising space, as the details can in most 
cases be handled by the regular office em- 
ployees. While essentially altruistic, the fact 


that very often an “odd job” thus created jp. 
volves the sale of a little lumber or other re. 
pair material need not be overlooked. 





Free Employment 


Bureau For 


Residents of St. Charles and County. 


During the past week we have secured 
odd jobs for five men. Realizing that there 
are a great many jobs at this time of the 
year we are offering our services to the 
men looking for a job and the job looking 
for the man. 


Those seeking employment can hand 
their name and address in at our office 
and we will notify them as work turns up. 

This service is absolutely gratis, as we 
have sufficient clerical help to handle the 
details. We are offering this as a service 
to the community. 


H. G. Rauch Lumber Co. 


MAIN AND CLARK STREETS 











Reports jobs found for five men 


Fine New Store Replaces One Burned 


Meprorp, OKLA., Noy. 17.—In characteristic 
Long-Bell fashion, a fine new modern lumber 
and building material store has arisen to re- 
place the former yard, which was entirely de- 
stroyed by fire in a blaze which last spring 
swept away an entire business block. 


— — OTE ane 





like in appearance and uptodate in decoration. 
The stocks of paints and builders’ hardware are 
attractively displayed on shelves. 

The warehouse has about 2,000 feet of floor 
space, and cement, plaster, lime and other heavy 
commodities are unloaded direct from the car. 








Exterior view of the new Long-Bell Lumber Co. plant at Medford, Okla. 


The ashes were hardly cooled before the 
Long-Bell officials announced, on the follow- 
ing day, that construction of a new plant would 
be started immediately. That promise has been 
fully met by the erection of a structure which 
is in every way a credit to the town, and an 
excellent example of the type of store and 
warehouse facilities best adapted to this section 
of the country. 

In planning for the erection of the new 
plant, the company decided that it would be 
served to much better advantage if placed 
nearer the railroad. Consequently, a lease was 
made with the Chicago, Rock Island & Pacific 
Railway Co. for a tract bordering their right- 
of-way. 

The plant is in all details strictly modern, 
possessing all the conveniences, equipment and 
finish that one would expect to find in a city 
much larger than Medford. The main build- 
ing has a handsome front, with large display 
windows, and the premises are embellished with 
a neat white painted ornamental wood picket 
fence. 

The office and display rooms have about 
2,500 feet of floor space, in which are shown 
many built-in fixtures. The walls and ceiling 
are paneled and painted, making the office home- 





Lumber and shingles are unloaded and trans- 
ported to various parts of the yards by means 
of a “glider,” thus reducing the unloading cost 
to a minimum. 

This “glider” is a sort of four-wheeled trailer 
designed and built by the Long-Bell company 
especially for this work. 

B. M. Coombs, resident manager, is justly 
proud of the new layout, and does not hesitate 
to affirm that he presides over about the niftiest 
and most complete building store in northern 
Oklahoma. 

A formal opening of the new yard was held 
on Friday, Oct. 11, this proving to be one of 
the outstanding events of the year in the busi- 
ness life of Medford. The public opening at- 
tracted more than 2,000 persons who inspected 
the new plant with great interest, and were 
unanimous in their admiration of its complete- 
ness and attractiveness. Every merchant in the 
city joined in welcoming the Long-Bell Lum- 
ber Co. back into the business life of the com- 
munity, and the local newspaper commemorated 
the event with a special edition. 
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Paint and hardware department of the new Long-Bell Lumber Co. store 
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Buys Louisiana Properties 


MempPuis, TENN., Nov. 17.—Announcement 
was made last_ week of the purchase by the 
Turner-Farber-Love Co. of the timber and mill, 
railroad and other equipment of the R, J. Hack- 
ney Lumber Co., Memphis, which is located 
at Ravenswood, La. The actual transfer of 
the properties will not be effected until after 
the first of the year, as the Hackney company 
will complete a cut of timber before turning 
over the properties to the new owner. The 
price paid for the timber and mill is said to be 
near $1,000,000 but no announcement of price 
was made. The sale includes 21,000 acres of 
timber, said to be some of the finest in Louis- 
jana, also railroad and other equipment, includ- 
ing band mill located at Ravenswood. The 
Hackney company will continue operation until 
all the lumber is sold. 





Becoming “Insulation Minded”’ 


PortLAND, Ore., Nov. 15.—With the depart- 
ure here recently of the steamer Lewis Lucken- 
bach with the remainder of a 1,000,000 square 
foot consignment of Fir-Tex ordered by eastern 
building concerns, Glenn W. Cheney, of Dant 
& Russell, sales agents 


30- 35- and 40-foot lengths, delivered at Logan, 
Woodbine, Missouri Valley, Persia, and Pisgah, 
Iowa, the price running from 41 cents to 46 
cents per lineal foot. 

These contracts specify “all the material to 
comply with the standard specifications for con- 
struction work on the secondary road system 
of 1930.” 

At the same time contracts were let to local 
bidders for a small quantity of burr oak piling, 
this to be native Harrison County timber. 





New Booklets on Plywood Uses 


In a booklet just issued by the Harbor Ply- 
wood Corporation and offered to dealers who 
distribute its products, new and important uses 
for plywood are pointed out. The booklet, “So 
We Built Our Home of Harbord Plywood,” is 
illustrated with photographs of the home of E. 
W. Daniels, Hoquiam, Wash., vice president of 
the corporation, during the course of its con- 
struction. 

Interesting details are given of the methods 
by which walls and ceilings were made of large 
panels of plywood, joined so exactly by a new 
type of joint that the walls, when finished, pre- 
sent an appearance similar to the finest plas- 





for the Fir-Tex Insulat- | 
ing Board Co., of St. | F 
Helens, stated it is his z 
belief that America is 
becoming more and 
more “insulation mind- 

ed.” Mr. Cheney re- | i 
cently returned from an 
extensive tour of promi- 
nent cities throughout 
the country, where he 
conferred with building 
contractors and archi- 
tects. 

The Fir-Tex factory 
at St. Helens was not 
completed and put into 
operation until last July | 
and was_ constructed 
with a purpose of utiliz- 
ing fir chips and waste 
in the production of in- 
sulating material. A. E. ft 
Millington, inventor of |#” 










Oregon Products are in Demand / 


1.000.000 Square Feet 
FIR-TEX. 


Bound for East Coast Markets 








Fir-Tex, is general man- 
ager of the company. 
This initial order of 
1,000,000 square feet has 
encouraged Mr. Mil- 
lington to plan to build eight more units as the 
demand increases. The present unit is now 
capable of manufacturing 300,000 square feet 
every 24 hours, and Mr. Cheney says it is the 
only plant capable of turning out insulating 
material one inch thick in sheets 12 feet wide. 


Lumber for lowa Road Work 


Locan, Iowa, Nov. 17.—In the office of W. 
R. Adams, county auditor, bids recently were 
opened and contracts placed for supplying to 
Harrison County, Douglas fir lumber, creosoted 
yellow pine lumber and creosoted yellow pine 
piling for use in connection with highway con- 
struction. For supplying 672,994 feet of rough 
standard sawn Douglas fir, the contract was 
awarded to the Morris Lumber Co., of Fort 
Madison, Iowa. This material covers sizes 
ranging from 2x4-16 to 10x10-18 in lengths 
from 14 to 24 feet, to be delivered at Logan, 
Woodbine, Missouri Valley, Persia, Pisgah and 
River Sioux, Iowa. Prices delivered at these 
points range from $26.95 to $29.95. 

The contract for creosoted yellow pine lum- 
ber and creosoted yellow pine piling was 
awarded to the E. S. Gaynor Lumber Co., 
Sioux City, Iowa. This included 22,200 feet of 
creosoted yellow pine 3x8, 22 and 24 feet long, 
and 10x10-18, the price of which, delivered at 
Logan, is $63. The contract includes 17,125 
lineal feet of creosoted yellow pine piling in 


place on 








The photograph shows the last load of the 1,000,000 square foot con- 
signment of Fir-Tex intended for eastern consumers, being loaded into 


the steamer “Lewis Luckenbach” 


tered walls, but will not crack or crumble. 

The book is printed on enameled paper and 
the cover simulates the natural grain of a sheet 
of plywood inset with a handsome illustration 
of the Daniels home. The text is in readable 
conversational style and contains many valu- 
able suggestions for architects, contractors, 
builders and home owners. 

Another booklet, “Building Better with Har- 
bord Plywood,” which treats exhaustively of 
the various uses for plywood, is also ready for 
distribution. It details the way in which ply- 
wood can be utilized to advantage in modern 
building, its uses as concrete forms and liners, 
its place in the manual training shop and in 
industry etc. 

A series of attractive 4-page folders, each 
dealing with some particular use of plywood, 
has also been issued for dealer distribution. 
Titles of these folders are: “How to Have a 
Sound-Proof Floor,” “Hints for the Handy 
Man,” “Concrete Walls That Need No Rub- 
bing,” and “Walls That Never Crack or 
Crumble.” 

The Harbor Plywood Corporation has also 
prepared a series of advertisements for dealers 
to run in their own communities, mats of which 
will be furnished upon application. Copies of 
any of the booklets or folders will be sent to 
anyone interested if a request is addressed to 
the general office of the company, 1444 W. 22nd 
Street, Chicago. 


Soviet Seeks Good Will--And How! 


New York, Nov. 18.—Soviet attempts to 
break down the American lumber industry’s op- 
position to the importation of Russian lumber 
are being, or will be, made, it has been learned 
from reliable sources in close touch with the 
Amtorg Trading Corporation, the Soviet gov- 
ernment’s chief agency for carrying on Ameri- 
can trade—an American corporation, by the 
way, whose stock is held entirely, directly or | 
indirectly, by the Soviet. The decision is caused 
by the American industry’s demands that Rus- 
sian lumber be excluded on the ground that it 
is produced in whole or in part by convict la- 
bor. 

Amtorg business managers are reported as 
spreading the idea that Russian lumber exports 
to the United States not only are insignificant 
in volume now, but will continue to be so, and 
that trade between the two countries is naturally 
complementary instead of conflicting. They 
wish to quiet American alarm at the prospect 
of Russian imports at ruinous prices. 

In this they make an exception to lumber, ad- 
mitting that it is not complementary, but be- 
little the possibility of any serious efforts to 
sell Russian lumber in the United States in 
large quantities because this is naturally a lum- 
ber exporting country. In the course of a 
world-wide lumber trade, however, it is naively 
pointed out, it would be convenient and urgent 
now and then to drop a cargo or two of Rus- 
sian lumber into American ports. These car- 
goes, they assert, can be sold without becoming 
competitive in our market, and might even be to 
the advantage of certain sections of the United 
States, and surely will not make even a dent in 
the American lumber industry. There will be, 
they assure critics, no attempt to compete with 
American lumbermen. 

But the Economic Review, published monthly 
by Amtorg, and other publications intended to 
exert influence upon American business—such 
as Soviet “Economic Development” etc., by Sol. 
Bron, former Amtorg manager, “The Upbuild- 
ing of Soviet Russia,” and the like—seem to 
overlook the proposed development of the Rus- 
sian lumber industry under the 5-year plan. 
Amtorg publicity details at length the develop- 
ment of other basic industries, but gives only 
the barest mention of the lumber expansion 
program. Here is a paragraphic summary, 
published in the midst of many other brief sum- 
maries on page 29 of “The Upbuilding of Soviet 
Russia,” however : 

Lumber Industry—Construction of 126 saw- 
mills, of which 20 mills will cost over 3,000,000 
rubles each (the gold ruble is valued at 51 
cents), and 160 woodworking factories, 48 of 
which will cost 2,000,000 rubles each. 

Then, in Mr. Bron’s book (avowedly an ap- 
peal for larger credits for Russian trade opera- 
tions here and the restoration of normal rela- 
tions between the two countries, including of 
course official recognition of the Moscow gov- 
ernment by Washington), one reads that the 
5-year program will increase the output of the 
lumber and woodworking industries from the 
present 8,000,000,000 cubic feet to 30,000,000,000 
cubic feet. [At present, it is well to remember, 
the entire wood consumption in the United 
States is a little more than 50,000,000,000 cubic 
feet, 18,000,000,000 cubic feet of which is lum- 
ber.] The book also shows that Russian lumber 
exports increased from 94,000,000 rubles in the 
fiscal year 1927-28 to 137,000,000 rubles in 
1928-29. 

Other Russian sources show that within the 
next five years the area of national forests un- 
der exploitation will be increased by 22 per- 
cent, and the wood output more than doubled 
in two years. All Russian forest lands have 
been nationalized by the Soviet. 

While Russia takes pride in declaring that 
lumber sold in the United States is handled on 
a fair competitive cash basis, the Soviet lumber 
is being dumped mercilessly in Europe, and is 
in a fair way to ruin the lumber industry in 
Sweden, Finland and Lithuania. 
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National Production, Shipments and Orders 


WasuinctTon, D. C., Nov. 


ey 


17.—F ollowing is the National Lumber Manufacturers’ Association report for the week ended Nov. 8, 1930, and for 


forty-five weeks ended that date, covering mills whose statistics for both 1930 and 1929 are available, and percentage comparison with statistics of 
identical mills for the corresponding period of 1929: 


ONE WEEE 
Softwoods: 

Southern Pine Association........ccccsessees 
West Coast Lumbermen’s Association......... 
Western Pine Manufacturers’ Association..... 
California White & Sugar Pine Mfrs. Assn..... 
Northern Pine Manufacturers’ Association.... 
Northern Hemlock & Hardwood Mfrs.’ Assn... 
North Carolina Pine Association 
California Redwood Association 


Total softwoods 


Hardwoods: 
Hardwood Manufacturers’ Institute........... 
Northern Hemlock & Hardwood Mfrs.’ Assn... 


re 


eee eee eee eee 


ee 


Total hardwoods 
canines nas +ekedeekbnreneeesee 
FPORTY-FIVE WEEKES 
Softwoods: 
Southern Pine Association..............eeee: 
West Coast Lumbermen’s Association......... 
Western Pine Manufacturers’ Association..... 
California White & Sugar Pine Mfrs.’ Assn... 
Northern Pine Manufacturers’ Association... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 
North Carolina Pine Association 


re 


ee 


re ee 


Total softwoods 


Hardwoods: 
Hardwood Manufacturers’ Institute........... 
Northern Hemlock & Hardwood Mfrs. Assn.... 


ee 


Total hardwoods 
er eee 
*Average weekly number. 
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No. of Percent Percent Percent 
Mills Production of 1929 Shipments of 1929 Orders of 1929 
135 46,215,000 77 42,609,000 77 40,467,000 80 
183 106,338,000 63 94/143,000 68 108,122,000 73 
66 28,309,000 62 29,266,000 84 24,116,000 76 
24 15,388,000 45 17,123/000 87 14/373,000 83 
7 257,000 12 2'647,000 56 2'115,000 81 
17 810,000 33 1,424,000 104 1,411,000 143 
47 4,965,000 64 4,891,000 59 3,733,000 60 
12 5,371,000 67 4,568,000 69 4,510,000 94 
491 207,653,000 63 196,671,000 73 198,847,000 76 
182 19,301,000 53 20,377,000 69 17,890,000 66 
17 562,000 20 1;490,000 39 1,773,000 82 
199 19,863,000 51 21,867,000 66 19,663,000 67 
673 227,516,000 62 218,538,000 72 218,510,000 75 
Mills 
Reporting* P 
128 2,245,456,000 83 2,132,277,000 82 2,087,526,000 80 
183 5,924,769,000 78 5/902,677,000 78 5,659,485,000 75 
66 1,708.747,000 85 1,554,875,000 80 1,502/623,000 82 
2 849,643,000 72 879,786,000 78 867,997,000 7 
8 198,322'000 71 173,793,000 71 168,722,000 70 
25 115,000,000 70 91'031,000 65 82,006,000 65 
46 229'224,000 75 217,387,000 80 189,129,000 69 
3 283,630,000 88 260,241,000 82 258,421,000 78 
494 11,554,791,000 79 11,212,067,000 79 10,815,909,000 7 
189 1,168,719,000 73 1,087,589,000 69 1,035,176,000 65 
25 226,982,000 74 154,925,000 59 125,409,000 52 
214 1,395,701,000 73 1,242,514,000 68 1,160,585,000 63 
683 12/950,492,000 79 12/454,581,000 78 11/976,494,000 75 





Relation of Unfilled Orders to Stocks 


Wasurincton, D. C., Nov. 17.—Following is a statement for five associations of the gross stock 
footage Nov. 8, and the percentage relationship of unfilled orders to stocks: 


Association— 
Southern Pine Association................6.- 
West Coast Lumbermen’s Association........ 
Western Pine Manufacturers’ Association..... 
Northern Pine Manufacturers’ Association.... 
Hardwood Manufacturers’ Institute.......... 


Orders of 

No. of Gross Unfilled Stocks— 

Mills Stocks Orders Percent 
130 992,415,000 102,060,000 10 


140 1,368,099,000 302,164,000 22 


80 1,324,826,000 118,274,000 9 
7 287,440,000 20,108,000 7 
188 1,093,911,000 


201,280,000 18 





North Carolina Pine 


NorFro_k, Va., Nov. 17.—The North Carolina 
Pine Association makes the following analysis 
of figures from 100 mills for the week ended 
Nov. 8: 


Per- 
Percent Percent cent 
Aver.* Actual Ship- 


Production— Feet Output apes ments 

Average* ...16,710,000 

PE »osee~ 6,472,000 39 nee wa 
Shipments .... 7,416,000 45 114 ae 
OS 5,211,000 31 81 71 
Unfilled 

orders ......59,546,000 2 + 

*“Average” is of production for the last 
three years. 

tAverage of orders per mill this week 


amounted to 
average 


52,110 feet; 


precedng week's 
was 60,093 feet. 





Hemlock and Hardwood 


Osuxosn, Wis., Nov. 17.—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the week 
ended Nov. 8: 


Percent 
of Ca- 
Hardwoois— Total Per Unit* pacity 
Capacity, 48 units*.. 9,996,000 210,000 100 
Actual production... 2,016,000 42,000 20 
Shipmentst ........ 3,146,000 66,000 31 
Orders received?+. 2,532,000 53,000 25 
Orders on hand..... 17, rrr ee 
Hemlock— 
Capacity, 68 units*..14,216,000 210,000 100 
Actual production... 1,211,000 18,000 8 
Shipmentst ........ 2,015,000 30,000 14 
Orders receivedt.... 1,739,000 26,000 12 
Orders on hand..... ieee  wsteres 7 


*Daily 10-hour productive capacity of 35,000 
feet is considered one unit. The production 
is based on lumber scale. 


+Lumber fabricated at mill and used in 


construction work is included in total orders 
and shipments. 








West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 


_SEATILE, WASH., Nov. 19.— The 230 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
week ended Nov. 15 reported: 

Production .109,390,000 


Shipments .102,593,000 


6.21 under production 
ee 106,462,000 


2.68 under production 

A group of 352 mills, whose production re- 
ports of 1930 to date are complete, reported as 
follows : 


Average weekly operating capacity.304,643,000 
Average weekly cut for forty-six weeks— 


Cited CREED Stade Rie CHcdeaewea 209,556,000 
lia ts rah Waa at ceil a a dial cai aaa 164,237,000 
Actual cut week ended Nov. 15....126,097,000 


A group of 228 mills, whose production for 
the week ended Nov. 15 was 109,132,000 feet, 
reported distribution as follows: 





Unfilled 

Shipments Orders Orders 
Par 34,449,000 33,005,000 84,142,000 

Domestic 

cargo 45,697,000 49,142,000 211,132,000 
Export 13,740,000 15,792,000 107,924,000 
Local 8,523,000 SRSRCCO cccccovece 
102,409,000 106,462,000 403,198,000 


A group of 183 mills, whose reports of pro- 
duction, shipments and orders are complete for 
1929 and 1930 to date, reported as follows: 


Week 
ended Nov. Average first 46 weeks 
1930 1930 1929 
Production 98,405,000 130,786,000 168,999,000 
Shipments 91,989,000 129,755,000 167,546,000 
Orders ...100,109,000 125,178,000 166,279,000 





Harvarp Economic Society’s weekly index of 
wholesale commodity prices advanced to 77.5 
for the week ended Nov. 12, 1930, from 77.4 
for the week ended Nov. 5, 1930. 





Southern Pine Barometer 


New Or.eEans, La., Nov. 17.—For the week 
ended Nov. 1, Saturday, 146 mills of total 
capacity of 168 units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1926, and Oct. 31,. 1929), 
report as follows to the Southern Pine Asso- 
ciation : 

Pet. of output 


3-year Ac- 
Production— Reape: Feet Avg. tual 
Aver. 3 yrs. ar 71,140,212 aa ses Sie 
OO eae --. 48,781,925 68.57 eiate 
Shipments* . 2,128 44,688,000 62.82 91.61 
Orders 
Received* ....2,023 42,483,000 59.72 87.09 
On hand end 
WOOERE cece 5,127 107,667,000 


*Orders were 95.07 percent of shipments. 


tOrders on hand at above 146 mills showed 
a decrease of 2.01 percent, or 2,205,000 feet. 
during the week. 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 


PortLaANnp, Ore., Nov. 19.—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended Nov. 15: 


Total number of mills reporting, 93: 


Actual production for week....... 25,208,000 
wid sees es bewdd vee edees 24,820, "000 
ee SUED: cbwccericeniwerace 20, 712,000 
Report of 66 mills: 
Operating capacity ....ccsecceces 71,730,000 
Average for 3 previous years.... 40,971,000 
Actual production for week...... 24,569,000 
Report of 81 mills: 
Average production ....ccccccses 41,857,000 
RO =a eee 112,996,000 
Stocks on hand—Nov. 15......... 1,324,828,000 
Identical mills reporting, 66: 
Production— 
Operating capacity............. 71,730,000 
Average for 3 previous years... 40; 971,000 
Week ended Week ended 
Nov. 15,1930 Nov. 16, 1929 
Actual for week... 24,569,000 42, 361,000 
Shipments ........ 24,280,000 31,826,000 
Orders received.... 20,328,000 28) 711,000 
Identical mills reporting, 37: 
Production— 
Average for 3 previous years... 31,818,000 
Weekended Week ended 
Nov. 15,1930 Nov.16,1929 
Unfilled orders.... 97,812,000 89,830,000 
Gross stocks on 
BO scteeveduws 1,042,151,000 914,031,000 
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~ Maple Flooring Stocks 


The Maple Flooring Manufacturers’ Asso- 
ciation has issued the following statistics for 


October, 1930, and comparative figures for 
October, 1929, based on reports of the same 
nineteen member mills: 
Oct., ct., Percent 
S000 7 634000 — 
3,128,0 684, ’ 
Ereeents ‘""" 3'375;000 6,879,000 50.9 
Orders ..--+++> 2,821,000 4,261,000 33.8 
th— 
et wenailied. 3,518,000 6,810,000 48.3 
Stocks ..--++++ 25,921,000 21,351,000 *21.4 
*Increase. 
e Values 25/32x2%4” First, Second and 
vernal Grades of Taapis wiossteg Z- oO. b. 
Michigan and Wisconsin s 
Oct., Oct., Percent 
1930 1929 decrease 
The product ...... $70.74 $78.81 10.2 


The following are average percentages of 
stock sold Nov. 1: 


Maple-Beech 
Birch Maple Maple 2% 
Wiest cccccsscceve : ; : 4 2 1 
Second ....-+++++.5 
THITA ..-ceccccee 4 i 3 
All three ...... 14 15 18 





“California Pine Monthly 


San Francisco, CAuir., Nov. 15.—The fol- 
lowing is a summary of September production 
and shipments and Oct. 1 inventories and un- 
filled orders, as prepared by the California 
White & Sugar Pine Manufacturers’ Associa- 
= September Reports for 25 Mills 








Production Shipments 

Calif. white pine....... 68,551,929 47,581,046 
SS eae 17,097,226 6,889,293 
Mixed pines .......... 2,750,623 2,438,499 
Total PIMOW 2c cece’ 88,399,778 56,908,838 
sO va dleeea twas 8,022,800 7,066,017 
Red (Douglas) fir..... 2,012,272 1,451,775 
All other woods....... 1,394,681 2,023,521 
POCO iotasccks secu eves 3,974,932 
Total other woods... 11,429,753 14,516,245 
Grand total ..ececes 99,829,531 71,425,085 


Oct. 1 Inventories and Unfilled Orders 








Unfilled 
Inventories Orders 

No. 2 shop and better— 
Caliif, white pine....140,527,093 18,144,009 
a ge ea 85,356,933 5,902,060 
No. 3 shop, mixed pine. 30,231,531 8,893,600 

No. 3 shop and better, 
white and sugar pine 1,091,000 47,000 
Total uppers ....... 257,206,557 32,986,669 

Common— 

California white and 
suear DING? .vccus 368,095,145 136,697,784 
All other woods..... 99,998,958 20,559,780 
Total lower@ .....6. 468,094,103 157,257,564 
Grand toteie 2.060. 725,300,660 190,244,233 
Box shook and cut stock 18,869,689 34,507,330 


*Includes pine box lumber. 
Comparative Reports on 23 Operations 


The following comparative statistics from 23 
operations for September, 1929, and September, 
1930, represent 66.7 percent of the total pine 
industry : 


Percent 
1930 Decrease 


82,301,778 15.8 
92,254,531 15.4 


1929 
Sept. Production— 
Pine only...... 97,639,865 
All species in- 
cluding pine.109,030,912 
Sept. Shipments— 
Pine only ..... 78,190,318 
All species in- 
cluding pine.104,772,141 
Inventories Oct. 1— 


53,146,399 32.1 
66,404,644 36.7 


0. 3 shop and 

ea 217,342,792 247,906,025 *14.0 
All species and 

STORER 424400 597,007,903 702,683,206 *17.7 


Unfilled Orders Oct. 1— 
No. 3 shop and 


better ...... 33,201,593 30,414,669 8.4 
Al species and 

ee ey 167,103,528 183,652,334 *9.9 
*Increase. 





California Redwood 


SAN Francisco, CaAuiF., Nov. 17.—The fol- 
lowing information is summarized from the ré- 
ports of 12 mills to the California Redwood 
Association for the week ended Nov. 8: 


Redwood White- 
Percent of wood 








Feet production Feet 
Production ..... 5,371,000 100 1,845,000 
Shipments ...... 4,568,000 85 2,188,000 
Orders— 
Received ..... 4,510,000 84 1,657,000 
On BORE .ccce 18,524,000 5,407,009 


Detailed Distribution of Redwood 
Shipments Orders 


California Pines 


San Francisco, Cauir., Nov. 15.—Following 
is the latest report of the California White & 
Sugar Pine Manufacturers’ Association based 


on statistics for twenty-four mills: 
. Percent 
Percent of same 
of pro- period 


Feet duction of 1929 
Por Week ended Nov. 8: 
TONEY iv aswicese 14,663,000 a 
ae 17,347,000 118 
EEE aieskak es pele we oo8 16,292,000 111 ie 
Stocks end week..... 707,522,000 ae 97 
For Jan. 1 to Nov. 8: 
PVOGBCHOR osccicccds 883,529,000 ‘a 72 
Shipments ......... 894,326,000 101 77 


 bvaneudnss nus 896,743,000 102 80 





Northern California*....... 1,544,000 1,265,000 
Southern California*....... 1,900,000 1,212,000 
RRR a 8,000 73,000 
8) Se rere 892,000 1,492,000 
PO bc recec cuter niacin 174,000 468,000 

4,568,000 4,510,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada, 


October Cement Data 


Wasuincton, D. C., Nov. 14.—The bureau 
of mines reports that the ratio of cement mill 
operations to capacity for the twelve months 
ended Oct. 31 was 64.2 percent. For the twelve 
months ended Oct 31, 1929, it was 67:3 per- 
cent, and this ratio was at a maximum of 71.1 
for the twelve months’ period ended April 30, 
1929. During October, 14,410,000 barrels were 
produced, 15,599,000 barrels shipped, and stocks 
on hand Oct. 31 were 20,699,000 barrels. Pro- 
duction in October, 1930, was 13.9 percent less, 
and shipments were 16.6 percent less, than in 
October, 1929. Stocks at the mills were 34.6 
percent more than those of a year ago. 





Carolina Pine Costs 


NorFro_k, Va., Nov. 17.—The North Caro- 
lina Pine Association reports in September the 
total cost of rough lumber, exclusive of stump- 
age, was $18.28 for mills doing their own log- 
ging, the range for these being from $13.31 to 
$27.43, $18.14 for mills purchasing logs, and 
that the average for all mills was $18.26—the 
statement being based on 12 reports from 9 
members representing 14 mills. Average cost 
of logs for mills doing their own logging, ex- 
clusive of stumpage, was $6.34, made up of 
$4.70 for logging expense and $1.65 for log 
transportation; total cost of manufacturing for 
these mills was $5.57 made up of $3.51 for saw- 
mill, 57 cents for dry kilns and $1.49 for yard- 
ing and shipping; total overhead averaged $5.33, 
made up of $1.76 for insurance and taxes, $1.39 
for depreciation, and $2.18 for general over- 
head, and selling expense amounted to $1.04. 





Form Southern California Institute 


Los ANGELES, CaLir., Nov. 15.—An organi- 
zation of lumber dealers of southern California 
for the purpose of promoting “through co-oper- 
ation all lawful things for the good of the in- 
dustry” has begun operating through its central 
office at 6420 Avalon Boulevard, this city. After 
months of patient effort, nearly all of the deal- 
ers in the southern part of the State have been 
enrolled with the result that conditions are now 
better than they have been for the last year 
and a half. 

For convenience in co-operating, two divi- 
sions have been formed; the Los Angeles deal- 
ers who work through the central office and 
the members of outside groups with their own 
offices who work with the central office through 
their respective secretaries. Kenneth Smith, 
well known in lumber circles on the Pacific 
coast, has been appointed secretary-manager. 
Harry A. Lake is chairman of the board of 
trustees. 

The new organization is known as the Lum- 
ber & Allied Products Institute of Southern 
California, and any individual, partnership or 
corporation engaged in the lumber or any allied 
product business in the region specified is elig- 
ible for membership. The government is by a 
board of trustees, representing the geographical 
groups, of which there are twenty-two. 

While the immediate objective is to stabilize 
prices and to keep up to date and secure ad- 
herence to “Standard Estimating Practice” as 
the basis of estimating, it is also intended “to 
register and check bids in Los Angeles, and 
check bids and otherwise co-operate with and 
between all member groups.” The future ac- 
tivities will include efforts to improve mer- 
chandising and business methods of the indus- 
try by encouraging the grade-marking of lum- 
ber, standardization of sizes, and development 
of exchange price lists between members. It 
is also expected to ally the millwork, sash and 
door, hardwood, screen, and other building ma- 


terial groups with the lumber interests, to 
gather and distribute statistical information, 
and to improve the credit situation in various 
ways. Co-operative advertising and trade pro- 
motion activities are likewise contemplated for - 
the future. 

At this time the board of trustees consists of 
the following: 

H. A. Lake, chairman; A. S. Johnson, San 
Fernando district (R. W. Blanchard, alter- 
nate); Frank Fox, Glendale-Burbank district 
(W. R. Vanderwood, alternate); Earl John- 
son, Pasadena, district; Charles Curran, 
Pomona-Ontario district (Howard Shattuck, 
alternate); Fred W. Chapin, Orange Belt dis- 
trict; Frank Olson, Alhambra district; O. H. 
Barr, Orange County (Frank Gibbs, alter- 
nate); R. M. Downey, Long Beach district (H. 
A. Graham, alternate) A. J. Stoner (Santa 
Monica district; Frank Burnaby, West and 
North Los Angeles district; R. F. Wells, Cen- 
tinela Valley district; Wayne Mullins, South- 
west Los Angeles district; Grey M. Skidmore, 
Compton district; F. C. Osgood, Southeast 
Los Angeles district; C. G. Lynch, Downtown 
Los Angeles district. 


The remainder of the trustees are expected 
to be chosen shortly. 





A Large Car of Cottonwood 


INDIANAPOLIS, IND., Nov. 17.—A carload of 
lumber that was unusual in amount was un- 
loaded one day last week at the plant here of 
Kingan & Co., packers, for use in their box 
factory. Union Pacific car No. 150,002 con- 
tained 36,892 feet of No. 1 common and select 
4/4 rough cottonwood. This seems to be near 
the record for single carload shipments of rough 
hardwoods. Concerning this carload K. F. 
Brewer, of this city, says: “I can vouch for 
its authenticity as I directed the unloading and 
measurement of this shipment.” 
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Alabamans Seek Manutfacturer-Dealer Co-operation 


BIRMINGHAM, ALA., Nov. 17.—The fourth 
annual convention of the Alabama Lumber & 
Building Material Association convened at the 
Tutwiler Hotel, here, last Thursday morn- 
ing with President “Happy” Cowan in the 
chair, and ended Friday atternoon at 5 p. m. 
with the same president re-elected. Secretary 
Allen G. Loehr guided the discussions in mas- 
terful manner. 

After registration at 9:30, Thursday, Presi- 
dent Cowan introduced Dr. J. M. Broady, pas- 
tor of the Sixth Street Presbyterian Church, 
who pronounced the invocation. He then in- 
troduced Darius A, Thomas, president Bir- 
mingham Chamber of Commerce, who ex- 
tended a most hearty invitation to the visitors 
to forget their troubles and enjoy Birmingham 
for two days. Responding for the association, 
‘Bill” Richardson, of Florence, stated he was 
pinch hitting for Jack Patterson, of Mobile. 
Mr. Richardson said retailing under present 
conditions was a struggle that was making 
better business men, 


Secretary Reports Membership Gain 

Secretary-Manager Allen G. Loehr in his 
annual report said the year just ended had been 
the means of bring out the “yellow” in yellow 
dealers, and the “red blood” in the true-blue 
dealers. He emphasized the value of contacts 
had with dealers through local clubs, and stated 
that local organization work was going for- 
ward satisfactorily. The next step was that of 
financing the work. By acting also as secre- 
tary of the Ice Manufacturers’ Association of 
Alabama, he had been able to share his travel- 
ing expenses with that body. The lumber asso- 
ciation started the year with sixty-eight mem- 
bers and thirty-seven associates, and ended 
with seventy-two members and thirty-five asso- 
ciates. Twenty-two members dropped out, but 
twenty-six came in. Income from the associate 
membership, and the Birmingham Retail Lum- 
bermen’s Club, permitted an extra effort to 
bring in members. He and President Cowan 
had made a tour of the State, visiting prac- 
tically every town in Alabama, and additional 
members were secured largely because the 
president was able to get in personal touch 
with prospects. 

President Urges Co-operation 

President Cowan said that since this organi- 
zation had been formed in Birmingham three 
and one-half years ago, it has been the most 
important thing for any dealer outside of 
his own business. We have had a generally 
receding market and have probably all gone 
through one of the worst years in the history 
of our businesses. Yet with these unfavor- 
able conditions, the association has held to- 
gether and forged ahead. The component 
factors which go to make up the industry 
are the manufacturer, the wholesaler or job- 
ber, the retail dealer and the contractor. If 
the industry as a whole is to prosper, all of 
these component factors must work smoothly 
together. We find a great many dealers who 
are not sold on association activities, and 
yet they admit certain weaknesses in the in- 
dustry which can be remedied only through 
the united efforts of all of us. It is my firm 
conviction that manufacturer, jobber and 
wholesaler should establish definite policies 
of distribution and adhere to those policies 
in all localities. There most certainly are 
some who have not yet seen fit to establish 
such policies and adhere to them. They have 
not only worked a hardship on the retail 
dealer, but a hardship on those manufac- 
turers, jobbers and wholesalers who are fol- 
lowing a legitimate policy of distribution. 
The retail dealers of Alabama can to a large 
extent remedy this situation, through co- 
operation in such an association as this. Con- 
ditions generally over the State have been 
unsatisfactory, but numerous reports re- 
ceived during the last month indicate that 
we are now on an upward trend. This after- 
noon we will have our first closed session, 
properly called “A Dealers’ Clinic.” It is our 
hope that the dealers assembled in this clinic 
will study the ills of the industry, and 
that some cure for those ills will be found. 


President’s Luncheon 


At 12:30 the president and directors ad- 
journed to the president’s luncheon, where com- 
mittee reports and matters pertaining to the 
remaining sessions were discussed. 

At 2:15 p. m. Thursday afternoon the deal- 
ers were admitted by card to the “Dealers’ 
Clinic.” Discussion lasted until 5:30, when ad- 
journment was voted until 7 p. m., when the 
annual banquet and entertainment would be en- 
joyed. 

Banquet and Entertainment Enjoyed 


At the Thursday evening session, Thornton 
Estes presided as toastmaster. There was music 
by the glee club and band of the Birmingham 
Southern College, several vocal solos by Mr. 
Barr, of the faculty of Birmingham Southern, 
accompanied by Mrs. A. G. Whatley. Then 
Hon. Felix M. Zinzinnovitch, “presumably 
from somewhere in Russia,” was introduced and 
proceeded to roll out a mixture of Yiddish, Rus- 
sian, and good American terms, punctured with 
vivid gestures. Removal of his bushy whiskers 
discovered “Percy” Rosenberger of the “Henry 
and Percy” comedy team from WAPI broad- 


C. H. COWAN, 
Mobile, Ala.; 
Re-elected President 
of Association 


ALLEN G. LOEHR, 
Birmingham, Ala.; 
Re-elected Secretary- 
Manager 


casting station. Indoor golfing, theatre and 
movie tickets were then furnished the visitors. 


Condemn Irregular Distribution Methods 


At the Friday morning session, discussion, 
led by Secretary Loehr, turned upon the work 
of the clinic of the afternoon before, and such 
items as had been agreed upon were presented 
in the meeting. The first questions were “Has 
the wholesaler or manufacturer or jobber a 
right to set up a new outlet in a community 
where adequate stocks and dealers have been 
established?” “Should the wholesaler, jobber, or 
manufacturer encourage the establishment of 
further retail business in Alabama, and what 
should be the attitude of the present dealers 
when and if such action should be taken?” Dr. 
Loehr then drew attention to the manufacturer 
or jobber or wholesaler who sold to the con- 
tractor direct, but who says he has been denied 
the business through the accepted channel. The 
secretary frankly stated that dealers were pre- 
pared to fight for their rights. 


Distributing Cement, Lime and Brick 


The attitude of cement manufacturers toward 
the retailer came in for a lot of discussion. 
Frank Horton, president, Southern Builders’ 
Supply Association, begged the lumber dealers 
not to accept the proposal of the cement people 
to handle cement on the new schedule, which 
names a straight price to all dealers, to which 
the dealers would add their profit, while if the 
companies desired to sell direct they would 





November 22, 1980 
a 


agree to get full price. The matter went to a 
special committee for action jointly with the 
Southern Builders’ Supply Association, Lime 
brick and clay products, all came in for discys. 
sion, but manufacturers of these were appar. 
ently standing by the accepted dealer distriby. 
tion. The question of protection for the dealer 
in his own territory was passed with the sug- 
gestion that each dealer handle it tactfully, 

Financing of customers was then discussed. 
It was moved that the secretary gather data 
about starting a credit information and collec. 
tion bureau, while a committee was named to 
look into financing the speculative builder and 
to urge investment bankers to assist in remodel. 
ing and repair work. 


Resolutions of the Convention 


The convention resolved that as brick sales 
were demoralized, lumber and building supply 
dealers offer their co-operation to manufac- 
turers to the end that distribution might be 
through legitimate channels. It assured lime 
manufacturers of the best efforts of dealers in 
the distribution of their product and the main- 
tenance of a proper market for it. It con- 
demned the recently established sales policy of 
cement plants, which it believed detrimental to 
the dealer, and authorized a committee to work 
against it jointly with a similar one from the 
Southern Builders’ Supply Association. It ex- 
pressed its appreciation of the spirit of co- 
operation shown by lumber manufacturers, and 
assured them of a greater effort to prove that 
the retail lumberman was their proper channel 
for distribution. The convention expressed its 
thanks to President Cowan and Secretary Loehr 
for their untiring efforts on behalf of dealers. 
It thanked the Birmingham Lumbermen’s Club 
for taking care of the convention, and the Na- 
tional Retail Lumber Dealers’ Association and 
other exhibitors for their displays. It also 
thanked the local press and the trade press, 
and the management of the convention hotel. 


Officers and Directors Named 


All the old officers were re-elected, these 
being as follows: 

President—C. “Happy” Cowan, Cowan Lum- 
ber Co., Mobile. 


First vice president—J. M. Gorrie, Gorrie 
Lumber Co., Montgomery. 

Second vice president—C. H. Grayson, Gray- 
son Lumber Co., Birmingham. 


Secretary-manager—Allen G. 
mingham. 


New directors named for the several dis- 
tricts were as follows: 

E. Bridgers, Bridgers-Tidwell Lumber Co., 
Tuscaloosa; B. L. Noojin, Noojin Supply Co. 
Gadsden; C. W. Longshore, Longshore & Co., 
York; U. O. Redd, Florence Lumber Co., Flor- 
ence; H. Curjal, Government St. Lumber Co., 
Mobile; T. L. Bear, Crampton Lumber Co., 
Montgomery; A. K. Wood, Wood Lumber Co., 
Birmingham; R. L. Parson, Parson Lumber 
& Manufacturing Co., Decatur; J. B. Van 
Valkenberg, Huntsville Hardwood Co., Hunts- 
ville; E. J. Staub, Griffin Lumber Co., Bes- 
semer. 


Mill Resumes Full Operation 


Ricuwoop, W. Va., Nov. 17.—Additional re- 
lief to the unemployed in Richwood and vicin- 
ity has been given through a resumption of op- 
erations at the mill of the Cherry River Boom 
& Lumber Co., with a force of about 200 men 
returning to work. The mill resumed after 
efforts to secure water from wells drilled on 
the company property were rewarded with a 
sufficient supply with which to begin opera- 
tions. All departments of the mill except the 
planing mill have been closed down since the 
first of October. The company plans to carry 
on operations on a 5-day basis in all depart- 
ments of the mill. The planing mill, only de- 
partment in operation before the water supply 
was secured, had been operating on a 4-day 
schedule. 


Loehr, Bir- 
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Southern Illinoisans to Go After Business 


Organize League to Create Public Sentiment in Favor of Building Now— 
One Lumberman Soon Reported Sales Results 


Mr. Vernon, ILL., Nov. 17.—What is char- 
acterized as the best meeting of retail lumber 
and building material dealers ever held in 
southern Illinois was staged last Thursday 
at the Emmerson Hotel here. The features of 
this meeting were the launching of the Business 
Development League and an address by Gov. 
Louis L. :mmerson of illinois. It was an all- 
day affair, the first session beginning at 10 a. 
m., presided over by Charles Easterly, of Car- 
bondale, chairman tor the ninth district of the 
Illinois Lumber & Material Dealers’ Associa- 
tion. 

Interest manifestly increased as the day drew 
on, for 40 dealers were present at the morning 
session, 55 at the afternoon session, and 65 at 
the banquet held in the evening. The morning 
session was devoted to discussions by dealers 
on various subjects brought up by themselves, 
though most of the time was given to a dis- 
cussion of the new policy established by the 
cement companies for selling that product. John 
Auer, of Prairie du Rocher, chairman for the 
seventh district, presided at the afternoon 
session. Otto Hartwig, paint specialist of the 
West Coast Lumbermen’s Association, took for 
his subject “What Organization Is Doing for 
Business” and brought out very clearly the 
benefit such organizations as the one he repre- 
sented are to retail lumber dealers in improy- 
ing and enlarging their businesses. Managing 
Director J. F. Bryan, of the State association, 
spoke of methods of helping the unemployment 
situation by the creation of emergency cam- 
paigns for the repair and modernization of old 
structures and the erection of new buildings in 
the various communities. 

At this point Mr. Bryan sprung on the as- 
semblage his Business Development League, ex- 
plaining how and why retail building material 
dealers could aid in helping the unemployed as 
well as help themselves. Membership in this 
league involves no fees or assessments, the only 
stipulation being that each member is expected 
to report the result of his efforts in soliciting 
new business to the State secretary. A mem- 
bership card was given to all of the dealers 
present, with the request that they sign it if 
they were in favor of the proposition and would 
do their test to carry out their membership 
pledge. All of those present at this session 
joined the organization as charter members, 
giving it more than fifty as a starter. This plan, 
Managing Director Bryan stated, had been 
worked out by the Illinois association and the 
initial membership had been launched at this 
meeting by the southern Illinois dealers. 

As scheduled in the preliminary announcement 
of this meeting, there was a session for the old 
timers—those who have been in business since 
1900. Ten responded, as follows: W. N. Mc- 
Kamy, Mattoon; Charles A. Glore, Centralia; 
F. W. Weinel, Columbia; H. H. Sonnemann, 
Vandalia; T. E. Irvin, Patoka; Edmund 
Goedde, East St. Louis; P. T. Langan, Cairo; 
J. H. Mallonee, Harrisburg; S. M. Rice, Mt. 
Vernon, and S. M. Wright, Benton, each of 
whom made a little talk briefly relating his ex- 
periences in the business. This was followed 
by a session for the so-called “youngsters’— 
those who have been in business since the close 
of the World War—and about twelve of these 
responded with appropriate remarks. 

The closing part of the program was in 
charge of Charles F. Houston, of Vandalia, 
chairman of the eighth district. The meeting 
concluded with a banquet in the evening, with 
Fred C. Wenthe, vice president of the State as- 
sociation, acting as toastmaster and introducing 

v. Emmerson, who said in part, as follows: 

As men directly interested in the success of 
the building industry in Illinois, you will be 


interested to know that Illinois is just com- 
pleting the biggest two-year building program 
in its history. And no doubt you will be in- 
terested also to know that in these two years 
the State has secured a higher quality of 
work at a lower cost than in a period of many 
years. 

During the last few weeks I have noticed in 





He Went Out and Dug— 
With Results 


Managing Director J. F. Bryan, of the 
Illinois Lumber & Material Dealers’ 
Association, stated that the meeting of 
southern Illinois dealers, held at Mt. 
Vernon Nov. 13, was the best ever held 
in that section of the State and in this 
he was borne out by the remarks of 
practically every dealer who attended 
this meeting. Here it was that the Busi- 
ness Development League was launched, 
the only requirement for membership 
being that each dealer should attempt 
to carry out the pledge (as shown here- 
with) and report the results of his 
efforts to Mr. Bryan. 

On Monday morning, Nov. 17, Mr. 
Bryan received his first report. It was 
from a dealer in a town of approxi- 





BUSINESS DEVELOPMENT LEAGUE 


No membership fee, no dues, no assessments 


I voluntarily become a member of the 
Illinois Business Development League with 
the understanding that I am to talk hope- 
fully about future business and encourage 
faith in our citizenship and our institutions. 
I will use my best efforts in the encourage- 
ment of activity in the building industry 
and strive in every legitimate way to pro- 
mote, weekly, at least one repair, moderniz- 
ing or building job that will give employment 
to labor. 

I tok «ccccas bens ba ewes abekmneeseranpe ae 
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mately 300 population, in southern IIli- 
nois, who had gone out the next day 
after the meeting to try to drum up 
some business. That he succeeded is 
shown by the letter he wrote to the 
State association secretary, in part as 
follows: 

“I went out the next day after the meet- 
ing and called on three men. I sold the 
cashier of a local bank a new roof and 
a double garage; I also sold another 
composition roof and one shingle roof 
to other parties. All of these parties 
intended to wait until spring, but the 
jobs sold are for immediate construc- 
tion.” 

“This lumberman lost no time in 
getting busy,” said Managing Director 
Bryan. “Had he not sought this busi- 
ness, it might never have been devel- 
oped—even next spring. I am greatly 
pleased that results of the formation of 
this Business Development League have 
developed so soon. Undoubtedly others 
will make reports very shortly.” 

“There is no copyright on this plan,” 
continued Mr. Bryan, “and it is to be 
hoped that it will be taken up and emu- 
lated by other associations and organi- 
zations of lumbermen throughout the 
country. It certainly will be of benefit 
not only to the individual lumberman in 
bolstering his business, but to the indus- 
try as a whole.” 


many cities of the State that business men 
are wearing coat lapel buttons carrying two 
words, “Buy Now.” To that slogan should 
be added the words, “Build Now,” for the 
experience of the State government in the 
last two years leaves no room for doubt that 
any prospective builder will make real sav- 
ings by carrying out needed improvements 
at this time, when the price of building sup- 
ply materials is low, and the highest quality 
of workmanship is available, even for the 
smaller jobs. 


The governor declared that the cities of Illi- 
nois are not. overbuilt, and that those who 
build now will reap benefit by so doing. He 
emphasized the constantly advancing standards 
of American living, saying on this point: 

We are living in an age of change in our 
customs, our desires, our mode of living and 
our home life. The impossibilities of yes- 
terday are today’s miracles and tomorrow’s 
memories. The homes which you men help 
build today for the average man furnish con- 
veniences which are enjoyed today in other 
countries only by the rich, and which a brief 
span of years ago were denied to kings. And 
largely as a result has come the emancipation 
of the American housewife from the drudgery 
of a past only shortly removed. 





Taking Account of Human Element 


Hicu Point, N. C., Nov. 17. — “Through 
physical examinations at the time of employ- 
ment can best be determined a man’s fitness to 
undertake the possible hazards of a particular 
occupation,” said James T. Haviland, vice presi- 
dent of the Lumbermens Mutual Casualty Co., 
of Chicago, in addressing the State-wide indus- 
trial conference of North Carolina, held here 
last week, sponsored by the industrial commis- 
sion. 


Industrial organizations generally in the last 
twenty-five years have learned that safety 
pays, continued Mr. Haviland, and have put 
competent men in charge of safety depart- 
ments, vested them with real authority and 
achieved remarkable results in accident pre- 
vention and in life conservation. 

Not only have employers attacked the prob- 
lem from the standpoint of providing mechani- 
cal guards for machinery, but an ever increas- 
ing amount of consideration is being given 
to the human element involved—the most im- 
portant phase of the situation. 

Through studies of mental and physical 
human hazards that have caused accidents, 
employers have come to realize that prevent- 
ing illness by physical examination goes hand 
in hand with other measures of accident pre- 
vention and that less sickness and fewer acci- 
dents have been the result. 


To reduce the ever mounting toll of accidents 
on the highways, Mr. Haviland advocated a 
more effective dramatization of the human ele- 
ment in appealing for greater chivalry on the 
highways. 

Courtesy and chivalry, courtesy and safety 
go hand in hand, said Mr. Haviland. A driver 
may boast of his fast driving and of his 
abil'ty to take chances, and even become 
blatant in proclaiming his capacity for reck- 
lessness but he would resent the implica- 
tion of discourtesy and deny the charge that 


he lacked the qualities of a gentleman, the 


characteristics of chivalry. 

To a very large extent we undoubtedly must 
achieve highway safety by more stringent 
regulations and more effective penalt‘es, but 
I have the firm conviction that a great num- 
ber of automobile owners who react resent- 
fully to legal restrictions would respond with 
enthusiasm to the considerations of courtesy 
as an appeal to greater chivalry on the high- 
ways. 
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First Central States Forestry Congress Called 


INDIANAPOLIS, IND., Nov. 20.—The Central 
States Forestry Congress to meet in Indian- 
apolis Dec. 3-5 under auspices of Gov. Harry 
G. Leslie and the Indiana Department of Con- 
servation, will bring together a group of widely 
recognized leaders in various industries and gov- 
ernmental activities. It will go far, its pro- 
jectors say, to establish a working program 
by which hundreds of thousands of idle acres 
will be put to work and the timber resources of 
the region will be enlarged. 

Eleven States; Illinois, Iowa, Indiana, Ken- 
tucky, Missouri, Ohio, Tennessee, Arkansas, 
Michigan, West Virginia and Wisconsin will 
participate. The Federal government will be 
represented by the Department of Agriculture 
with speakers from the Bureau of Chemistry 
and Soils, Forest Service, Forest Products 
Laboratory and Taxation Inquiry. Other na- 
tional organizations on the program are the Na- 
tional Hardwood Lumber Association, Ameri- 
can Forestry Association, Federation of Wom- 
en’s Clubs and the Izaak Walton League of 
America. A score or more of the leading wood- 
using and paper industries, lumber concerns, 
coal dealers, orchard and nursery companies, 
university educators and farm bureau leaders 
will participate. 

The first congress has for its object, says 
Richard Lieber, Indiana conservation depart- 
ment director, the establishment in the existing 
organizations and the public mind the mutual 
forestry problems of the region; the exchange 
of helpful ideas, experience and methods be- 
tween individuals and agencies; to formulate 
progressive and consistent policies of forest re- 
construction; to stimulate public interest and 


concern in the development and wise use of 
the forest resources of the region. 


Gov. Leslie will greet the congress Wednes- 
day morning after its opening by Dean Stan- 
ley Coulter, chairman of the Indiana con- 
servation commission. The governor will be 
followed by James Deery, Indianapolis city 
attorney, representing Mayor Reginald Sulli- 
van. Mr. Lieber will state the purpose of 
the congress. 

The morning session includes an address by 
Edmund Secrest, State forester of Ohio, on 
“Public Responsibility in Forest and Land 
Ownership”; address on “Developing Incomes 
from Publicly Owned Forests,” by Ralph F. 
Wilcox, Indiana State forester, and the ap- 
pointment of committees to further organi- 
zation. 

Tom Wallace, chief of the editorial staff 
of the Louisville Times, and nationally known 
conservationist and State park advocate, 
will preside at the afternoon session, the 
program of which follows: “Forest Fire Or- 
ganization Work in Kentucky,” William E. 


Jackson, jr., Kentucky State forester; “The 
Effect of Forests on Erosivity of Soils in 
Southeastern Iowa,” W. E. Tharp, U. S. De- 


partment of Agriculture Bureau of Chemistry 
and Soils. 

Wednesday evening a banquet will be held 
at which Dr. Edward C. Elliott, president 
Purdue University, will act as toastmaster. 
Three addresses will be given. Frank S. 
Betz, retired Hammond manufacturer, will 
speak on the “Importance of Forestry as a 
Globe Trotter Finds It’; “Developing a Con- 
servation Program” will be discussed by 
Richard Lieber, director of the Indiana de- 
partment. Gov. Leslie will speak on con- 
servation work in Indiana generally as he 
has been intimately in touch with it. 

Thursday morning, W. F. Lodge, secretary 


Floridians Strive for Better 


LAKELAND, FLA., Nov. 17.—The semiannual 
convention of the Florida Lumber & Millwork 
Association, closing a two-day session here last 
Friday, emphasized the importance of a better 
and a different type of merchandising, and ra- 
diated optimism from the “kick-off to the clos- 
ing whistle.” President William F. Sneed, of 
this city, presided, reporting much buying for 
clean-up and repairs, and giving reasons why 
he could see a good season ahead for Florida 
and the lumber business. 

J. Ben Wand and Hervey W. Laird were 
named a publicity committee. 

Secretary J. P. Williams, the optimist of the 
association, painted a pleasing picture of the 
future, basing it on an estimate that various 
crops and winter visitors will turn over to 
business this season in the State not less than 
$256,000,000. “Watch that,’ he demanded. In 
closing his address he said: 

Let us realize that we are on the upgrade, 
even though that upgrade may be a very small 
percent. We are on the road to better times, 
but the wagon carrying success, even though 


it may be motor powered, will not guide it- 
self. It needs our help, our assistance and 
we as an association can do a big share of 
the work. Let us realize that our industry 
is one of the leading industries and that we 


can exercise 
communities. 


a great deal of influence in our 
Let us realize that we, as 
Floridians, have a definite responsibility in 
building up the success of the State, and 
a definite responsibility in raising the stand- 
ards of our own industry. If we realize all 
these things, and then give the effort which 
we are capable of giving, the Florida Lumber 
& Millwork Association will stand out as an 
organization commanding the respect of the 
people and fulfilling its dutv as a leader. 


Perhaps the “text” of the convention was 
this paragraph from the program of “Informal 
Discussion” on the second day: “Should the 
retailer contact the ultimate consumer, or home 
builder, direct; if so, how best accomplished.” 


Or, as the talk ran from man to man, is the 
time about here when the dealer in lumber and 
building materials must complete the trans- 
action by delivering and assuming responsibil- 
ity for the completed job. 

H. H. Brenner, president of the Davenport 
Lumber & Supply Co., of Davenport, a town 
of 600 people in this county, was almost sensa- 
tional in the relation of his own experience in 
operating as “a completed job” organization. 
President Sneed said that Mr. Brenner had 
made a startling success of this plan of doing 
business, and later on Joe McCormick, of Or- 
lando, asserted that the way out of the business 
woods had been indicated beyond doubt by Mr. 
Brenner. 


This Plan Gets All of It 


The Brenner plan is, roughly speaking “three- 
fold’—a retail department, a contracting de- 
partment and a mortgage company for financ- 
ing. When a job comes in the materials are 
figured at retail prices and an estimate of full 
cost provided for the contracting end. If a con- 
tractor whose credit is good with the house 
desires to take the job on the figures made, 
he may have it, for the firm does not try to 
take business from contractors who are reliable 
and worthy of confidence. However, if the job 
does go out the materials must be bought at 
the prices fixed, from the firm. 

If the job has to be financed, and the cus- 
tomer is an acceptable risk, the mortgage de- 
partment comes in, checks up the titles at 
lowest possible cost and makes the payments 
as easy as the conditions justify. Thus the 
Davenport company keeps the job in its own 
hands, makes a profit at each of the two or 
three turns taken, and is responsible to the 
owner for right materials, economic handling 
and permanency of the job as delivered. This 
is almost always an “inside job,” for contrac- 
tors who can make the “Davenport” grade are 
few and far between. 


of the Illinois Forestry Association, will pre. 
side, and the following addresses wil] be 
delivered: “Importance of the Farm Woods 
in the Central States Region,” T. E, Shaw 
extension forester of Indiana; “Protection 
from Grazing Is Essential,” Ralph K, Day 
Central States Forest Experiment Station: 
“Improving and Harvesting,” L. E. Sawyer. 
extension forester, Illinois; “The Farmer 
Looks at Forestry.” R. W. Brown, president 
Missouri Farm Bureau; “Moulding the For. 
ests to Meet the Needs of Established Indus. 
tries,” John J. Preston, Hammermill Paper 
Co., Erie, Pa.; “Development of Hardwood 
Markets,” Jchn I. Shafer, president, Nationa} 
Hardwood Lumber Association, South Benq: 
“Prospective Markets for Hardwoods Through 
Refabrication by Chemical and Mechanica] 
Precesses,” R. D. Garver, Forest Products 
Laboratory, Madison, Wis. 

Maj. Rutledge Smith, president of the Ten. 
nessee Forestry Association, will preside at 
the Thursday afternoon session, and the fol. 
lowing addresses will be made: “Local Tim- 
ber Production and the Railroads,” R, J. 
Plaster, agricultural agent, New York Cen- 
tral Railroad; “The Forests of the Region, 
Condition and Research Problems Arising 
from Treatment,” E. F. McCarthy, director 
Central States Forest Experiment Station, 
Columbus, Ohio; “Training County Agents to 
Direct Forest Improvement and Sales of Farm 
Woodland Products,” G. H. Collingwood, for- 
ester, American Forestry Association. 

Reports of committees and organization 
will next be made. 

Friday will be devoted to a field trip to 
the new 8,000-acre State forest in Morgan 
and Monroe counties. Members of the con- 
gress will leave Indianapolis at 8 in the 
morning and, returning, leave the forest at 
12 noon. The trip will be made by motor, 


Merchandising 


Joe Webster, of Lakeland, and Earl Harper, 
of Plant City, were sure that the advantages of 
a central warehouse might be had in smaller 
towns by each dealer stocking some slow mov- 
ing items for use of the whole group. 

Spencer Lainhart, of West Palm Beach, read 
the bulletin of the Lehigh Portland Cement 
Co., announcing the discontinuance of the 10- 
cent differential to dealers and substituting a 
5-cent-per-sack credit at the end of the year 
to those showing that dealer service had been 
rendered. It was generally disapproved and 
created much discussion. Earl Harper, of Plant 
City, thought if this sticks dealers may look 
for the same thing in rock, sand and other 
products. Marcy Mason, of Jacksonville, 
thought it a matter for the National associa- 
tion, and all agreed that no one can carry 
cement for 5 cents a bag and not lose money. 


Dealers Must Contact Consumers 


Tom Bailey, of Miami, felt that dealers should 
contact consumers, and saw coming the time 
when retailers must sell the complete job. 
Messrs. Harper and Lainhart, already quoted, 
had the same notion. 

M. G. Sheppard, of Sarasota, reported that 
his firm solicits the work, puts it into the 
hands of contractors and watches the jobs 
through to completion, retaining through it all 
contact with and responsibility to the customer. 
“The public,” he thought, “prefers to do busi- 
ness with the yard.” 


Question of Publicity Arises 


Whether it is good to advertise that building 
costs are lower and to what extent this tends 
to cheapen and discount investments already 
made, brought out the thought that the pub- 
licity is helpful as a selling urge, but should 
be used cautiously. Past President Joe Mc- 


Cormick, of Orlando, and H. C. Berckes, secre- 
tary of the Southern Pine Association, took 
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this position. President Sneed, defending the 
publicity, said the changing conditions must be 
observed and met by dealers going after busi- 
ness. Mr. Berckes promised full support to 
dealers in their efforts to recreate fealty to 
jumber and said men employed by the manufac- 
turers would be put in service to assist in every 
way possible. 

President Sneed asked that the board of 
directors be authorized to act in legislative 
matters as the solons will be in session before 
another semi-annual convention. This was done 
by the meeting. A compensation bill, many 
tax bills and changes in the lien laws are to 
be brought up for attention. — 

Reporting for the resolutions committee, 
“Bill” Tylander, of Ft. Pierce, proposed par- 
ticipation in the George Washington 200th an- 


niversary celebration, which was carried. The 


Lehigh Cement Co.’s bulletin cutting out the 
10-cent differential to dealers was handled in a 
resolution asking for a full explanation from 
the company. The meeting also adopted reso- 
lutions in memory of the late M. J. Scanlon, 
Leonard M. Bond, of New Smyrna, and the 
father of Spencer Lainhart, of West Palm 
Beach. 

The plan. of giving over the first afternoon 
to the golf tournament proved the wisdom of 
the idea, for both in interest and attendance it 
reached a high mark. A committee headed by 
Mrs. William F. Sneed, gave the ladies at the 
meeting a lunch and bridge party at the Sorosis 
Club Thursday. Joe Webster, director of the 
Lakeland district, was toastmaster at the ban- 
quet in the Sorosis Club rooms in the eve- 


ning, which was followed by a dance. Prizes 
for the golf tournament were given out at the 
banquet. 


Will Open Small Mill Operation 


Poptar Biurr, Mo., Nov. 17.— The Black 
River Lumber Co. recently has been organized 
and incorporated for the purpose of manufac- 
turing and wholesaling hardwoods, particularly 
Ozark oak. Officials of the company advise 
that while headquarters for the preesnt will be 
in Poplar Bluff, it is planned to open up a small 
band mill operation in northern Arkansas. The 
company will have available at all times about 
2,000,000 feet of 4/4 red and white oak, and in 
connection with its new operation will special- 
ize in thick oak. 





Northeast Missourians Favor Modern Methods 


Moserty, Mo., Nov. 17.—“Business awaits 
the dealer who goes after it,” speakers told their 
hearers at the nineteenth annual convention of 
the Northeast Missouri Lumbermen’s Associa- 
tion held here last Thursday. Wholesalers, re- 
tailers and manufacturers’ representatives said 
the same thing in different ways—‘Don’t wait 
for prosperity—go meet it.” One of them 
urged, “Forget depression. Eliminate the word 
from your vocabulary. Expand your business. 
Buy wisely and seek out your market.” An- 
other predicted that the time is coming when 
the retailer will be a contractor, when homes 
will be sold as complete units. 

Before adjourning for the evening banquet 
the lumbermen elected the following officers for 
the coming year: 

President—P. E. Jepson, 
Co., of South Gifford, Mo. 


Vice president—William Robey, Robey-Rob- 
inson Lumber Co., of Perry, Mo. 


Jepson Lumber 


Secretary—W. E. Partee, Long-Bell Lumber 
Sales Corporation, Hannibal, Mo. (re-elected). 


Directors—Robert Kingsbury, of Moberly, 
Adolph Royer, of LaPlata, and C. C. Wall, of 
Montgomery City. 


The chief speaker at the evening session was 
Dr. H. L. Reader, of Webster Groves, World 
War chaplain with the United States Army, 
who urged his hearers to be less provincial in 
their thinking. 


Women who accompanied their husbands to 
the convention were entertained at a luncheon 
and matinee party and joined their husbands 
at the banquet. 


Advocates Selling Complete Home 


_J. A. Scroggs, of the Riner Lumber Co., 
Kansas City, first speaker on the day’s pro- 
gram, told the lumbermen that the time is 
here when “we are expected to be authorities.” 


“Nowadays the home buyer wants the lum- 
berman to furnish plans, secure contracts, 
and oversee the building,” he explained. 
“Eventually every retail lumberman will be 
a contractor.” 

Mr. Scroggs said that his company sold 
seven homes in Kansas City last year as 
complete home units and that five of them 
were sold “out of the thin air,” to persons 
who were not thought to be in the market. 
His company is starting 1931 as a “Sell the 
completed home” year. 

“Automobiles, electric washers, and radios 
are better for the money now than they 
were five years ago,” Mr. Scroggs continued. 
“Manufacturers of those articles are going 
after the business and getting it. The time 
1s past when business will come to the retail 
lumberman. He must seek his prospects. And, 
remember, a prospect is a person who needs 
+ you have to sell and who can pay for 


In discussing the accumulating of “bad” ac- 
counts, Mr. Scroggs predicted that more bad 
accounts will be accumulated during 1931 
than during any other years. He urged a 
thorough analysis of credits for the private 
yard as well as the line concern. He told 
his hearers that money is lost on every stick 


of lumber not turned over between inven- 
tories. 


Mr. Scroggs urged the maintenance of sta- 


bility of prices with the argument, “Price 
cutting never did and never will stimulate 
buying. The fact is many farmers are not 


in a position to buy anything right now, no 
matter how low you cut. His condition is 
due to price cutting. The retail lumberman 














P. E. JEPSON, 
South Gifford, Mo.; 
Elected President 


W. H. WHITE, 
Vandalia, Mo.; 
Retiring President 


is sitting pretty now—shall we put ourselves 
in the same position with the farmer and 
the wholesaler who have ruined themselves 
by overproducing and cutting prices? No! 
You and other dealers are making more than 
you ever did by using your heads and main- 
taining stability of prices. There are plenty 
of fellows who have money for things they 
want. Our problem is to sell them the ‘home’ 
idea. 

“IT am told that between 50 and 60 percent 
of the mills on the West Coast will be shut 
down during the winter. Wouldn’t it be a 
fine thing for us to help them and help our- 
selves by buying what lumber we now need? 
Enough to keep our piles even and still not 
overstock us? We might save ourselves a 
radical rise in prices next spring.” 

Mr. Scroggs closed his address by advocat- 
ing respectable offices, new methods of sell- 
ing, initiative in presenting home plans and 
ideas, and urging each dealer to use his own 
energy and brains in his own business and 
quit taking the advice of every Tom, Dick 
and Harry. 


Energetic Merchandising Wins 


After charging that advice given in lum- 
bermen’s journals is usually too general, C. C. 
Wall, manager of the LaCross Lumber Co. at 
Montgomery City, said he believed that per- 
sonal contact is the greatest element in busi- 
ness building. He suggested house-to-house 
canvasses and the meeting of mail order com- 
petition by offering better goods at lower 


prices. “Convince the people that they can buy 
as cheaply at home as they can out of town 
and they will trade with you,” he said. “Truth 
and honesty are omnipotent and will triumph 
in the end,” he concluded. 

“Promotion has _ revolutionized business,” 
Charles W. Spiess, vice president of the Julius 
Seidel Lumber Co., of St. Louis, declared in a 
short speech between two of the principal ad- 
dresses of the afternoon. “We are living in 
an age of promotion but the retail lumberman 
is not keeping up.” 

He remarked that he feared the retail lum- 
berman is making a mistake in not carrying 
new products which are being used with lum- 
ber. “You do not need to be overstocked any 
more,” he concluded. “Keep informed on what 
is what. Use the long distance telephone. Give 
your customers service. Be a source of infor- 
mation on all building materials.” 

Fred Engleman, of Louisiana, explained to 
the lumbermen that his concern added automo- 
bile glass as a sideline iast winter and found 
it a profitable venture. 

In the third main address of the afternoon, 
Charles P. Conger, of Bird & Son (Inc.) said: 
“The fundamental principle of merchandising 
is giving the most for the money. Success is 
over the path beaten by the satisfied customer. 
When there isn’t proper intelligence in trans- 
actions both the merchants and the buyer are 
likely to lose.” 

Don Critchfield, of the West Coast Lumber- 
men’s Association struck the general keynote 
again when he urged: “Eliminate the word de- 
pression from your mind. Lack of business is 
your own fault. Change your methods. Grasp 
your opportunities. The time has come when 
you must take inventory—buy new materials 
if you need them. Change your methods of 
offering your lumber. The successful sales- 
man is not selling lumber but is selling the 
building on which the buyer can make money.” 

Harold S. Crosby, a representative of the 
National Lumber Manufacturers’ Association, 
said: 

Business ability, agressiveness and tact on 
the one hand and provincialism on the other 
are not characteristic of any one locality. We 
lumbermen are pretty much the same the 
world over and our business problems are 
pretty much the same. The lumber manufac- 
turer, wholesale distributer and the retail 
distributer all depend on consumption. If the 
manufacture does not equal the consumption 
then our business equation is out of balance. 

In a round-table discussion between the after- 
noon and night sessions, the dealers criticised 
a proposed change in the selling of cement, 
adopting a resolution in protest. 

The convention was declared one of the best 
the lumbermen of northeast Missouri have ever 
held, discussions receiving more attention and 
consideration and addresses showing greater 
seriousness than usual. 

——— 


SEVERAL CARS of fir and larch are offered for 
sale.—See Classified Section. 
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Associations Plans and Activities 


Dec. 1—Baltimore Lumber Exchange, Baltimore, 


Md. Annual. 

Dec. 2-4—Associated Leaders of Lumber & Fuel 
Dealers of America, Congress Hotel, Chicago. 
Annual, 

Dec. 2—Northwestern Hardwood Lumberrnen’s As- 
sociation, Minneapolis, Minn. Annual. 

Dec. 3-5—Central States Forestry Conference, Clay- 
pool Hotel, Indianapolis, Ind. 

Dec. 5-6—Southern Sash, Door & Millwork Manu- 
facturers’ Association, Ansley Hotel, Atlanta, 
Ga. Annual. 

Dec. 6—Massachusetts Retail Lumber Dealers’ As- 
sociation, Hotel Statler, Boston, Mass. An- 
nual. 

Dec. 6—Louisiana Retail Lumber & Building Ma- 
terial Dealers’ Association, Monroe, La. Quar- 
terly meeting. 

Dec. 9—Roofer Manufacturers’ Club, Columbus, Ga. 


Jan. 13-15, 1931—Ohio Association of Retail Lum- 
ber Dealers, Cleveland Auditorium, Cleveland, 
Ohio. Annual. 

Jan. 14-15, 1931—Retail Lumber Dealers’ Associa- 
tion of Indiana, Claypool Hotel, Indianapolis, 
Ind. Annual, 

Jan. 15-17, 1931—Mountain States Lumber Dealers’ 
Association, Broadmoor Hotel, Colorado Springs, 
Colo. Annual, 


Jan. 16, 1931—Indiana Hardwood Lumbermen’s As- 


sociation, Claypool Hotel, Indianapolis, Ind. 
Annual, 
Jan. 20-22, 1931—Northwestern Lumbermen’s As- 


sociation, Minneapolis Auditorium, Minneapo- 
lis, Minn, Annual, 


Jan. 21-23, 1931—Pennsylvania Lumbermen’s Asso- 
ciation, Bellevue-Stratford Hotel, Philadelphia, 
Pa. Annual, 

Jan, 21-23, 1931—Ontario 
Association, Prince 
Ont. Annual. 

Jan. 22, 1931—New Jersey Lumbermen’'s Associa- 
tion, Robert Treat Hotel, Newark, N. J. An- 
nual. 


Jan. 22-23, 1931—Carolina Retail Lumber & Build- 


Retail 
Edward 


Dealers’ 
Windsor, 


Lumber 
Hotel, 


ing Material Dealers’ Association; Charlotte 
Hotel, Charlotte, N. C. Annual. 

Jan, 27, 1931—Northern Pine Manufacturers’ Asso- 
ciation, Minneapolis, Minn. Annual. 

Jan, 27-28, 1931—National Lumber Exporters’ As- 
sociation, Peabody Hotel, Memphis, Tenn. 
Annual. 

Jan, 27-29, 1931—Northeastern Retail Lumber- 


men’s Association, Pennsylvania Hotel, New 
York City. Annual, 
Jan. 28-30, 1931—Southwestern Lumbermen’s As- 


sociation, The Forum, Wichita, Kan. Annual. 


Jan. 28-29, 1931—Tennessee Lumber, Millwork & 
Supply Dealers’ Association, Hotel Noel, Nash- 
ville, Tenn. Annual. 


Jan, 29-30, 1931—Hardwood Manufacturers’ Insti- 
tute, Hotel Peabody, Memphis, Tenn. Annual. 

Jan. 31, 1931—Southern Hardwood Traffic Asso- 
ciation, Hetel Peabody, Memphis, Tenn. An- 
nual, 


Ontario Retailers’ Annual 


Toronto, Ont., Nov. 17.—Horace Boultbee, 
secretary-manager of the Ontario Retail Lum- 
mer Dealers’ Association, this city, advises that 
the annual meeting of the organization will be 
held on Jan. 21-23, 1931, at the Prince Edward 
Hotel in Windsor, Ont. 


New Jersey Lumbermen’s Association 


Newark, N. J., Nov. 18.—Announcements 
were sent out last week, advising that the forty- 
seventh annual convention of the New Jersey 
Lumbermen’s Association will be held on Jan. 
22, 1931, at the Robert Treat Hotel in this 
city. 





Carolina Dealers Make Plans 


Cuartotte, N. C., Nov. 17.—The board of 
directors of the Carolina Retail Lumber & 
Building Supply Dealers Association and three 
of its important committees—the legislative 
committees from North and South Carolina and 
the program committee for the annual winter 
convention which will be held here shortly after 
the first of the year, met here last Wednesday, 
twenty-nine dealers from all parts of the two 
States being present. 

The two legislative committees met at a 
luncheon at the Hotel Charlotte and after- 
wards discussed the attitude of the lumber 
dealer toward proposed legislation in the gen- 
eral assemblies of the two States. The pro- 





gram for the convention to be held in Char- 
lotte Jan. 22-23, 1931, was arranged by the 
special committee in a meeting in the offices of 
Victor W. Wheeler, executive secretary of the 
association. 





Speakers for Northwestern 


MINNEAPOLIS, MINN., Nov. 18.—Preliminary 
announcement is made by the Northwestern 
Lumbermen’s Association of several prominent 
speakers who will address the convention to be 
held on Jan. 21, 22 and 23, 1931, in this city. 
George W. Nash, president of Yankton Col- 
lege, South Dakota, and Wesley C. McDowell, 
secretary of the Greater North Dakota Associa- 
tion, will speak for their respective States, on 
the subject “North and South Dakota—Present 
and Future; Resources, People, Possibilities.” 





Date for Northern Pine Manufacturers 

MINNEAPOLIS, MINN., Nov. 17.—Advices re- 
ceived from W. A. Ellinger, secretary of the 
Northern Pine Manufacturers’ Association, this 
city, are that the 1931 annual meeting of the 
organization will be held here on Tuesday, Jan. 
27. The program will be prepared in due 
course and announcement made later. 

V_—_—__— 

Agricultural Engineers’ Conference 

St. JosepH, Micu., Nov. 18.—A cordial in- 
vitation is extended to those actively engaged 
in agricultural engineering work and others 
who may be interested, to attend the meeting 
of the structures division of the American 
Society of Agricultural Engineers, to be held 
in Chicago on Dec. 1, 2 and 3 at the Stevens 
Hotel. Agricultural engineers in their special 
fields will make reports on investigations they 
have made covering farm structures, grain 
storage facilities, modernizing of farm homes, 
the future of research in farm structures etc. 
Raymond Olney, secretary of the American 
Society of Agricultural Engineers, advises that 
a cordial invitation is extended to all inter- 
ested to attend this meeting whether or not they 
are represented in the membership rolls of the 
association. 





Arkansas Forestry Extension School 


LittteE Rocx, ArK., Noy. 18.—For the first 
time the extension service of the College of 
Agriculture, University of Arkansas, has at- 
tempted a State-wide extension school in for- 
estry and to that end has arranged a program 
for this school, to be held on Dec. 11 and 12 
in the Pines Hotel, Pine Bluff. 

The Thursday morning session will be started 
by an address by Howard J. Eberly, district 
forest inspector, with a talk on forestry in the 
United States. W. L. Hall, of Hall & Kellogg 
(Inc.), Hot Springs, will tell about the forest 
wealth of Arkansas. Other speakers at that 
session will include Dr. Ziegler, of the experi- 
ment station, United States Forest Service; 
Charles A. Gillett, extension forester; C. E. 
Baxter, forester for the Long-Bell Lumber Co., 
and Harry E. Kelley. L. E. Purdy will discuss 
the prevention of forest fires. At the afternoon 
session, L. R. Wilcoxon, of the Crossett Lum- 
ber Co., Crossett, will speak on “Approach to 
a Sustained Yield in Commercial Forest Prac- 
tice.” At this session a farmer, a banker and 
a manufacturer, among others, will tell what 
sustained forestry means to them. There will 
be an illustrated lecture in the evening, by H. 
N. Wheeler, of the United States Forest 
Service. 

The morning session on Friday will be a 
symposium on “How We Protect Our Forests.” 
This will be discussed by W. F. Addison, Union 
Saw Mill Co.; Carl Strauss, Malvern Lumber 
Co.; A. E. Wackerman, Crossett Lumber Co.; 
R. M. Conarro, United States Forest Service, 
and a farmer. R. P. Bowen, secretary of the 


ee 


Malvern chamber of commerce, and Guy Ams. 
ler, secretary of the fish and game commission 
will discuss the importance of forests from their 
viewpoints. W. K. Williams, extension for. 
ester, will tell how the extension forester can 
help the owners of farm woodlands. In the 
afternoon a tour of inspection will be made to 
the wood-using industries of Pine Bluff, jn 
charge of J. B. Carter, secretary, Associated 
Industries of Arkansas. 


Empire State Lumber Salesmen 


Rocuester, N. Y., Nov. 18.—John C, Artz, 
this city, secretary of the Empire State Lumber 
Salesmen’s Association, advises that the annual 
convention of the salesmen will be held on 
March 5, 1931, at the Onondaga Hotel, in 
Syracuse. 


Indiana Hardwood Men Set Date 


INDIANAPOLIS, IND., Nov. 17.—C. Fred Klee, 
secretary of the Indiana Hardwood Lumber- 
men’s Association, this city, announces that the 
organization will hold its 1931 convention on 
Jan. 16 at the Claypool Hotel in Indianapolis, 








Railroad Tie Producers’ Convention 


St. Louis, Mo., Nov. 18.—The thirteenth an- 
nual convention of the National Association of 
Railroad Tie Producers, Secretary Roy M. 
Edmonds, of this city, advises, will be held on 
May 5, 6 and 7, 1931, at the West Baden 
Springs Hotel, West Baden, Ind. 


Hardwood Wholesalers Meet 


No more lumber has been sold by the bargain 
offerings of recent months than would have 
been sold if the market had shown greater sta- 
bility, members of the Northern Wholesale 
Hardwood Lumber Association agreed at the 
organization's fall meeting at the Morrison 
Hotel in Chicago last Friday. President Wil- 
liam Kelley, of the Kelley-O’Melia Lumber 
Co., Milwaukee, Wis., presided, and it was de- 
cided to hold the annual meeting at the Mil- 
waukee Athletic Club on Tuesday, Feb. 17, 
1931. 

Production as compared to sales volume, in 
both the sorthern and southern hardwood 
manufacturing districts, was discussed by Sec- 
retary J. F. Hayden, of Minneapolis, Minn., m 
his report. With the exception of a very few 
weeks, he said, production in both fields has 
greatly exceeded sales, and the northern mills 
have on hand more unsold stock than at any 
similar period in the last several years. 

Importation of Soviet convict-made lumber 
was strongly opposed by the association in a 
resolution, copies of which the secretary was 
instructed to send to congressmen who repre- 
sent the territory served by the Northern as- 
sociation. 


West Texans in Annual 


MipLanp, Tex., Nov. 18.—Optimism in the 
face of a period of national business depression, 
faith in the West Texas Retail Lumbermens 
Association and the resources of the territory it 
serves, and determination by members to go 
after the available business in a greater way 
were high spots of addresses at the seventh 
annual convention of the association held here 
Nov. 14 and 15. Officers were elected as fol- 
lows: 

President—B. B. Hale, West Texas Lum- 
ber Co., San Angelo. 

Secretary-treasurer—W. P. Hogan, of the 
Burton Lingo Co., San Angelo (re-elected). 

Vice president—R. J. Moore, T. R. Prideaux 
Lumber Co., Midland. 

Directors—C. W. Bryant, Sweetwater; W. G. 
Taylor, Coleman; E. N. Kittrell, San Angelo; 
C. L. Gray, Colorado; Ross Jennings, Abilene; 
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ee 
Frank Hardin, Brownwood; and J. K. Brady, 
stamford. 

Stamford and Sweetwater are seeking the 
1931 convention and the directors will select 
the place of meeting at an early date. 

The association’s territory was broadened to 
include Jones, Haskell and Stonewall counties 
and the towns of Lamesa, Tahoka and An- 
drews. . 

Speakers on the two-day program included 
E. N. Kittrell, of San Angelo, R. J. Moore, 
of Midland, W. P. Hogan, of San Angelo, Doug- 
jas Wolseley, of Fort Worth, L. W. Croft, of 
Big Spring, C. W. Bryant, of Sweetwater, C. 
L. Gray, of Colorado, and G. R. Porter, of 
Big Spring. 

Entertainment features of the two-day ses- 
sion included a bridge luncheon for visiting 
ladies, a banquet Friday evening at Hotel Schar- 
bauer, a dance Friday night, a barbecue at the 
city water plant Saturday noon and drives over 
the city Saturday afternoon. 

—_—_—_— 


Texas Foresters in Annual 


BeauMontT, TEX., Nov. 17.—Almost a hun- 
dred leaders in the lumber business of east 
Texas, reforestation workers and specialists of 
Agricultural & Mechanical College and Texas 
University attended the fifteenth annual con- 
vention of the Texas Forestry Association here 
Nov. 14. Leonard Tillotson, of Sealy, State 


nomics, Texas agricultural experiment station; 
Mrs. Bessie Reid, of Port Arthur, naturalist; 
Senator W. R. Cousins, of Beaumont, and Rep- 
resentative E. T. Murphy, of Livingston. 

Forestry as a part of diversified farming, in 
that a crop of ties, posts, poles and palings 
may annually profit a farmer, was a major 
topic discussed. It was urged that the State 
offer $25,000 for the forest, fish and game pre- 
serve be matched by citizens before the offer 
is withdrawn. 





Foundations of Association Success 


Newark, N. J., Nov. 17.—George E. De- 
Nike, secretary the New Jersey Lumbermen’s 
Association, calls attention to a bulletin re- 
cently issued by Dr. Allen G. Loehr, secretary 
of the Alabama Lumber & Building Material 
Dealers’ Association. 

Mr. DeNike says Dr. Loehr strikes the real 
keynote of business organization and especially 
trade association work. “If Dr. Loehr’s views 
are practiced by members of organizations busi- 
ness will be better, merchants and the public 
will profit more and everybody concerned will 
be happier,” says Mr. DeNike. 

Dr. Loehr is quoted as follows: 

The success of a local association of build- 
ing material dealers does not depend upon 
rules, regulations, or trade practices. These 
are all incidental. A local association is the 
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Representatives of the lumber industry leaving the White House, Nov. 10, after a conference 
with President Hoover on Russian lumber exclusion and appointment of National Timber Con- 


servation Board. Left to right, front row: W. 


M. Ritter, Washington, D. C., W. M. Ritter 


Lumber Co.; A. C. Dixon, Booth-Kelly Lumber Co., Eugene, Ore., president National Lumber 
Manufacturers’ Association; E. G. Griggs, St. Paul & Tacoma Lumber Co., Tacoma, Wash.; E. 
A. Frost, Frost Lumber Industries, Shreveport, La.; J. W. Watzek, jr., Crossett Watzek Gates, 


Chicago. 


Back row: F. K. Weyerhaeuser, Weyerhaeuser Sales Co., Spokane, Wash.; Wilson 


Compton, Washington, D. C., secretary-manager National Lumber Manufacturers’ Association 





representative, was elected president, succeed- 
ing O. M. Stone, of Jasper. E. O. Seicke, of 
College Station, was re-elected secretary, and 
vice presidents are Paul Sanderson, of Trinity, 
Mrs. Ben Boydstun, of Waco, and J. Louis 
Thompson, of Houston. 

Resolutions were adopted by the association 
favoring the State constitutional amendment 
providing for the maintenance of an adequate 
supply of timber for home, industry and com- 
merce; a bill establishing a live stock experi- 
ment station in some east Texas county, on the 
theory that grazing stock prevents forest fires ; 
liberal appropriations to the State forestry de- 
partment for fighting fires, preventing floods 
and planting wood lots and aid to scientific 
forestry. 

Speakers were O. M. Stone, of Jasper; J. 

. Keig, chairman of the Beaumont Chamber 
of Commerce forestry committee; L. P. Gab- 
bard, chief of the division of farm and eco- 


attitude of mind of a group of business men. 
It is not an office, not a secretary, not a 
president, not a governing board, not office 
furniture, not a weekly luncheon, not a pro- 
gram. It is not anything material. 

A local association is not the attitude of 
mind of an individual. It is the combined 
spiritual and mental values of a group of 
men associated together for the service of 
their business interests and, what is far more 
important, of such things in their lives as 
trust, confidence, affection for each other, 
loyalty to each other, and, when occasion de- 
mands, courage and the encouraging and 
fortifying of each other against the break- 
ing down of morale when beset with all the 
discouragement and temptations that come 
along with a business depression. 

Any member of a local group who so con- 
ducts himself or his business as to deny to 
his associates the right to believe in his 
business integrity and in his business ability 
destroys the local association. All that is 
left is a shell. The local associations may 


continue outwardly to function, because as 
yet there is no known substitute for the 
usual legitimate activities of a local trade 
group, but the animating spirit will be dead. 

One single member who defaults on his 
obligation, whether expressed or implied, to’ 
his business associates destroys thereby the 
spirit of the local group. How easily such 
a man could, by merely changing his atti- 
tude, stimulate his local group with the abso- 
lute spirit of success. 

There are at least five communities in Ala- 
bama where one such man can deck himself 
in the tinsel of glory of whatever small satis- 
faction there may be in thwarting week after 
week intentionally or unintentionally, the 
very best efforts of his business associates. 

Yet, in just as many communities and more, 
business men are so co-operating with each 
other that business is constantly easier and 
life is growing richer with the riper friend- 
ships and the solid satisfaction of “playing 
the game.” 

A local association is not a material thing. 
It is spiritual. It is an attitude—the simple 
attitude of sportsmanship. Let’s be sports- 
men. 





Record Attendance at Meeting 


Rice LAKE, Wis., Nov. 17.—The Northwest 
Wisconsin Retail Lumbermen’s Club held a new 
record for attendance at its “Dealers and Dol- 
lars” meeting here Nov. 12. Seventy-six per- 
sons were in attendance at the meeting which 
was held in the American Legion headquarters, 
a perfect replica of a French box car. The 
meeting started in the afternoon, with man- 
agers and sales representatives from yards in 
attendance. M. R. Ring, of the Lehigh Port- 
land Cement Co., conducted the school. 





Baltimore Slate Selected 


BaALtiMorE, Mp., Nov. 17.—The committee 
named by President Pembroke M. Womble, of 
the Baltimore Lumber Exchange, to nominate 
the ticket to be voted for at the annual meeting 
of the exchange on the evening of Dec. 1 has 
been completed and contains the following 
names : 

President—H. D. Dreyer, of H. D. Dreyer 
& Co. 

Vice president—L. Alan Dill, James Lumber 
Co. and Lewis Dill & Co. (Inc.). 

Treasurer—Luther H. Gwaltney, American 
Lumber Corporation. 

Members of managing committee to serve 
for three years, with four elected each year— 
Pembroke M. Womble, William H. Asendorf, 
William H. Asendorf & Co.; Charles T. How- 
ard, of Colonna-Howard Lumber Co.; and S&S. 
Stanton Foote, of the Morgan Millwork Co. 

The nominating committee is composed of 
H. Rowland Clapp, American Lumber Corpor- 
ation, chairman; Henry P. Duker, of Henry P. 
Duker & Co., and Louis H. Becker, of Becker 
Bro. & Son, Inc. 


Installing High Powered Kiln 


GREENVILLE, S. C., Nov. 17.—The plant of 
Southern Shuttles (Inc.), a new concern here, 
organized to manufacture shuttles, bobbins and 
other wood products used in the textile indus- 
try, is rapidly nearing completion and will be 
modern in every respect. The concern is in- 
stalling a high-powered Moore cross-circulation 
kiln in order to season the products it will 
manufacture. This is said to be probably the 
most high-powered kiln ever used in the season- 
ing of shuttles and bobbins, and for that reason 
great interest will be directed to it when it is 
placed in operation about Jan. 1. This kiln, 
manufactured and engineered by the Moore Dry 
Kiln Co., of Jacksonville, Fla., and North Port- 
land, Ore.; will use the exclusive controlled air 
drying process, drying on very low tempera- 
tures with relatively high humidity and fast re- 
versible circulation, keeping all drying elements 
under positive control. 

Southern Shuttles (Inc.) is headed by Louis 
P. Batson and W. N. King, the former having 
been associated with the textile industry for 
many years and the latter for about fifteen 
years engaged in the manufacture of bobbins 
and shuttles. 
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Wholesaler’s Problems 
Delineated 


Boston, MaAss., Nov. 18—The wholesaler 
and his problems and the economics of lumber 
as pertaining to business conditions were dis- 
cussed before the Boston Lumber School of the 
Harry L. Folsom Hoo-Hoo Club No. 13 of 
Boston by Secretary-Directing Manager W. W. 
Schupner, of the National-American Wholesale 
Lumber Association, and Herbert N. McGill, 
president of the McGill Commodity Service. 
There was a good attendance and the character 
and number of the questions asked the speakers 
indicated the keen interest in the subjects. 

Since the wholesaler is a link in the chain 
of lumber distribution, Mr. Schupner declared 
that his problems must also affect the manu- 
facturer and the retailer. Over-production has 
been cited as the one element responsible for 
unsatisfactory financial returns in the last three 
years, he went on, and yet there has been a 
sincere effort on the part of the manufacturers 
to control output, amounting to a decrease of 
15 percent or about 5,000,000,000 feet in this 
current year. But the industry is not content 
to reduce production to a decreasing demand; 
it is alert to increase the power of absorption 
and is working on the side of the question 
that there is an under-demand which requires 
as much if not more thought than over-produc- 
tion. Over-production may be very small and 
yet if there is any surplus at all it presses on 
the market and affects the price. In the final 
analysis production is strictly a manufacturer’s 
problem, because about all the wholesaler can 
do is to advise his mill connections regarding 
market prospects and conditions. “There never 
was a time,” asserted Mr. Schupner, “when the 
wholesaler was more alert toward making him- 
self a master of efficiency in lumber distribu- 
tion.” He then went on to summarize nine 
distinct problems as peculiarly those of the 
wholesaler : 


Mr. Schupner termed commission buying as 
demoralizing as the wholesaler selling direct 
to carpenters and builders, and he asserted it is 
bad for the mills because it competes with their 
established outlets. 


Times are changing, he continued, large 
mills are producing better manufactured 
and drier lumber. With improved facilities of 
production, kiln drying, inspection etc., they 
are raising the standard. More lumber is 
sold on association inspection than ever be- 
fore and wholesalers handling the product of 
small mills realize they must help them pro- 
duce better material to compete with the 
larger outputs. This requires constant visits 
to mill points and the responsibility for meet- 
ing this condition is one which the whole- 
saler has assumed, as you all know from the 
higher character of the lumber obtained. 

A good lumber salesman is no longer an 
order taker. Lumber does not sell itself. We 
have competition—species against species, 
and sometimes within the same species—but 
most of all we must meet the competition 
of substitutes. This means that the in- 
formed salesman today must be qualified to 
discuss the merits of his goods on an en- 
tirely different basis than heretofore. To 
keep posted he must know his stuff. He is 
taught not to over-represent and to make 
no rash promises which can’t be fulfilled. He 
is his principal’s spokesman and an im- 
portant factor in trade promotion in the 
mutual interest of both buyer and seller. 

There never was a time when the whole- 
saler was more alert; when manufacturers, 
wholesalers and retailers worked so closely 
together to develop efficient distribution prac- 
tices; when manufacturers, wholesalers and 
retailers were so closely knit toward a com- 
mon purpose; when both of the other branches 
recognized how highly the organized whole- 
sale industry has placed its aims and pur- 
poses; and there never was a time when the 
established wholesaler was so highly re- 
garded. 


Pointing out that in eighty years American 
lumber production had climbed from 5,000,000,- 
000 feet in 1850 to 46,000,000,000 in 1909, the 
peak year, dropped to 30,000,000,000 feet in the 


great business depression of 1921, recovered to 
40,000,000,000 feet in 1925 and been going 
down hill since, Mr. McGill declared there had 


been a 50 percent increase in the number of | 


uses for lumber in the last fifteen years, and 
yet per capita consumption this year is only 
240 board feet, a drop from 260 in 1929 and 
270 feet in 1928. Outstanding features of lum- 
ber’s economic situation cited by Mr. McGill 
were these: 

As radio has affected the phonograph and 
piano industries and rayon has affected other 
textiles, so has the production of synthetic 
building materials affected lumber. Today 
there are a score of nationally advertised 
building materials—fabroids, shingles, wall 
board ete., the result of research, which 
strongly compete with lumber. This broad 
and far-reaching movement has not reached 
its peak. 


Business With West Side 
Club Better 


[Special telegram to AMERICAN LUMBERMAN] 


Pine Biurr, ArK., Nov. 19.—The West Side 
Hardwood Club held its regular monthly meet- 
ing at the Hotel Pines today. After an ex- 
cellent dinner the meeting was called to order 
by President A. G. Wheeler and the first order 
ot business was the taking of stock statistics as 
compiled by Secretary O. S. Robinson, which 
showed for 27 mills reporting 2,890,000 feet of 
green flooring oak and 6,250,000 feet of dry, 
with orders tor this item totaling 865,000 feet. 
Orders for other hardwoods amounted to 11,- 
600,000 feet; logs on hand 7,000,500 feet with 
total stocks of green and dry lumber 81,633,000 
feet. 

A general discussion of conditions showed 
that as a whole business is somewhat better, 
although prices are still nothing to brag about. 
Inch common sap gum has been selling at 
around $20 to $22 mill, with a few sales under 
$20, and quite a large amount of this item has 
been disposed of. There is a good demand for 
tough ash in 2-inch thickness and inch No. 1 
common plain red oak. Several million feet of 
this item has been recently disposed of for ex- 
port, most of it being surfaced to %-inch thick- 
ness. The export business is good, particularly 
in oak and ash. Numerous sales of flooring 
oak were made, the price being $29, $19 and 
$12, mill, for white oak in Nos. 1, 2 and 3-A 
grades. 

The body plants are running at practically 
full speed and numerous releases on orders have 
been received from the Memphis plants. One 
mill reported a sale of 3,000 feet inch cypress 
to a concern 200 miles from Pine Bluff. It had 
to have this stock at once and sent its truck 
this distance to get it. This is the latest thing 
in hand-to-mouth buying. No doubt this same 
condition prevails at many of the consuming 
factories. 

Donald R. Brewster, of the National Lumber 
Manufacturers’ Association, made a very in- 
teresting and instructive talk covering many 
questions pertaining to the lumber industry. 
One of the interesting facts brought out by 
Mr. Brewster, concerning which none of the 
Arkansas members of the club knew, was 
that the State legislature had passed a law that 
any rural school or other schools built with 
State aid must be of brick veneer. Mr. Brew- 
ster then read a resolution which is being spon- 
sored by the institute and others, petitioning 
Congress to provide in the forthcoming agri- 
cultural appropriation bill for the fiscal year 
1932 an appropriation of at least $50,000 for an 
enlarged and adequate program of research by 
the Forest Service on the manufacture, season- 
ing, properties and utilization of southern hard- 
woods, 

This resolution which was unanimously en- 
dorsed by the club will be put before various 
other lumber clubs and organizations for en- 
dorsement. 


The next meeting of this club will be held at 
the Hotel Pines here on Dec. 17. 








New York Association 
in Annual 


New York, Noy. 17.—Conrad N. Pitcher, of 
the Wright Lumber Co., for years active in the 
affairs of the New York Lumber Trade Asso- 
ciation and a charter member of the Nylta Club, 
was elected president of the association at its 
forty-fourth annual meeting held last Wednes- 
day in the organization’s rooms in Grand Cen- 
tral Terminal. 

Frederick J. Bruce, president of Frederick 
J. Bruce (Inc.), and also an active organiza- 
tion man and former president of the Nylta 
Club, was elected as the association’s vice 
president. 

For the first time in the history of the lum- 
ber industry wholesalers, retailers and em- 
ployees of both are banded together for the 
common good of all as a result of the adop- 
tion at the annual session of a new constity- 
tion. 

Since the last annual meeting, committees 
have been at work drawing up plans for the 
amalgamation and today the retail and whole- 
sale groups and the Nylta Club all have rep- 
resentation on the association’s board of trus- 
tees. 

The first board of trustees, pursuant to the 
election last Wednesday, will be made up as 
follows: A‘ 

Retail group—Everett L. Barnard, Jacob 


Bayer, William E. Code and Andrew H. 
Dykes. 


Wholesale group—Frank S. Davis, Frank 
A. Niles, Otis N. Shepard and Bernard L. Tim. 

Nylta Club—Henry G. Boe and Joseph E. 
Masterson. 

Much of the time at the annual was devoted 
to consideration of the new constitution, which 
had been previously approved separately by the 
several groups. In the case of the Nylta Club, 
it was necessary for it to revise its own con- 
stitution in order to permit of its joining the 
amalgamation. This was accomplished only a 
short time ago. 

It was pointed out at the meeting that while 
the matter of bringing the lumber industry 
under one co-operative head, as it were, had 
entailed a tremendous amount of work by the 
several committees the entire task had been ac- 
complished in a spirit of utmost harmony. The 
general belief was expressed that the New York 
Lumber Trade Association under the new 
order of things will be able to go forward into 
a field of greater usefulness than it has ever 
before known. 

In retiring from the presidency after serving 
two consecutive terms, Frank A. Niles, presi- 
dent of the firm that bears his name, made an 
address covering some of the activities of the 
association and closed with a plea for even 
greater co-operation among all elements in the 
organization. 

Mr. Niles declared that without co-operation 
between competitors, whether wholesalers or 
retailers or both, no association could be of 
material benefit to the industry which it serves. 

Allen E. Beals, of the Dow Service, was 
the convention speaker. His subject was “Why 
Business is Better.” Mr. Beals described the 
number of cycles in which the depression had 
been even worse than it is today and intro- 
duced newspaper clippings to show that the 
general trend in building operations has a much 
brighter outlook than existed a short time ago. 

H. B. Coho, the secretary, presented his an- 
nual report, which was approved. 








Plans Development of Timber 


MINERAL BLurr, GA., Nov. 17.—Announce- 
ment is made here that Walter T. and Edgar 
B. Shaffer, of Akron, Ohio, have purchased 
from C. G. Baugh, Mineral Bluff, Ga., 5,000 
acres of hardwood timber land in Bledsoe 
County, Tennessee, and have the refusal on 
50,000 acres additional. Edgar B. Shaffer states 
that it is planned to develop this property in 
the near future. 
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Hardwood 


Exporters Are Best Buyers 


Mempuis, TENN., Nov. 17.—Southern hard- 
wood prices remain unchanged. The buying 
has been by practically all groups, but not in 
large volume. Orders from automobile manu- 
facturers continue few, but every week some 
are received, and an occasional sizable order 
comes from a plant that has resumed produc- 
tion. The best demand continues to come from 
furniture manufacturers, who apparently are 
operating, but this volume of business is far 
below the seasonal average. The box and crate 
manufacturers are still buying low grades. A 
few orders are being received from interior 
trim and from sash and door manufacturers, 
but this business is also slack for this season. 
The planing mills have been buying some hard- 
woods, and there has been a fairly good de- 
mand from manufacturers of oak flooring. Some 
fairly good sized orders have been accepted, 
but volume has been far less than it should be 
at this time, and prices are exceptionally low. 
The flooring manufacturers are said to have 
large stocks of flooring, and are not eager to 
resume operations until a better demand is 
forthcoming. Probably the best section of the 
market is export. Some fairly good sized 
orders have been coming trom foreign buyers, 
and overseas shipments have held up exception- 
ally well. The continuation through March of 
the low ocean rates quoted sometime ago has 
resulted in the acceptance of a few orders from 
shipment during the first part of next year, but 
this volume is not as large as usual for the last 
few months of the year. 

Production continues low, and mills are not 
wanting to increase it until demand shows some 
improvement. A few mills have started in the 
last few weeks on reduced schedules, more to 
aid the unemployment than to increase produc- 
tion. Production is still about the same as 
sales. 


Bank Failures Hurt Demand 


LouisviLLe, Ky., Nov. 17.—Hardwood prices 
last week remained about stationary, while de- 
mand was slow. There has been a little scat- 
tered demand for automotive woods, and fair 
demand for crate and box grades. Flooring 
grades remain dull. Planers have not been 
buying much. Export demand is dull. The 
market is far from satisfactory, and indications 
point to dull demand the rest of the year. Quo- 
tations on inch hardwoods, f. o. b. Louisville, 
are about as follows: Poplar, FAS, southern, 
$75@77; Appalachian, $90; saps and selects, 
southern, $48@50; Appalachian, $60; No. 1, 
southern, $35@38; Appalachian, $45; No. 2-A, 
southern, $28@30; Appalachian, $33@35; 2-B, 
any district, $20@22. Walnut, FAS, $235@ 
240; selects, $155; No. 1 common, $85; No. 2 
common, $35. Sap gum, plain, $43; common, 
$30; quartered, FAS, $53; common, $35. Red 
gum, plain, FAS, $88; common, $43@45; quar- 
tered red gum, $2 premium over plain. Ash, 
FAS, $70; common, $45. Cottonwood, FAS, 
$45; common, $30. Oak, southern red, FAS, 
$58; common, $40@42; white oak, FAS, $75 
@80; common, $45@47; Appalachian red oak, 
plain, FAS, $75@80; common, $48; white, 
plain, FAS, $90@95; common, $55; quartered 
white, FAS, $125; common, $75@80; sound 
wormy oak, $28. 

The financial situation in Kentucky, Tennes- 
see and Arkansas has been hurt by the crash of 
Caldwell & Co., investment bankers in Nash- 
ville, which dragged down many other banks, 
including ‘three in~ Louisville. Following clos- 
ing today of the National Bank of Kentucky, 
Louisville Trust Co. and Security Bank, also 
two negro banks here, and a bank at Franklin, 
Ky., as well as merger of three banks at Pa- 
ducah to provide a united front, there has been 


For Current 


Inquiries Are 


considerable speculation regarding the effects 
on banks out over the State, many of which were 
correspondents of the Bank of Kentucky, which 
had been known as the largest banking insti- 
tution in the South, until last week four finan- 
cial interests at Louisville were merged into 
what is now termed the largest bank of the 
South. Business was quiet about Louisville to- 
day. Some Louisville lumber concerns, which 
had been using the failed institutions, were find- 
ing it necessary today to make new banking 
arrangements, and a good many consumers of 
lumber were affected, and too busy with their 
own financial affairs to be interested in buying. 


Trade Has Slowed Down 


CINCINNATI, Onto, Nov. 18.—Hardwood 
business in the Cincinnati district was almost 
at a standstill last week. There has been, how- 
ever, an increase in inquiry for the general list. 
Only small lots, mostly mixed carlots, were 
sought. Factory items of gum, chestnut and 
poplar were wanted mostly, with some oak. 
Ash and maple were slow. Absence of inquiry 
from the automobile and furniture factories was 
noted. Some dimension is wanted by chair and 
table plants, and corewood by the cabinet trade 
and radio manufacturers. Implement factories 
were taking a little. Wholesalers in the East 
and- Northeast were in the market for small 
lots, and interior trim and millwork plants were 
also looking around. Wholesalers said that 
buyers were taking full advantage of the pre- 
vailing dull demand, that there was much kick- 
ing on grades, and attempts to beat down prices. 
The export market is dull, there being almost 
no inquiry of a satisfactory character. 

Business in pine and cypress was dull, with 
cypress prices more or less demoralized. Pa- 
cific coast woods were draggy. 

D. E. Buchanan, former salesman of M. B. 
Farrin Lumber Co., who established a commis- 
sion lumber business here about six weeks ago, 
has been appointed salesman for the North 
Carolina-Virginia territory of the Atlas Lum- 
ber Co., according to an announcement made 
today by E. M. Bonner, secretary-treasurer of 
that company. His headquarters will be at 
High Point, N. C., for the present. 


Office Furniture Has Home Charm 


Boston, MAss., Nov. 18.—The modern ten- 
dency is to get away from the cold, strictly 
office type of furniture, in the better class of 
business establishments, and to substitute pieces 
that will combine charm with business effi- 
ciency, according to the Doten-Dunton Desk 
Co., which reports encouraging success, despite 
current business conditions, in developing a 
market for high-grade furniture built of the 
finest woods. The company’s show-rooms at 32 
Franklin Street display some striking examples 
of the charm that may be achieved with the 
best of selected lumber fashioned by skillful 
craftsmen, and a representative of the AMERI- 
CAN LUMBERMAN who was given the privilege 
of inspecting the attractions was able to under- 
stand why the owners of many offices are lately 
deciding to conduct their business in surround- 
ings closely akin in charm to that found in 
well-appointed homes. 

Maj. A. W. Smith, vice president George 
McQuesten Co., has returned from a trip of 
nearly two months to the Far East, where he 
spent some years immediately after the World 
War studying the teak industry. He is in 
charge’ of the intensive activities of the George 
McQuesten Co., which is developing demand 
for this famous wood. Shipyards are buying 
very little teak at present, Maj. Smith stated, 
but other sources*of consumption are being de- 
veloped quite rapidly. 


Increasing 


Buying Is For Prompt Delivery 


Burralo, N. Y., Nov. 18.— The hardwood 
market is showing a little increase in activity, 
as compared with several weeks ago, the buy- 
ing being distributed over a number of woods. 
Where orders are placed they are almost in- 
variably accompanied by instructions that as 
prompt delivery as possible be made. Some 
wholesalers say that there is less disposition to 
hold off on account of inventory taking than is 
usual at this time of year, though many con- 
sumers are keeping their stocks to a minimum, 
buying only when they have immediate need of 
lumber. 

O. W. Webster, of Dalton, Pa., who has had 
a number of years’ experience in the lumber 
trade, will represent Mixer & Co. in the hard 
coal region of Pennsylvania. 

Wilbur Baltes is now on the sales force of 
Palburn (Inc.), covering western and northern 
New York. He has been connected with the 
lumber business of his father, L. J. Baltes, in 
North Tonawanda. 

W. H. Brooks, assistant sales manager Ar- 
kansas Oak Flooring Co., Pine Bluff, Ark., 
was a visitor last week at the office of the Na- 
tional Lumber Co. 

Elmer J. Sturm, vice president Yeager Lum- 
ber Co., attended the Notre Dame-University 
of Pennsylvania football game in Philadelphia 
and visited his son, who is a student in the 
latter institution. 

Charles N. Perrin, of Blakeslee, Perrin & 
Darling, has returned from a deer hunting trip 
in the Adirondacks. 


Foreign Outlook Cheerful 


Boston, Mass., Nov. 18.—Poplar is ranking 
high among the best selling hardwoods in the 
domestic market. Taken as a whole, sales are 
disappointing, however, although the inquiries 
coming from abroad ‘are a cheerful feature. 
Buying by domestic consumers is hand-to- 
mouth, but some inquiries indicates a growing 
interest in future deliveries, but these inquiries 
are likely to result only in a cautious order for 
early requirements. Insistence upon very quick 
shipment features most of the orders being 
placed. 

Low prices for flooring are not stimulating 
forward buying. First grade plain white oak 
flooring has dropped another $1 to $79. Low for 
second grade is $57, and for third grade, $38. 
First grade maple flooring from Michigan was 
offered last week down to $85. First grade 
American birch flooring is quoted $75@78. 

Sales of hardwoods are reported within the 
following range for FAS and No. 1 common 
4/4: Ash, $81@88 and $52@54; basswood, $75 
@80 and $52@56; beech, $70@75 and $52@56: 
birch, $85@95 and $53@58; maple, $84@90 and 
$54@60; oak, plain hard red, $70@75 and $52 
@56; plain hard white, $92@96 and $56@59; 
plain soft white, $105@110 and $61@67; quar- 
tered white, medium texture, $130@135 and $80 
@84; soft, $145@150 and $92@98. Poplar, 
medium texture is: FAS, $80@87; saps, $56@ 
61; No. 1, $44@48; soft, FAS, $103@110; 
saps, $73@77; No. 1, $59@60. 

Several shipments of teak, mahogany and 
other choice lumber have lately been received 
at Boston for the account of Javitz & Son, im- 
porters of Far East products who have head- 
quarters in New York City. The Fuller Thur- 
ber Co. and the Barris Lumber Co. received 
75,000 feet of Spanish hardwoods a few days 
ago. Palmer & Parker received 795 African 
mahogany logs from Axim. 





Potitics Topay 


“And may the best man win.” 
“But there’s a girl in this race.” 


Market Prices on Hardwoods See Pages 69 and 70 
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Lumber 


[By T. F. Laist, Chairman Subcommittee on Treated Lumber, National Committee on Wood Utilization] 


Just when retail lumber dealers are more alert to new business oppor- 
tunities than ever the distribution of treated lumber comes to the 
front. Treated or chemically preserved wood is not new, but heretofore 
only a comparatively few retail lumber dealers have taken advantage of 
the trade possibilities which it offers when carried in stock in standard 
sizes and grades suitable for house, small building construction and farm 
uses. As such, treated lumber affords a new and profitable field to the 
retail dealer. 

Most lumbermen agree that if lumber as a building material is to re- 
tain its present position, constant efforts must be directed toward in- 
creasing its usefulness to the ultimate consumer. Through the application 

















At as low a cost as $100, treated lumber—that which is impregnated with 

a chemical preservative to protect it against decay and insect attack— 

may be installed in the average house. Treated material was used in the 

sills, joists and foundation structure of this typically American home of 
T. R. Miller at Brewton, Ala. 


of preservatives to wood, its chief enemies—decay and depreciation 
through insect attack—are checked. In the past a large market has been 
lost to wood for purposes where its use would have been both desirable 
and economical had it been treated. In many instances the question today 
is whether to use treated wood or dispense with lumber altogether. 

These facts are generally recognized, and as a result the progressive 
retail lumberman is on the lookout for ways and means of not only 
maintaining present markets, but of opening new ones. Manufacturers 
and wholesalers already have exploited treated lumber in the railroad 
and industrial field, and have increased the volume and profits of their 
business. Only a small portion of this business, however, has passed 
through the retail dealer because it has not been practicable to carry in 
stock the items and quantities desired. 

It has been almost impossible for the small user to obtain the few 
hundred feet of treated lumber in the proper sizes and grades that he 
has needed to give his buildings the protection against decay and insect 
attack which they should have. 

As a result of this situation within the lumber and wood preserving 
industry itself, the home builders, the small consumer, and until recently 
even architects and contractors, have looked upon treated wood as of 
usefulness mainly in heavy requirements, and readily available only in 
large quantities. As advances have been recorded in the home building 
field, however, architects and builders have gradually come to realize 
that treated lumber is suited to many of their needs in houses and small 
buildings. Herein lies new business for the retail lumber dealer who 
stocks items and grades which can be employed. 


Making the Material Available Through the Retailer 


Distribution through the retail dealer is the logical means of making 
this material available to the millions of small consumers. Retail lumber 
dealers are realizing this new business opportunity, and many are install- 
ing stocks of treated material. However, in Ohio where a systematized 
plan cf distribution is being carried out under the sponsorship of the 


Handling of Treate 





Offers New Field 
for the Retail 
Dealer 


National Committee on Wood Utilization of the Department of Com- 
merce, the greatest advances are being made. 

This plan, which is being worked out in co-operation with the Ohio 
Association of Retail Lumber Dealers, has two major purposes. First, 
of making supplies of treated lumber in sizes and grades suitable to 
house and small building construction available through the retail lum- 
ber dealers. Secondly, the plan provides for a widespread promotion 
campaign to familiarize the consuming public with the advantages and 
uses of treated wood. By virtue of several months’ activity, treated 
lumber may be obtained through the retail lumber yards in Ohio in the 
following standard sizes and grades: 


Softwoods 
Pressure Treatment—Zinc Chloride or Creosote 


No. 1 Com, 848 Std. 


2x6—20-ft. lengths 
2x8—14-ft. lengths 
2x8—16-ft. lengths 
2x8—18-ft. lengths 
2x8—20-ft. lengths 
2x10—14-ft. lengths 
2x10—16-ft. lengths 


No. 1 Com. Rough 


6x8—16-ft. lengths 
6x8—18-ft. lengths 
6x8—20-ft. lengths 


Rough No. 1 Com. 


2x4—-14-ft. lengths 
2x4—16-ft. lengths 
2x4—-18-ft. lengths 
2x4—20-ft. lengths 
2x6—14-ft. lengths 
2x6—16-ft. lengths 
2x6—18-ft. lengths 


2x10—18-ft. lengths 
2x10—20-ft. lengths 
2x12—-14-ft. lengths 
2x12—16-ft. lengths 
2x12—18-ft. lengths 
2x12—20-ft. lengths 


4x4—-16-ft. lengths 
4x4—18-ft. lengths 
4x4—-20-ft. lengths 


6x 6—16-ft. lengths 
6x 6—18-ft. lengths 
6x 6—20-ft. lengths 


1x6 Boards 1x8 Boards 
Pressure Treatment—dZinc Chloride Only 
ee ee Oa No. 2 Shop Rough eViaritnanenne No. 1 Shop Rough 


With supplies of treated lumber available, the National Committee 
and its co-operating agencies are engaged in familiarizing the lumber 
consuming public with its uses. “Treated Lumber, Its Uses and Econo- 
mies,” a new bulletin, has just been published by the committee and is 
being given a wide distribution among lumber users. The Ohio retail 
lumber dealers are aiding the movement by calling the attention of their 
architects, contractors and builders to the new publication which recom- 
mends treated lumber for use in house, small building and farm con- 
struction. In this connection the bulletin says: 

The acquisition of a home is in most instances the most important 
investment which the average citizen undertakes. Generally home 
ownership depends on the securing of a loan, and the terms of this 
loan are based largely on the value represented by the house. It is 
therefore evident that the home owner must not only consider the 
quest‘on of good design, plan and construction, but he must also 
check up on the quality of the building materials used because the 














Stocks of treated lumber in sizes and grades suitable for house and small 
building construction are now available through the retail lumber yards 
in Ohio. The National Committee on Wood Utilization of the Depart- 
ment of Commerce is sponsoring the retail distribution of treated lwm- 
ber in co-operation with the Ohio Association of Retail Lumber Dealers 
and the Service Bureau of the American Wood Preservers’ Association 
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lumber consumer, 





Treated lumber is being used for sills to protect parts in contact with 
the soil or exposed to insect attack and decay 


life of the house is in direct proportion to the life of the materials 
The best construction methods will not prevent premature 
depreciation if good building materials have not been employed. There 
are certain vital parts of a wooden structure which are particularly 
If the home owner will insist on 
protecting his interests by using treated wood for the construction 
of such parts, he will undoubtedly find this fact taken into considera- 


employed. 


subject to decay and insect attack. 


tion by the banker who grants the loan. 
will therefore contribute to the increase in individual home ownership. 


Other Uses the Retailer May Recommend 

Certain trends of modern architecture favor setting the house as close 
to the ground as possible, and in such cases treated wood may be used 
to advantage in foundations and sills, according to the new bulletin 
which points out other uses which the retail lumber dealer may recom- 
mend to his customers as follows: 

In many cases home owners are desirous of remodeling their houses 
and thus an opportunity for the use of treated lumber may be offered. 
The aim of the National Committee on Wood Utilization is to interest 
the small consumer in the use of preserved wood to protect his in- 
If larger consumers of preserved wood, such as railroads 
and public utilities, have been able to effect appreciable economy 
through its use, it is reasonable to expect that proportionately greater 
savings will accrue to the smaller consumers on whom the burden of 
repair and premature depreciation rests more heavily. 
the National Committee on Wood Utilization is sponsoring the retail 
distribution of treated lumber, to make it available to the average 





The use of preserved wood 


Fer this reason 


Retail lumber dealers in other States will doubtless watch the progress 
of the treated wood movement in Ohio with an eye toward ‘capitalizing on 
the distribution of this material themselves. 
obtained from the National Committee on Wood Utilization at Wash- 
ington and copies of the new bulletin may be obtained at a nominal 
charge from the Superintendent of Documents, Government - Printing 
Office, Washington, .D. C., or through the district and co-operative 
offices of the bureau of foreign and domestic commerce, Department of 
Commerce, in leading cities throughout the country. 


Full information can be 


Federal Forestry and Forest Research Activities 


Utilization of Black Locust 


Black locust trees of high quality and large 
size are becoming less plentiful, according to 
John B. Cuno, wood technologist at the Forest 
Products Laboratory, Madison, Wis. There is 
no danger of a black locust famine at the pres- 
ent rate of consumption, Mr. Cuno says, but 
the cutting of small and defective trees causes 
considerable waste. 

The ideal method of cutting black locust in 
the forest, he says, is to take the largest and 
most available wood for such uses as insulator 
pins and wagon hubs and the defective material 
for fence posts. It is false economy to cut 
small material for hubs and pins. The cost of 
cutting, handling and hauling small material 
both in the woods and at the mill is higher than 
for larger material, and a greater proportion 
of the log is lost in sawing bolts from small 
trees. 

The insulator-pin mills, Mr. Cuno adds, 
could improve their methods of cutting up ma- 
terial, storing locust bolts, and stacking locust 
flitches. Checking of bolts and flitches and 
warping and twisting of flitches because of im- 
proper storage cause serious losses. Painting 
the ends of the bolts to prevent rapid loss of 
moisture reduces the loss from checking. 

Circular 131-C—Utilization of Black Locust 
gives specifications for all the principal ar- 
ticles made from this wood. Copies may be 
had from the Office of Information, U. S. De- 
partment of Agriculture, Washington, D. C. 


——————_— 
Tourist Business vs. Forest Fires 


Forest fires mean a definite loss to hotels, 
service stations and others dependent upon 
tourist trade, in addition to the damage they do 
to the forests themselves, according to a recent 
study reported to the Forest Service. Tourists 
apparently avoid forest fires as they would a 
plague. They go away and hesitate to return 
to the stricken area. As a result business often 
suffers when fires break out. Awaking to this 
menace to tourist trade, the business interests 
in many regions are co-operating with Federal 
and State forestry officials to combat fires and 
cut down losses. 

The study, made by State forest officers in a 
western community, showed a falling off of 
tourist business amounting to as much as 88 
percent during a period of forest fires in the 
region. It is apparent that this decline of busi- 
ness also hurts banks, building trades, and 





eventually even real estate values and municipal 
and county tax resources in a region where 
tourist business is an important factor. 

Near the town where the study was made 
an outbreak of forest fires occurred in the 
height of the tourist season. One hotel had 
eighty-five guests the day before the fire. Six 
days later only ten were registered. The re- 
covery in patronage was slow and a week after 
the last fire was out there were only fifty-eight 
guests. Gasoline stations, restaurants and other 
establishments catering to tourist trade lost 50 
percent of their business within four days of 
the outbreak of forest fires. Recovery in all 


*cases took several days after the fires had been 


extinguished. 


War Department Projects 


In reply to questions, Secretary of War Hur- 
ley has announced that the Army is not cutting 
down expenditures, but, on the contrary, the 
War Department expects to spend between 
now and next March on river and harbor and 
construction work between $20,000,000 and 
$25,000,000. 

This will be done by speeding up and ex- 
pediting all the work so that the appropriation 
will be expended during the months of Decem- 
ber, January and February. In order to be 
able to carry on and operate after the first of 
March, Congress will be asked for a deficiency 
appropriation. 

Most of the money, he said, will be expended 
on the Mississippi River and its main tributary, 
the Missouri River, and in addition, on rivers 
and harbors throughout the country. 

This is in line with the announced policy of 
President Hoover to expedite public works and 
public building construction wherever possible, 
as an aid to employment and the easing up of 
the period of depression. The President is now 
at work upon his annual message to Congress, 
the leading recommendation of which is ex- 
pected to urge substantial additional appropria- 
tions be made available for immediate use. 

While the prospective deficit of $180,000,000 
at the end of the current fiscal year may make 
it impossible to continue the 1 percent reduction 
on income taxes that was applied to 1929 in- 
comes, the President is determined to push 
Federal construction energetically and ob- 
viously expects generous co-operation from 
Congress in this effort to relieve unemploy- 
— and boost business and industry in gen- 
eral. 





Road Construction in National Forests 


The Department of Agriculture points out 
that the apportionment of $9,500,000 in forest 
highway funds to twenty-nine States and two 
territories this year is making possible more 
rapid road construction on the national forests 
and is also aiding unemployment. Many of the 
projects will be completed by the end of the 
current fiscal year. To encourage the employ- 
ment of labor the Forest Service is urging 
early completion wherever possible. 

For five years the annual Federal appropria- 
tion for forest highways’ has been $4,500,000. 
Under provisions of the Oddie-Colton Act, 
passed at the last session of Congress, an addi- 
tional $5,000,000 became available on July 1. 

Division of these funds for construction of 
highways within and adjacent to national for- 
ests is made on the basis of area and value of 
the forests. This road-building activity is 
part of a continuing program. An equal amount 
of Federal funds has already been appropriated 
for the work in the fiscal year beginning July 
1, next, and it is quite probable that Congress 
will be urged to make all or part of this addi- 
tional fund immediately available for expen- 
diture in sections where highway construction 
can be carried on during the winter months. 





Moisture-Excluding Coatings 


Circular 128-C—“Effectiveness of Moisture- 
Excluding Coatings on Wood”—just issued by 
the Department of Agriculture, embodies the 
results of 15 years of research work by the 
Forest Products Laboratory of the Forest Serv- 
ice. This research included the principal types 
of ornamental and useful moisture-proofing 
finishes, classified as paints, varnishes, enamels, 
waxes, primers, lacquers, oils, metal leafs, pig- 
ments and powders. 

The coatings were applied according to ap- 
proved methods. The tests involved many 
variations in the compounds and in the number 
of coats applied. The results were observed soon 
after the coatings were applied and also period- 
ically after exposure and weathering. 

It was found that no coating is 100 percent 
effective in excluding moisture. Aluminum leaf 
coatings in combination with paint or varnish 
were found most effective. Next in order were 
aluminum powder paints and varnishes. A few 
proprietary asphaltic and bituminous paints had 
good moisture resistance. Spar varnishes were 


found to increase in effectiveness as the number 
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of coats was increased. The addition of pig- 
ments to varnishes made them more resistant to 
moisture. 

“Demand for a statement of our work to date 
prompted publication of a circular at this time,” 
said George M. Hunt, the author, who is chief 
of the section of wood preservation at the 
Forest Products Laboratory. 

“Experiments are still in progress and un- 
doubtedly will continue for some time to come. 
Moisture changes and the dimension changes 
that accompany them cause most of the diffi- 
culties encountered in using wood. The same is 
true of certain fabrics and other materials used 
in manufacture and handicrafts. Many coat- 
ings that are popularly supposed to prevent 
moisture changes by ‘sealing up’ the wood and 
other materials are only moderately effective. 

“While the quest for ‘ideal’ coatings con- 
tinues, those interested are entitled to a prog- 
ress report.” 

Copies of Circular 128-C may be obtained 
from the Office of Information, Department of 





sider in the construction and design of a home 
were given the prospective home owner. Min. 
iature models and attractive charts revealed 
proper methods of residence construction, em. 
phasizing such features as proper insulation 
correct method of laying shingles, use of treated 
lumber to prevent the attack of insects and 
decay, and the advantages of grade-marked 
lumber. 

Other interesting items were shown in the 
committee’s exhibit. 





Encouraging Home Beautification 


The Federal Board for Vocational Educa- 
tion is encouraging the beautification of homes, 

Stressing the beauty in the home environ- 
ment has both esthetic and utility value, Says 
the board. It develops in the youth an ap- 
preciation of tasty surroundings, imparts 
spiritual ideals and allows for a Satisfying 
use of leisure time. When attention is given 
the home and its surroundings its property 
value rises. Community interest is enhanceq 
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A bungalow exhibited by the Puget Sound Power & Light Co. at Tacoma, Wash., at the Puyal- 
lup Fair, recently was viewed by approximately 80,000 people. The living room, as indicated in 
accompanying illustration, was finished in knotty hemlock panels, which made an attractive job 
and created much favorable comment. These panels were manufactured by the St. Paul & Ta- 
coma Lumber Co. and supplied through the retail yard of the John Dower Lumber Co. 





Agriculture, Washington, D. C., while the sup- 
ply lasts. 





See Wood Utilization Developments 


An opportunity to study at first hand the 
latest developments in wood utilization was 
afforded approximately 100,000 guests at the 
sixth annual industrial exposition conducted last 
week under the auspices of the Washington 
Chamber of Commerce. The exposition was 
staged in the spacious show room of the Wash- 
ington Auditorium. 

The National Committee on Wood Utiliza- 
tion, Department of Commerce, installed an ex- 
hibit designed especially for the exposition and 
graphically portraying how efficient wood-using 
practices would promote commercial reforesta- 
tion which, it was explained, is a matter of na- 
tional concern. 

In view of the fact that 40 percent of the in- 
dustrial plants of this country use wood as a 
primary raw material, the exhibit emphasized 
the point that the continuous raising of timber is 
indispensable to the industrial progress of the 
United States. 

Ideas of some of the essential points to con- 


when citizens devote time and effort toward 
making more attractive their homes and 
yards. 

The home project which includes training 
in artistic maintenance of the premises also 
develops in the student initiative, self-re- 
liance and a capacity to rise above an un- 
attractive and commonplace environment. 


Shook Company to Build Mill 


KLAMATH FAtts, OreE., Nov. 15.—The Tar- 
tar, Webster & Johnson Co. will construct a 
modern sawmill at Lakeview, Ore., next spring. 
It will have a daily capacity of 120,000 feet. 
The company purchased the Underwood Lum- 
ber Co.’s box factory at Lakeview about eigh- 
teen months ago, and has increased that plant’s 
capacity considerably. Excavation for the mill 
log pond is to be started shortly, so that it will 
be ready when the mill is completed early in 
the spring. The company plans to purchase its 
logs from independent loggers in the vicinity of 
Lakeview. The company is recognized as one 
of the largest box shook manufacturers in the 
country. The announcement was made at 
Klamath Falls by J. C. Clark, of the company. 
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FOREIGN LUMBER MARTS 








The material printed below is taken from reports to the Lumber Division by 
foreign offices of the Department of Commerce and American consular offices 


Canadian Exports for Eight Months 


‘i nN, D. C., Nov. 17.—Total water- 
ace oupeeee of lumber and logs from Van- 
couver and New Westminster during the first 
eight months of this year decreased about 8 
percent under the same period of 1929, while 
waterborne shipments to the United States 
increased about 9 percent, according to Nelson 
Pp. Meeks, vice consul at Vancouver, in a 
report to the Lumber Division, Department 
of Commerce. 

Waterborne exports for the first eight 
months this year totaled 331,862,000 board 
feet as compared with 362,712,000 feet in 1929. 
Exports to the United States, on the other 
hand, were 84,525,000 feet this year, against 
77,775,000 feet in 1929. 

For August total exports were 49,201,000 
feet, against 40,175,000 feet in August, 1929, 
while shipments to the United States that 
month were 11,713,000 feet this year and 
8,043,000 feet in 1929. 

Shipments to Canadian Atlantic ports for 
the 8-month period of 1930 total 27,291,000 
feet, against 27,292,000 feet last year, and in 
August, 1930, 3,329,000 feet, against 3,100,000 
feet in August last year. 

The saw log output in British Columbia de- 
creased about 6 percent during the first eight 
months of this year, or from 1,828,133,000 feet 
for the 1929 period to 1,722,754,000 feet this 
year. For August this year the saw log cut 
was 183,764,000 feet, against 251,113,000 feet 
for the same month of 1929. 

A reduction of 50 percent in stumpage dues 
on all burned timber in the Province of Quebec 
eut before March 31, 1931, has been announced 
by Premier Tascherau, with a view to decreas- 
ing unemployment in woods operations, ac- 
cording to Mr. Sabine. The understanding is 
that the Province of New Brunswick will also 
reduce stumpage rates on saw logs from $3 
to $2 per 1,000 board feet, and on other 
classes of timber by one-third of the present 
rate, provided the Dominion Government will 
assist in bearing the resultant loss in revenue. 


Foreign Sales of Finnish Lumber 


Figures compiled by the Finnish Sawmill 
Owners’ Association show that export sales 
up to September 30 of this year aggregated 
1,504,800,000 board feet, of which 42 percent 
were to Great Britain, 14 percent to the 
Netherlands, 39 percent to other European 
countries and 5 percent to overseas countries, 
according to a report from C. Roderick Mathe- 
son, acting commercial attache at Helsingfors. 

Foreign sales of 101 Finnish lumber ex- 
porters up to Sept. 15 were 69 percent of cal- 
culated total export stocks for this year, while 
for the same period a year ago sales were 83 
percent. 

The board of directors of the Architects’ 
Association in Finland is considering a plan 
for the standardization of the size of flush 
plywood doors. It is believed that in addition 
to facilitating the work of local architects 
the production costs at the factories could be 
lowered to such an extent as to enable them 
to produce quantities at competitive prices 
for export. 

It is reported that a new Finnish veneer 
plant will begin operations early in 1931. 


Greater Activity in Egyptian Market 


Charles E. Dickerson, commercial attache at 
Cairo, reports that the Alexandria (Egypt) 
market shows greater activity, with increased 
sales in the interior. Arrivals of American 
pitch pine during August totaled 150,000 board 
feet, compared with none in July or June, with 
demand for this wood normal. American hard- 
wood arrivals in August totaled 500,000 feet, 
compared with none in July and June. Prices 
of American woods remain firm. 

There was a big increase in imports of 
European lumber during August, partly due 
to the approach of the closing of navigation 
on shipments from Finland and Sweden. Ar- 
rivals from Rumania and Sweden in August 
totaled 21,176,000 feet, compared with 6,930,- 


000 feet in July. The demand for European 
woods was described as normal. 

The shares of lumber industries have lost 
heavily in value in recent months on the stock 
markets of Vienna, Budapest, Geneva and 
Zurich, says a report from DeForest Spencer, 
commercial attache, Vienna. This situation 
is said to be due to severe competition that 
has existed this year in the European lumber 
trade. While Sweden and Finland are cur- 
tailing their export of lumber Russia has 
planned an increased export and the other im- 
portant lumber producing countries in eastern 
Europe have not planned any decrease. It 
follows that a surplus of softwood lumber 
is being offered on the Continent, with pro- 
ducers in the interior of the Continent, lack- 
ing direct ocean transportation, being most 
affected by the resulting competition. 





Exports of Box Material 


WASHINGTON, D. C., Nov. 18.—Foreign mar- 
kets provide an outlet for approximately 
100,000,000 feet of box shooks annually. This 
is only a small part of American output of box 
shooks and does not represent the total ex- 
port of box material. Various countries have 
tariffs adjusted to encourage local manufac- 
ture of box shooks. So Pacific coast lumber- 
men are shipping hemlock logs to Chinese box 
makers and hemlock and spruce lumber to 
box factories in Australia. Likewise southern 
exporters of pine and other woods are sup- 
plying Cuban producers of packing boxes with 
virtually all their raw material, as very little 
softwood is produced in ihat island. Hemlock 
and spruce from the Northwest also are being 
used in box plants in the River Plate coun- 
tries of South America. 

Of the box shook export sales, hemlock 
comprises about 65 percent, according to J. C. 
Nellis, assistant chief of the Lumber Division, 
Department of Commerce. This is West Coast 
hemlock from Oregon and Washington, han- 
dled by exporters under the name of Pacific 
hemlock. The miscellaneous class of “other 
box shooks” is about one-eighth of the out- 
ward movement. This includes the pine of 
the western States, poplar and cottonwood in 
the South and pine and birch in the North. 
The gum shooks cover both those made from 
red or sap gum and tupelo and black gum, 

Allied to the box shook trade is the export 
business in veneer fruit and vegetable pack- 
ages. The export sales of this line increased 
last year by about 70 percent compared with 
1928. It does not follow, however, that there 
was a total increase of this proportion be- 
cause this class for veneer packages has been 
carried in the export statistics for only two 
years, and it is not impossible that some pro- 
ducers of these packages, which are largely 
made of southern pine, declared their 1928 
export as southern pine box shooks and their 
1929 foreign sales under the correct heading 
of veneer fruit and vegetable packages. These 
packages are in part made from gum, with 
southern pine veneer slats for the sides, top 
and bottom. The decline of 18 percent in ex- 
port of southern pine box shooks last year 
should be considered along with the 70 per- 
cent increase in exports of fruit and vegetable 
packages. 

It is pointed out that competitors in 
northern Europe have captured practically all 
of the important South African fruit box 
trade, as well as the greater part of the 
European box shook demand, through the pro- 
duction of smooth sawn shooks. These shooks 
are not planed or dressed but are so finely 
sawn that it is not necessary to dress them 
for printing. The United States and Canada 
are the only countries in the world which 
consider it necessary to dress box shooks for 
the purpose of printing. The fine sawn mate- 
rial from northern Europe is suitable for the 
printing’ process and the differential in the 
cost of manufacturing the shooks and in the 
board foot content of the shooks has assisted 
Finland, Norway and Sweden in marketing 
their shooks in many countries. 


(Continued on Page 73) 
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Hammer and Pound 


Pound and hammer, hammer and pound, 
Certain signs there’s a boy around, 

Clawless hammer and crooked nails, 
Splintered ceiling and old tin pails, 

A six-inch board and a two-by-four, 

A saw and chisel and little more, 

And we so old'that we do not know 

How a plane is made, how a boat should go. 


Pound and hammer, hammer and pound, 
And you may not care for the awful sound, 
But it’s sturdy work and it’s healthy play 
That will make a man of a boy some day. 
Were I a mother, were I a dad, 

And a pile of boards and a boy I had, 

I'd try to bear it the best I can, 

For pound and hammer will make a man. 


Pound and hammer, hammer and pound, 
You'll find them both where a boy is found, 
And he will not care if the plane won't fly, 
Or the boat won’t float, for it’s fun to try. 
And the older head with the wrinkled brow 
May learn a lesson from that, somehow. 

It may not work when the thing is done 
That you tried to do, but to try is fun. 


We See b’ the Papers 


Most movies are more to be pitied than cen- 
sored. 


If money is the root of all evil, how good 
we all are now. 


Republicans say it was an off year; awful 
seems a better word. 


Well, anyway, we didn’t have to choose be- 
tween communism and the fascisti. 

The movie parachute jumper is another man 
whose business seems to be falling off. 

The only one of the commodities that appears 
to be scarce is the one you buy them with. 

Another man threatened with unemployment 
is the fellow who isn’t doing the job he has. 


The proposed United States of India would 
embody several features of our own Federal 
Government. 

And, the more we think it over, the more 
welcome they are to several of the features 
aforesaid. 

We would be glad to let them have, for ex- 


ample, the method, and expense, of electing our 
senators. 


Then, if they will please adopt our 20-acre 
ballot, it ought to help the paper industry con- 
siderably. 

We have always believed that the represen- 
tative form of government would be much bet- 
ter than what we have now. 

Hamlet said he was born before his time. 
Maybe he ran for president on the Democratic 
ticket two years too soon. 

Maybe this nation couldn’t survive half slave 
and half free but it seems to get along pretty 
well half dry and half wet. 


When the United States Steel Corporation 
wants to decide something it doesn’t send a 
ballot to all the ore handlers. 


Just as soon as business improves stocks will 
advance, and just as soon as stocks advance 
business will improve. There you are. 

Rain has been about 50 percent below normal 
in the Ohio Valley. Now, you wouldn’t think 
business had anything to do with that. 


This is the time of year when certain lead- 
ers loom as presidential possibilities, but it 
takes a good man to loom for two years. 


In 1950 people will look back to 1930 and 


say, “Oh, yes, that is the year when the foun- 


dations of so many of our great fortunes were 
laid.” 


A plumber worked seven hours for us the 
other day and got $18. We haven't figured oyt 
yet how many hours we worked to get him the 
eighteen. 


Now that the Democrats and Republicans 
have agreed to co-operate to relieve unemploy- 
ment, we hope it won’t be just political unem- 
ployment. 


Between Trains 


Sautt Ste, Mariz, Micu.—Having delivered 
the address at the semiannual meeting of the 
Chamber of Commerce, written a farewell letter 
to the wife, and otherwise arranged our affairs, 
we accepted an invitation to zig-zag up and 
down the river in a speedboat at 37 miles an 
hour. That is about two miles too fast on land, 
and on the water it is twice as fast as that, 
That particular part of the boat in which we 
were perched never touched the water at all, 
but we wish to report to our anxious friends 
and underwriters that we came through intact, 
and in fact rather enjoyed it. 


PittsBpurRGH, Pa.—Lucky the man who was 
born among the mountains or amid the woods, 
for he is likely to take on the stature of the 
things around him. We are thinking about our 
old friend Bennett Chapple, vice president of 
the American Rolling Mill Co., a Wisconsin 
boy, who brought something of the lumber busi- 
ness into the steel business. It would be in- 
teresting to know how many other industries 
are indebted to the lumber industry for its cap- 
tains and its first lieutenants. 

Bennett presided at the annual dinner of the 
National Association of Sheet Metal Contrac- 
tors, and not a metal man present realized that 
the program was provided by a couple of boys 
from the north woods who carry a little of 
those woods with them all through life. 


Place 


The tree does not select its place: 
By man’s intention or God’s grace 
It wakens in some certain space. 


It may be from a mountainside 
It looks forever on the tide, 
And grass, and other things denied. 


It may be in a city street 
It sees a city sick with heat, 
Where trees and heaven never meet. 


It may be, in some torrid land, 
A single shadow on the sand, 
It may by arctic oceans stand. 


And yet my eyes shall never see 
A tree, wherever I may be, 
That does not try to be a tree— 


To stand as straight against the gale 
As some pent orange in a pail, 
Or sheltered birch-tree in the vale— 


To give some spot, however mean, 
Some alley, all it can of green, 
A litle of the forest scene— 


To cool the desert, or make glad 
Some rocky harbor for some lad 
Who once a father’s woodland had. 


And what of me? Some trick of fate 
May set me by the beggars’ gate, 
Not yonder up among the great. 


I, too, may not select the spot; 
But does the tree by cold or hot 
Decide to be a tree or not? 


And creed or color, class or clan, 
In the last column or the van, 
Shall not a man still be a man? 
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Fast, Smooth Cutting 
Saw Rips or Cross-Cuts 
Hard or Soft Wood 


No doubt you have heard about the Planer Saw — the 
SMOOTH CUTTING SIMONDS CIRCULAR SAW 
recently placed on the market. It is actually the SMOOTH- 
EST CUTTING saw which stands fast hand feed and cross- 
cuts or rips equally well on hard or soft woods. Many shops 
are using these saws because they give so much better service 
—frequently eliminating a planing operation—they cut so 
smooth. 


Saws like this may mean a big saving in your plant. 





Write us about the Planer Saw 
We'll be glad to tell you everything. 


SIMONDS SAW AND STEEL COMPANY 
“The Saw Makers” 
ESTABLISHED 1832—FITCHBURG, MASS. 


Chicago, Ill. Lockport, N. Y. Portland, Ore. Montreal, Que. 
Boston, Mass. Memphis, Tenn. San Francisco, Calif. Toronto, Ont. 
Detroit, Mich. Atlanta, Ga. Los Angeles, Calif. Vancouver, B. C. 
New York City London, England Seattle, Wash. St. John, N. B. 


New Orleans, La. 


SIMONDS 


THE PLANER SAW 
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RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 
We Grade it Right and Ship it Quickly. 





Office. 
RUSTON, LA 
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Manufacturers 


Short Leaf Pine and Hardwoods 


C.B. Richard & Co. 


29 Broadway, NEW YORK 


Ocean Freight 
Brokers 
Special department handling export lumber shipments 





Established 1847 


Foreign Forwarders, 
Customs Brokers. We 
handle all classes of 
cargo, collect involees 
and discount drafts. 
Commercial Credits 
for exports & imports 











WARREN AXE & TOOL CO. 


Were awarded highest 


honors Panama - Pacific GRAND ad a 4 
ne 


Internationa! Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500 Axes & Tools 








The Dual Service Card 


As a bearer of your name most 
any card will serve, 
but if you place 
value on 
proper card 
representa- 
tion you 
ought to 
use 


Wiggins Peerless Patent Book-Form Cards 


They perform the dual service of announcing you or your sales- 
nen, while at the sane time adding prestige to your house. Send 
for tab of specimens; detach them one by one and observe the 
superiority of Wiggins engraved cards. You will like their smooth 
edges and the way they are encased Jr convenient book form style. 


The John B. Wiggins Company 
Established 1857 
Freravers Vl>te Makers 
1108 Fullerton Avenue 
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Dependable Wire Rope 


The one red-strand in Hercules 
Wire Rope is our guarantee that 
it isa product of the highest qual- 
ity. That it is a dependable and 
economical logging rope has been 
proven by its years of service in 
that field. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago Denver 
San Francisco 



















Tacoma, Wash. 


Nov. 15.—How architects feel towards lum- 
ber was told members of the Tacoma Lumber- 
men’s Club yesterday by Roland E. Borhek, 
one of Tacoma’s leading architects, who 
frankly gave reasons for the decline in the 
use of lumber in general construction and the 
growing use of other building materials. Mr. 
Borhek’s address was arranged by the special 
committee headed by Corydon Wagner, which 
has been seeking closer co-operation with the 
architects. The speaker declared the wide 
variation in and constant changing of grading 
rules are the principal reasons why architects 
fail to specify lumber in many cases. He 
urged the lumbermen to co-operate more 
closely, declaring that competition among 
themselves was weakening them in their com- 
petition with other materials. He instanced 
several local cases where lumber had lost out 
for different reasons, and declared that, while 
the architect may have a bias for or against 
lumber, his plans are based on what the build- 
ers demand, and in the last analysis it is 
necessary for the lumberman to sell his prod- 
uct to the general public. Mr. Borhek’s talk 
was followed by a general discussion of the 
subject. 

Plans for the annual banquet of the Ta- 
coma Lumbermen’s Club, which has been set 
for Dec. 12, are well under way, and it is 
expected this year’s celebration will eclipse 
all previous affairs of the kind. 

Lumbermen from all parts of the North- 
west gathered here yesterday for a special 
meeting of the West Coast Lumbermen’s As- 
sociation, at which plans were discussed for 
a further curtailment of production so that it 
will equal the present demand. 

Cargo shipments of lumber over the local 
docks showed a considerable spurt this week, 
eight large freighters being in port to load 
lumber for different parts of the world. Three 
of these ships each took more than 1,000,000 
feet. 

Cargo shipments of doors from Tacoma dur- 
ing October totaled 84,282, the bulk of which 
went to the United Kingdom. Box shook ship- 
ments totaled 2,498 tons, of which 1,165 tons 
went abroad, and 1,333 tons to domestic ports. 
Wood pulp shipments amounted to 5,361 tons, 
practically all of which went to the Atlantic 
coast. 

Tacoma lumbermen are taking an active 
part in the campa‘gn inaugurated by the Ta- 
coma Chamber of Commerce to provide work 
for unemployed men and women during the 
winter months. Many Tacomans have pledged 
themselves to carry through at once im- 
provements which would normally be post- 
poned until next spring. 


Minneapolis, Minn. 


Nov. 19.—With inventory time nearing for 
the retail lumber yards, a considerable part 
of current business is of the “hand to mouth” 
variety. Northern white cedar demand has 
fallen off quite sharply during the last week. 
Continuance of highway work, owing to the 
favorable weather that has obtained up to 
the last few days, has created a call for large 
posts for guard rail purposes. Some of the 
Northwest States, including Minnesota, 
have made tentative plans for pushing high- 
way work as much as possible during the 
winter months, and it is possible that these 
projects may have a favorable effect upon the 
cedar market. Short poles are in some de- 
mand, but there is little movement of the 
larger poles. Small-sized posts are moving 
slowly, outdoor work on the farms having 
been finished for the season. 

Reports to W. A. Ellinger, secretary North- 
ern Pine Association, indicate that some of 
the mills expect a fair business the remainder 
of the season, but that most of them do not 
look for much improvement until after the 
first of the year. Rather small orders for 
mixed lots still feature northern pine buying. 
Since northern mills are in position to make 
quick deliveries, their stocks being in pretty 
good assortment, they are enjoying a consid- 


a. 


erable volume of trade. Although car loagq. 
ings from the North have shown a decreage 
recently, the movement by water is said to 
be in considerable volume. Northern pine 
prices are holding firm, with few special con. 
cessions being made, although salesmen are 
quite active on the road. Most of the mills 
have closed for the season, and indications are 
that only one of the larger ones will operate 
during the winter. It is not expected to start 
operations until December. 

Sash and door trade has taken a slight turn 
for the better during the last week. While 
there is little new residence construction yp- 
der way and few modernizing projects, farm- 
ers are building hog and poultry houses jp 
considerable numbers, Such modernizing as 
is being done is in the larger cities, and js 
being stimulated by active campaigns of Twin 
City business men, , 


Seattle, Wash. 


Nov. 15.—A mill representative said: “To 
offset the falling in sales volume, prices seem 
to be holding on all grades. The individual 
firm price policy is steadying the market. 
Some mills are not doing right by putting 
out lists with special items after they have 
agreed to the individual firm price policy. A 
mill which puts out an individual firm price 
list, and then follows this with another list 
based upon the representation that it has a 
big surplus of the particular items on the 
special list, is not abiding by its firm list. 
The special lists would be all right if only 
for straight cars of each item. Some special 
lists show that mills which issue them are 
willing to accept orders for 5,000 feet of a 
special item in a car, at prices below the 
same mill's firm price. This going below the 
individual firm price list by means of a spe- 
cial list to obtain business, is not in har- 
mony with the individual firm price policy.” 

That complaints of wholesalers over their 
inability to make a profit on a 5 percent com- 
mission are interesting millmen is shown by 
the action of George M. Davidson, sales man- 
ager of the Carlsborg Mill & Timber Co., 
Carlsborg, Wash., who is quoted in the weekly 
letter of the north Coast district office of the 
National-American Wholesale Lumber Asso- 
ciation, as follows: “I was a wholesaler a 
number of years and could never understand 
the attitude of many mills in regard to al- 
lowing the wholesaler a fair margin. They 
would pay a commission salesman 5 percent, 
carry the account, absorb claim and credit 
losses etc. But they pay a wholesaler only 
5 percent, and expect him to carry the whole 
burden of distribution costs and live, move 
and have his beans.” The north Coast office 
adds, “That Mr. Davidson practices what he 
preaches is shown by his Oct. 15 net price list, 
which carr‘es this printed footnote: ‘The fol- 
lowing concessions will be allowed for strictly 
wholesale accounts: $2 a thousand on all “C” 
and better grades; $1 on common; 5 cents on 
battens; 5 points on moldings; 5 percent on 
cedar siding.’ ” 

A wholesaler reports price cutting general, 
and inability to make anything from the in- 
dividual firm price lists. However, this oper- 
ator has received orders for several cars to 
be shipped after Jan. 1. Rail trade is declared 
quiet, with a smaller volume than usual mov- 
ing, while car material sales are slower. Re- 
tail yards continue their hand-to-mouth 
buying. 

The export market is practically unchanged. 
United Kingdom business is moving at a 
40 shilling rate, but volume is small. 

Intercoastal space has eased up; one man 
declared he had no trouble getting late No- 
vember space, and could have gotten more. 

Indications of a firmer log market are dis- 
cernible this week, although list prices have 
not changed, Inventories of shingle logs have 
been going down, with the result that shingle 
mills are finding the supply fair but not ex- 
ceed'ngly plentiful, as it has been for some 
months. During the week prices on shingles 


advanced from 20 to 30 cents a _ thousand, 
due to small production and _ higher-priced 
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logs. Mills are not inclined to book ship- 
ments at the old low prices, as a result of the 
improved tone in the log market. One log 
puyer declared that Douglas fir logs are being 
held at $12, $18 and $25 by the larger oper- 
ators, which is list price, but that most sales 
are being made at $11.50, $17.50 and $25. 
Small loggers are selling at more varied 
prices. This operator reports cedar logs 
firmer. Hemlock logs are strong at $11 and 
$12, he says, with supplies adequate. Another 
puyer said the volume of logs moving is too 
small to determine a basic market price. He 
declared Douglas fir log sales are being made 
at $11, $17 and $24; that hemiock logs are 
weaker, selling at $10.50 and $12.50, while 
cedar logs bring $12 and $24. This operator 
stated that rumors are current that British 
Columbia logs are getting scarcer, and that 
prices have advanced 75 cents. 

Lind & Johnson, who operate an electric mill 
at Preston, Wash., are making 16-, 24-, and 
32-inch shingles, sawed in the part to be cov- 
ered, and left rustic in the exposed portion. 


Vancouver, B. C. 


Nov. 15.—An inquiry for 2,000,000 Douglas 
fir ties for British railways has been received 
by the Government of British Columbia this 
week. This inquiry comes as a direct result 
of a shipment of 200,000 ties to the United 
Kingdom this summer, which have proved 
highly satisfactory. The ties are creosoted 
by special process in England. It is hoped 
that this inquiry is but the forerunner of 
extensive trade for British Columbia lumber- 
men. The combined tie requirements of the 
British Railways run into an enormous fig- 
ure annually. 


Portland, Ore. 


Nov. 15.—China showed some signs during 
the week of resuming lumber buying, al- 
though only in a small way. European busi- 
ness was reported about normal. South 
America showed little’ interest. Atlantic 
coast and. California markets were reported 
quiet. No new developments were reported 
in rail business. 

With winter approaching, logging camps in 
the Columbia River district are looking for- 
ward to the annual shutdown, which this 
year will probably be longer than normal, 
since logs are plentiful enough for any de- 
mand that may reasonably be expected. One 
company, the Tideport Logging Co., operat- 
ing on Young’s River, near Astoria, shut 
down Nov. 1, and is not to reopen before next 
spring. 

L. A. Nelson, secretary for Oregon of the 
West Coast Lumbermen’s Association, will 
return to Portland in about two weeks from 
a tour of California for the association. 

S. V. Fullaway, secretary-manager of the 
Western Pine Manufacturers’ Association, 
returned Thursday from Chicago, where he 
atended conferences. He said that the vol- 
ume of pine business transacted during the 
last few days showed some improvement. 


New York, N. Y. 


Nov. 17.—Prof. Samuel J. Record, of Yale 
University, lectured on “The Forest Re- 
sources of the World” at last Friday night’s 
meeting of the Nylta Club. Dr. Record ex- 
hibited a fine collection of wood specimens. 

The New York Lumber Trade Association 
has received thanks from the Merchants As- 
sociation of New York for its assistance in 
the “Greater New York Industrial Safety 
Contest.” H. B. Coho, secretary of the asso- 
ciation, served on the contest committee. 

The Westchester Building Material Sales- 
men’s Club will hold its November meeting 
next Monday night. The club is seeking 
closer contact with the Building Material 
Men’s Association of Westchester County. 

The “Buy Now” campaign inaugurated by 
Herman Rosenstein, of the Baldwin Sash 
Door & Trim Co., Baldwin, Long Island, has 
been officially endorsed in a letter received 
from Vice President Charles Curtis. Mr. 
Rosenstein offered the entire stock of his com- 


pany at cost. Vice President Curtis wrote 
that the Baldwin firm had “exhibited a fine 
spirit.” The campaign has been copied in 
other sections, notably in Philadelphia, ac- 
cording to reports received by Mr. Rosen- 
stein. 

More than seventy-five builders and artisans 
were the guests recently at a dinner given 
in the Bayshore Methodist Church by offi- 
cials of the Queensborough Lumber Co. and 
the Duralith Corporation. G. A. Mitchell, 
president, and George M. Stevens, treasurer 
of the Queensborough Lumber Co., were 


present. 
Macon, Ga. 


Nov. 17.—The roofer market continues dull. 
Because of rains since Nov. 10 there has been 
practically no activity at the few mills that 
were trying to operate. Country roads, lead- 
ing out of the camps to the paved hignways, 
are reported to be almost impassable, so that 
no roofers are being delivered at marketing 
centers in this territory. 

Long leaf mills in southern Georgia are at 
a standstill, due to the rains during the last 
ten days, and because of lack of orders. 
Longleaf mills believe that railroads which 
have been curtailing to the limit, operating 
their shops five days a month, will return to 
normal after the Christmas holidays and be- 
gin to place orders. 

Hardwood manufacturers report a slight 
increase in business as compared with pre- 
vious weeks, which is taken to mean that 
purchasers are getting ready for their an- 
nual inventories. There has been no further 
curtailment, nor is there likely to be, for 
most manufacturers have been holding just 
enough of their crews together to keep their 
equipment in good shape. Rains that have 
been continuous for more than a week have 
stopped all logging operations. The swamps 
have filled up with water and streams are 
again running high. There is a light move- 
ment, mostly to furniture factories of North 
Carolina and Virginia, while some hardwood 
for flooring is being shipped to the East. 

Hugh K. Thurston, mayor of Thomaston, 
Ga., lumber operator and a member of the 
Roofer Manufacturers’ Club, has been elected 
a director of the Georgia Peach Growers’ Ex- 
change. Mr. Thurston has large peach or- 
chards and devotes much of his time to that 
industry. In fact, since the price of roofers 
declined to low levels he has paid more 
attention to peaches than to lumber. 


Norfolk, Va. 


Nov. 17.—Volume of North Carolina pine 
transacted during this month compares favor- 
ably with that booked during October, but 
there are a few more inquiries. Many of 
these inquiries are being sent out to ascer- 
tain if the market has weakened still fur- 
ther, and also to get a line on surplus stocks. 
Many items of North Carolina pine are far 
from: plentiful. Small mills, and some large 
ones, have closed down indefinitely during 
the last thirty days, and actual production 
is at a very low ebb. The buying done dur- 
ing the last few months has gradually eaten 
into surplus stocks, and many mills are now 
hampered in quoting because they do not 
have a sufficient variety of items to offer for 
quick shipments. Prices are still weak, but 
are not likely to go any lower. 

There has been a little better demand for 
edge 4/4 No. 2 and better or B&better, but 
millmen are not disposed to accept very low 
offers made them. Bé&better 4/4 stock widths 
have been moving much better, some straight 
ears being sold. Several large sales of 4/4x3-, 
4- and 6-inch B&better have been made for 
export, and there has also been a better do- 
mestic demand for the other widths. Yards 
are soon going to need more 10- and 12-inch, 
but are not willing to pay the prices asked, 
though these items are scarce, while mills 
are averse to selling more than small lots of 
these two widths. There has also been a fair 
demand for 5/4 and thicker B&better edge 
and stock widths. <A few bark strips are 
moving. No. 3 grade has not been moving so 
well recently. 


Box makers have been more inclined to 
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The Polleys 
Lumber Co. 


Pondosa 
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General Offices and Mills: 
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House Doors, 1-2 or 5 panel, 

Casement or French Doors, 

Garage Doors, 

Turned Columns & Newels, 

Square Built-Up Columns, 

Gutter, Pickets, 

Square or Turned Balus- 
ters, Porch Rail, 

Mouldings, Battens, Lattice, 

K. D. Window, Door and 
Cellar Frames. 


John D. Collins Lumber Co. 
White Bidg., Seattie, Wash. 


ED CARS 


Our Specialty 


YARD AND 
SHED STOCK 
Including Bevel Siding, 

Mouldings, Lath, 
Shingles 


WHITE RIVERL 


LUMBER CO. 


ENUMCLAW, 
WASHINGTON 


WE 
SHIP 


the following 
either in straight 

or mixed cars, 
with yard stock: 








































DAVENPORT 
HOTEL 


Spokane, 
Washington 
Complete hotel and 
dining service. In- , ' 
formal. 600 : Ne 
rooms, outside, 
Fireproof. 
Rates and 
prices are most 
moderate. 


LOUIS M. DAVENPORT, President 


Rendezvous of 
Lumbermen of 
the Northwest. 


























BOOKS FOR LUMBERMEN— 


We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431-S. Dearborn St., Chicago 
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Sugar Pine 


California White Pine (7 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern— Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 
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Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 





Feather River Canyon 


Soft California 
White Pine 
White Fir 


Incense Cedar 























Annual Capacity 60,000,000 Feet. 














A New Book 


HOLT’S RAPID 
ESTIMATOR | 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction. 


Every effort has been exerted to make 
this little book measure up to YOUR 





IDBPAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. S. A. and in 
Canada. 


While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “Building-Costs” 
expert in your community. Bound in 
semi-flexible red leather. 128 pages, 
2%"x5%”, vest pocket size. 


$3.00 Postpaid 


AMERICAN LUMBERMAN 
431 So. Dearborn St. | CHICAGO, ILL 





















buy good air dried edge box. However, ship- 
ments are not wanted too fast. Very little 
kiln dried 4/4 edge box has been bought for 
rail shipment, but one or two large sales 
have been made for delivery in New York 
at around $22 net, f. a. s. barge that port. 
There were also a large sale of 6/4 edge box 
at $1 higher than 4/4, and a sale of 
7/4 at $1 more than 6/4. Not much good 
stock from small mills is being offered. No.1, 
4/4 stock box has been rather quiet. Box 
makers want to buy wide good edge box so 
that they will not have to buy stock widths 
at a premium. The retail yards show little 
interest in stock widths of box, either rough 
or dressed. Box bark strips, 4/4, continue 
very quiet, and prices have been reduced in 
an effort to stimulate demand. 

Planing mill products have been moving 
very slowly. Inquiries for solid cars have 
been very few. Millmen are sticking to their 


prices. Kiln dried or air dried roofers have 
been dull. Prices of roofers remain the 
same. Recent bad weather has further cur- 


tailed production and shipments. 


Birmingham, Ala. 


Nov. 17.—Manufacturers are trying to hold 
to Nov. 1 lists. Special cutting has been 
bringing pretty fair prices, but orders have 
been so limited that some mills have offered 
concessions on longleaf timbers and railroad 
and car stock of certain sizes. Export sales 
show some increase; demand for South 
American schedules is larger. Alabama re- 
tailers in the last two weeks have bought 
less than at any time in the last six months. 
Most yards plan to make no further pur- 
chases until after Jan. 1. Wholesalers com- 
plain of further declines and instability of 
mill prices. One or two mills have advanced 
prices on items that had been selling pretty 
freely, orders for which can not be filled 
promptly. No. 3 dimension, 2x4-inch and 
wider, is $6.50; No. 3 shiplap, 1x8-inch, $8; 
No. 3 flooring, 1x4-inch, $7; No. 2 dimension, 
2x4-inch and wider $10 and $11; No. 3 ceil- 
ing, %x4-inch, $6; No. 2 boards, $12; No. 1 
boards, $23; B &better, $27.50. A few cars of 
1x6-inch No. 3 air dried roofers, S28S&CM, are 
offered at $8.50, regular price being $9. 

Retailers over the State are complaining 
of slow collections, perhaps because this is 
the tax period in Alabama; automobile li- 
censes and tax settlements taking up a lot of 
money. Loans for residence construction, 
based on about 50 percent of actual cost, can 
be secured. Repair and re-roofing jobs are 
being handled on 10- and 12-months’ terms. 


St. Louis, Mo. 


Nov. 18.—Some reports say that there has 
been about a 5 percent improvement on 
southern pine and hardwood prices in this 
market during the last month. These re- 
ports are not general, but there seems to be 
a better feeling, which always presages an 
increase in activity. There is no marked 
change to report this week. Prices on south- 
ern pine, hardwood, West Coast fir, cypress, 
and on ties and railroad material, are still 
about the same. Orders are still backward, 
and buying is expected to remain conserva- 
tive, for some time, with buyers looking for 
the best prices. The retail business here is 
also quiet. 

John W. Higginbotham, vice president and 
general sales manager of the Cyrus Crane 
Willmore Organization, one of the city’s lead- 
ing realty companies and a large builder 
of homes, in referring to St. Louis Hills, one 
of their promotions, said, “Buildings now 
under construction there represent an outlay 
of $350,000. We believe this building reflects 
no credit on us. It simply means that St. 
Louisans know the depression has about run 
its course, and that they have taken advan- 
tage of low prices of materials and the 
plentifulness of skilled labor to build at 
a great saving before conditions start back 
to normalcy, carrying prices higher.” 

The Illinois highway department, Spring- 
field, has advertised for bids for construc- 
tion of a fixed bridge over the Wabash River 
at Mount Carmel, Ill. Bids will be opened 
Dec. 9. Cost is estimated at $750,000, 
Indiana and Illinois each to pay half. Bids 
for the construction of forty-two bridges of 
various types and seventeen miles of graded 
and paved roads in eleven counties were re- 
ceived Nov. 14 by the Arkansas Highway 
Commission. The work involves an expendi- 
ture of more than $500,000. Fredericktown, 


Mo., reports that the St. Francois River bluft 
at Dug Hill has been removed in preparation 
for the bridge which will be built across the 
river. 

The Ozark Hardwood Co., at Bismarck, Mo. 
has shut down temporarily. Poor demand for 
hardwood flooring is assigned as the cause 
of the shutdown. 


Laurel, Miss. 


Nov. 17.—Production of southern pine here 
is greatly curtailed. Mills are in better shape 
than they have been for some time. There 
seems to be a scarcity of several items, espe. 
cially No. 2 kiln dried pine boards in all Sizes, 
also of upper grades of flooring. Nos. 1 and 
2 dimension, which had been dragging, are 
moving somewhat better. Export saps ang 
sawn timber are fairly strong. However, the 
lower grades continue rather slow. 

Unprecedented rains of the last few weeks 
necessitated the closing down of some hard- 
wood mills, and curtailed operations of many 
large mills. It is thought that a number of 
these large mills will be forced to curtail 
even more. Two large mills will be forced 
to close down in a few days for an indefinite 
period, unless there is an immediate let-up 
of the rains. A number of inquiries are noted 
from the furniture buyers, who want delivery 
after the first of the year. They evidently 
consider that the hardwood market has 
touched bottom. 

Mr. Schofield, of the American Pitch Pine 
Co., New Orleans, and Mr. Hall, representa- 
tive in Porto Rico for the company, were re- 
cent visitors to local mills. 


Bogalusa, La. 


Nov. 17.—The William Henry Sullivan 
Memorial Trades School will be dedicated to- 
morrow evening. Gov. Huey P. Long will 
deliver the principal address. In this connec- 
tion an interesting letter has been received 
from Mrs. Betty Sullivan-Frith, of Holly- 
wood, Calif., the daughter of Col. W. H. Sul- 
livan, in which she expresses regret at not 
being able to attend the ceremonies and also 
tells early day anecdotes of Bogalusa. 

A sensational hold-up occurred Nov. 8, 
when three armed men took from G. H. May- 
field, paymaster of the Great Southern Lum- 
ber Co. a $3,300 payroll. 

A 7-car log train, bringing a shipment of 
California redwood cants to Bogalusa from 
New Orleans, for the Great Southern Lum- 
ber Co., was derailed recently at the Abita 
Springs depot. 

The board of directors of the Y. W. C. A. 
here adopted resolutions in memoriam of 
Frank H. Goodyear. 

Aleks Lampen, managing director of 
Tainionkoski Co., a big lumber and paper 
company of Finland, recently visited 
Bogalusa to see the paper operation and the 
reforestation. He was the guest of R. H. 
Laftman, general manager of the Bogalusa 
Paper Co. 

George Field, manager Baer & Thayer 
hardwood mill, left for a 10-day trip to 
Toledo, Ohio, and other eastern and middle- 
western points. 

W. H. Jennings, safety engineer of the 
Great Southern Lumber Co., is reported to be 
satisfactorily recovering from a recent illness. 

Fred Salmen, of Slidell, will accompany J. 
H. Cassidy, president of the City Bank & 
Trust Co., on a short trip to Central America, 
where Mr. Salmen has extensive timber 
holdings. 


Mill Cuts Out; Plant Closed 


_Lurkin, Tex., Nov. 18.—After fifty years of 
continuous operation, the lumber mill here of 
the Long-Bell Lumber Co. has quit business 
and the plant will be dismantled. When the 
mill was started it was in the heart of a pristine 
yellow pine forest. The timber supply has 
finally been exhausted and it became necessary 
to abandon the manufacture of lumber. 








In THE four sections of the South Carolina 
forestry commission’s exhibit at the State Fair, 
Oct. 20-25, may be seen the history, problems, 
value and uses of the State’s timber land, from 
which 20 percent of its population earns its 
livelihood. Moving pictures will show actual 
forestry work. 
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Business Changes 


CALIFORNIA. Tulare—H. C. Evans has pur- 
chased the interest of his partner, H. H. Newby, 
in the Tulare Planing Mill Co. and becomes sole 
owner. 

GEORGIA. Cordele—W. R. Turner, cf Miller, 
is reported to have acquired the plant of the Cor- 
dele Sash, Door & Lumber Co. 


IOWA. Buck Grove—Farmer’s Lumber Co. pur- 
chased by E. C. Crawford, of the Crawford Lum- 
ber Co., Council Bluffs, and Otto Pieken, Logan, 
Iowa, lumberman, and is operating as the Buck 
Grove Lumber Co.; yards being improved and 
stock expanded; Henry J. Hulsebus remains as 
manager. 

MARYLAND. Baltimore — Tinley Bros. Co. 
(Inc.), sash and door manufacturer, sold factory 
building to Demco Co., builder and designer of 
machinery, and discontinues business. 


MICHIGAN. Detroit—Judson Lumber Co. chang- 
ing name to Greenfield Holding Co. 


MISSOURI. St. Joseph—South Park Lumber & 
Coal Co. changing name to South Park Lumber Co. 


NEBRASKA. Litchfield — Cousins Lumber & 
Coal Yards sold to Dierks Lumber & Coal Co. 


NEW YORK. Jamaica—Hillcrest Lumber Co., 
moving to Brooklyn. 


OHIO. Columbus—Dillow Lumber Sales Co. suc- 
ceeded by United Lumber Sales Co. 


OREGON. Mist—Ernest Yocum has purchased 
the Alder Mill of Bonnell & Sons. 

Scio—J. M. Holec has sold his interest in the 
sawmill of Holec & Yocubets, near here, to Amos 
Yocubets. 


SOUTH DAKOTA. Dallas—Nye & Jenks Grain 
Co. sold lumber yards and sheds to Fullerton 
Lumber Co. 


TENNESSEE. Memphis—Oscar Aspgren pur- 
chased the Memphis Planing Mill from H. W. 
Kelley; will add planer and sander machinery and 
soon after the first of next year will build a new 
and modern shop. 


TEXAS. Big Spring—Faw Lumber Co. sold to 
Wm. Cameron Lumber Co. 


New Ventures 


ILLINOIS. Chicago—Fred Kozak has started 
a commission lumber business at 19 S. La Salle St. 


LOUISIANA. Eunice—Frank B. Odom, sawmill 
operator, has opened a lumber yard three miles 
north of Eunice on the Rice Trail. 


MICHIGAN. Detroit—Judson Lumber & Coal 
Co. is starting a retail lumber business. 


MISSOURI. Neosho—G. Tipton has begun a 
planing mill operation. 


NEW MEXICO. Albuquerque—W. G. Ramshaw 
recently began business. 


OREGON. Astoria—Thomason Cabinet & Wood- 
working Plant has opened for business. 

Oregon City—Rupert V. Hauser has started a 
sawmill. 

Portland—Leonard Anderson and S. F. Dubois 
have engaged in business at 632 Union Ave. as 
Acme Roofing Co. 

Portland—Security Shingle & Roofing Co. is the 
name under which W. W. Lewis has engaged in 
business. 


SOUTH DAKOTA. Aberdeen —E. S. Gaynor 
Lumber Co., of Sioux City, Iowa, has established a 
factory here for manufacture of snow fence of 
wood slats and wire cables. 


WASHINGTON. Okanogan—Carl Wilson will 
open the Wilson Cabinet Works in this city at 
once to do woodworking. 

Seattle—W. A. Hailman has opened a cabinet 
and woodworking shop at 4426 California Ave. 


Incorporations 


_ CALIFORNIA. San Francisco—Regal Floor Co., 
incorporated; capital, $25,000; flooring. 


COLORADO. Denver—Conover Lumber Co., in- 
corporated. 


FLORIDA. Groveland—Marshall Timber Co., in- 
corporated; A. D. Marshall interested. 


GEORGIA. Macon-—-Fairyland Mfg. Co., in- 
corporated by R. N. Edwards, of Uvalde; will es- 
tablish plant for manufacture of toy furniture. 


ILLINOIS. Chicago—Roddis Co. increasing cap- 
ital from $10,000 to $100,000. 


MICHIGAN. Center Line—Stillwell-Farnsworth 
ie Co., incorporated; capital, $5,000; sawmill. 

Detroit—Standard Material Corporation, incor- 
Bldg capital, $25,000; old concern; 815 Fisher 


Detroit—Kotcher Separator Corporation, incor- 
porated; capital, $10,000; to manufacture wood 
Products; 9240 Conant Ave. 

Jackson—Equipment Service Co., incorporated; 
capital, $10,000; building supply and equipment; 
807 Reynolds Bldg. 

Kalmazoo—Vosler & DeLoof Co. increasing capi- 
tal to $125,000. 


MISSOURI. St. Louis—Sutterfield Tie & Lum- 
ber Co., incorporated; captal, $20,000; old concern. 


NEW YORK. Bronx—City Lumber & Milling 
Corporation, incorporated; capital, $20,000; Joe 
Helfard, 1440 Broadway, New York City. 

Manhattan—Columbia River Lumber Corpora- 
tion, incorporated; capital, $10,000; Pearl R. 
Levey, 440 Brooklyn Ave., Brooklyn. 


NORTH CAROLINA. Hendersonville — Balmo 
Lumber Co., incorporated; capital, $125,000; L. RB. 
Prince; to manufacture and market timber or 
any of its products. 


OREGON. Ashland—Mayben & Davis, incor- 
porated; sawmill. 
TEXAS. San Antonio—J. G. Stout Lumber Co., 


incorporated; capital, $25,000; 1701 N. Laredo; old 
concern. 


WASHINGTON. 
porated; capital, 
A. H. B. Jordan. 

Seattle—Rose-Abels, incorporated; capital, $2,000; 
building materials and hardware; Charles A. Rose 
interested. 

Spokane—W. W. Powell Co., incorporated; cap- 
ital, $50,000; sawmill, exporting and importing 
lumber; W. W. Powell interested. 


WISCONSIN. Neenah—Shenein 
poration, incorporated. 

Wauwatosa-—Mid-City Lumber Co., incorporated; 
capital, $150,000; Richard H. Wallrath. 


New Mills and Equipment 


CALIFORNIA. Stockton—Stockton Box Factory 
has let the contract for erection of a one-story 
and basement 100x112-foot warehouse to cost 
$15,000, for storage of box shooks. 

MARYLAND. Baltimore—American Cooperage 
Co., 141 N. Kresson St., plans erection of a factory 
on the corner of Baltimore and Kresson streets. 

MASSACHUSETTS. Brockton— The Taunton 
Lumber Co. proposes erection of a $50,000 ware- 
house at 242 N. Montello St. 

MONTANA. Great Falls—The Monarch Lumber 
Co. has taken out a permit for erection of a 
warehouse at 1001 8th Ave. N. 

_ VIRGINIA. Keysville—Mike Galler plans add- 
ing planing mill machinery to his plant. 


BRITISH NORTH AMERICA 


ONTARIO. Waterloo—E. O. Weber Furniture 
Co., Willow St., is rebuilding the four-story furni- 
ture factory recently burned with a loss of 
$150,000. 


Seattle—Conversion Co., incor- 
$50,000; sawmill and logging; 


Products Cor- 


Casualties 


OHIO. Dayton—West Side Lumber Co., loss by 
fire of several thousand dollars. 

OREGON. Klamath Falls—Shaw-Bertram Lum- 
ber Co., a sawmill and box manufacturing, fire 
loss in lumber; one report says loss is $200,000. 

Klamath Falls—Tartar, Webster & Johnson Co., 
sawmill and lumber burned with loss estimated 
at $100,000. 

OHIO. Albion—Sawmill owned by Ervin Long 
has been destroyed by fire; loss estimated at 
between $6,000 and $8,000. 

PENNSYLVANIA. Carbondale—F. W. Mills & 
Co., loss by fire in planing mill and lumber plant, 
$10,000. 

WASHINGTON. Kalama—Blue Ribbon Products 
yee loss by fire in dry kiln, serveral thousand 
dollars. 


Trouble and Litigation 


GREENSBORO, N. C., Nov. 18.—An operat- 
ing receivership for the Guilford Lumber 
Manufacturing Co. (Inc.), one of this city’s 
oldest business concerns, was created when 
Cc. M. Vagantory, jr., was appointed receiver 
by Judge Michael Schenck in superior court, 
with the -consent of the officers and larger 
creditors of the company. The receiver will 
take charge immediately and there will be 
no cessation of operations, it is said. Assets 
of the lumber company were valued at ap- 
proximately $312,000 in the complaint filed 
in superior court by I. F. Russell of Troy 
on behalf of himself and all other creditors 
against the concern. The complaint further 
alleged that the liabilities of the company 
are about $116,000. Officers of the concern 
are William B. Mendenhall, president; Ed- 
ward J. Mendenhall, vice president; Robert 
E. Mendenhall, secretary and general super- 
intendent, and J. Hal Lassiter, treasurer. 








BOSTON, MASS., Nov. 17.—The Bay State 
Lumber Co., doing business at 100 Cummings 
street, Roxbury, has made a voluntary as- 
signment to Frank H. Godfrey, treasurer of 
the Godfrey Lumber Co., Boston wholesaler, 
effective the first of this month. 
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GRISWOLD-GRIER LUMBER CO. 
Philomath, Oregon 


Carlton Manufacturing Co., Carlton, Ore. 
Pedee Lumber Co. - Pedee, Oregon 


Affiliated Manufacturers in 
DURABLE DOUGLAS FIR 


Everything in Fir 
Sales Offices: 


THE GRISWOLD LUMBER Co. 
Failing Building, Portland, Oregon 
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OUR SPECIALTIES 


5/4x 4 Vertical Grain Porch Flooring 
Vertical or Mixed Grain Finish 
Vertical Grain Stepping 


MOULDINGS — Factory Stock 
All made from the finest of 
Old Growth Douglas Fir 
of soft texture, dried in strictly modern dry kilns. 
ROYALS, PERFECTIONS, XXX XX Red CedarShingles 
Mills: Raymond, Washington 


WILLAPA LUMBER CO. 
Sales Office: Failing Bldg., PORTLAND, ORE. 
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Douglas Fir 
Exploitation 
& Export Co. 


Douglas 
Fir 


on 








EXPORT SHIPPERS— 
CARGO and PARCEL 
SHIPMENTS TO ALL 
FOREIGN MARKETS 

















1125 Henry Building, 
SEATTLE, WASH. 


BRANCHES: 
SAN FRANCISCO, CALIF, 
PORTLAND, ORE. 
CABLE ADDRESS, all offices, FIREXCO 
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CRONWALL & COMPANY 


Incorporated 


Lumber Company Financing 





Represent owners of 


PACIFIC COAST 
TIMBERLANDS 


For Sale on Attractive Terms 





231 South La Salle Street 
Continental Illinois Bank Building 


CHICAGO 

















Hundreds of New Lumber Buyers 


are listed in the Septem- 
ber Edition of the Red 
Book—now available. 
This book may be had on 
trial for 30 days—With- 
out Cost or Ob 
ligation — by 
any responsible 
concern. Red 
Book credit rat- 
ings and re- 
ports are almost 
universally rec- 
3 i. a ognized as the 
ao most reliable 

y i Ask for Pam- 
phiet No. 49-8 
and details cf 
FREE trial 
offer. 
The Collection 
Department has had long 
experience in _ collecting 
lumber accounts, and the 
cost is reasonable. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, I] 
East. Headquarters, 35 S. William St., New York City 

























GILBERT NELSON & CO. 


Public Accountants 
| SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 

















—=SAWS= 


Their Care and Treatment 


By H. W. DURHAM 
This book will serve as a reliable guide for those who wish 
to know the art of saw fitting, or who wish to learn the prop- 
er methods of sharpening and keeping saws in order. 
During twenty-five years the author visited a large num- 
ber of sawmills, investigating the methods used in saw- 
sharpening shops, and much useful information obtained is 
yt this work. 
is is bound in cloth, stamped in gold, and : 
tains 269 pages with index. “" 


Price, delivered, $1.65 
American Lumberman 
431 So. Dearborn Street, Chicago, Ii. 











YARD, MILL AND OFFICE. 


Newsy Notes of Persons and Places 








R. W. Monger, of the Elkhart Hardwood 
Lumber Co., Elkhart, Ind., was in Chicago 
Monday to call on the local lumber trade. 


R. G. Maislein, of Sheyboygan, Wis., presi- 
dent of the Maislein-Dawson Lumber Co., 
called on lumbermen in Chicago on Friday and 
Saturday of last week. 


Harry Christiansen, of Milwaukee, Wis., 
president of the General Lumber Co., spent Fri- 
day and Saturday in Chicago, last week, and 
called on the lumber trade here. 


H. H. Shepeck, of Wells, Mich., sales man- 
ager for the I. Stephenson Co., Trustees, spent 
the latter part of last week in Chicago, and 
called at the offices of local lumbermen. 


T. T. Jones, of Minneapolis, Minn., head of 
the T. T. Jones Lumber Co., was in Chicago 
on Friday and Saturday of last week, and 
called on friends in the local lumber trade. 


sob Plath, of the Soo Lumber Co., Glidden, 
Wis., was in Chicago on Friday of last week 
to call on his firm’s local sales representative, 
C. E. Conklin, of the White Star Lumber Co. 


Thomas Mould, of Sioux City, Ia., vice 
president of the Edwards & Bradford Lumber 
Co., was in Chicago Monday for a conference 
at his firm’s headquarters, and. also called on 
other local lumbermen. 


John Welsh, of the Welsh Lumber Co., Mem- 
phis, Tenn., was in Chicago Wednesday, and 
called at the headquarters of the National Hard- 
wood Lumber Association to confer with As- 
sistant Secretary E. W. Treen. 


Jack Hobelsberger, of the Roddis Lumber & 
Veneer Co., Park Falls, Wis., was in Chicago a 
few days the latter part of last week, to call at 
his company’s local sales office and visit some 
of his friends in the lumber trade here. 


P. L. Berke, of Duluth, Minn., president and 
secretary of the Zenith Box & Lumber Co., 
was in Chicago Wednesday to call on some of 
his firm’s local sales connections. He reported 
a volume of business quite fair, everything con- 
sidered, and seemed quite confident of future 
prospects. 


J. F. “Jack” Sharp, vice president of the 
Waite-Rogers Lumber Co. (Inc.) and manager 
of the firm’s office at Seattle, Wash., was in 
Chicago Monday and Tuesday. He was on 
his way back home from a business trip which 
included stops at his company’s headquarters in 
Minneapolis, Minn., and other lumber distribu- 
tion centers of the middle West. 


T. A. Sparks, of Winnipeg, Man., vice presi- 
dent and general sales manager of the Theo. A. 
3urrows Lumber Co. (Ltd.), was in Chicago 
the latter part of last week and called at local 
lumber offices. He had been on a motor trip 
through the East, accompanying Mrs. Theo. A. 
Burrows, widow of the founder of the company, 
and her son, T. A. Burrows, jr., president and 
general manager of the organization. They 
stopped in Chicago on their way home. 


Joe Cisar, of Maisey & Dion, Chicago, ac- 
companied by Stanley Wilcox, of the White 
Pine Lumber Co., went duck hunting Monday 
and Tuesday with excellent success, as both 
lumbermen bagged their day’s legal limit. It 
was the former’s brother, John Cisar, who told 
the AMERICAN LUMBERMAN about the foray 
against the fowls, and he also commented a bit 
about business and demand for lumber. “Prac- 
tically the only building of homes,” he said, “is 
being done by rich men, and that means mostly 
high grade lumber. I might even say, remark- 
ably high grade lumber. One architect, for in- 
stance, specified ‘hand picked walnut.’ When I 


heard that I had a good laugh. Hand picked 
walnut! As if all walnut isn’t hand picked! 
It’s terrible how little some of these architects 
really know about lumber.” 


John W. Miller, president of the Coast Fir 
& Cedar Products Co., with headquarters at 
Portland, Ore., arrived in Chicago this week 
for a conference with Ben Franklin, local dis- 
trict representative, and to make a survey of 
the local situation. Mr. Miller believes that 
business is picking up, improvement being noted 
in various centers he has visited, and there be- 
ing a better volume to it than for the last sey- 
eral months. He will start on the return trip 
to Portland at the end of the week, intending 
to visit other district offices of the company on 
the way back. 


William Donovan, sr., of the Donovan Lum- 
ber Co., Aberdeen, Wash., was a visitor at the 
offices of the AMERICAN LUMBERMAN Noy. 18. 
Mr. Donovan was on his way to Fond du Lac, 
Wis., where he expected to spend a few days 
visiting a sister and old friends. Commenting 
on the prevalent conditions, Mr. Donovan said 
that the experience the country is going through 
will remind many persons of the necessity of 
preparing for rainy days that are sure to come 
from time to time. Many persons, in his opin- 
ion, had got into the habit of thinking that there 
were to be no more rainy days. He expressed 
confidence in the soundness of the country, and 
is sure of the return of the general prosperity 
which usually prevails. 





Moves to Larger Quarters 


The Nat F. Wolfe Lumber Co., of Chicago, 
has moved its offices from the twentieth floor 
of the Builders’ Building, at 228 North La Salle 
Street, to suite 1721-1724 in the same building. 
The move, Mr. Wolfe informed the AMERICAN 
LUMBERMAN, is to provide more commodious 
quarters, especially for the hardwood depart- 
ment, which is in charge of John Baldwin. The, 
telephone number, Franklin 3520, is unchanged. 





Opens Commission Office 


Fred Kozak, who in his sixteen years in the 
commission lumber business in Chicago has be- 
come one of the city’s best known salesmen of 
southern pine, has gone into the commission 
business for himself again after a lapse of sev- 
eral years during which he has been associated 
with other lumbermen here. He will specialize 
in southern pine. His office is in 1210 Associa- 
tion Building, at 19 South La Salle Street, and 
his phone number is Franklin 5826. Mr. Kozak 
formerly was associated with John F. Shook, 
of Shook Bros. 


Radio Tells Lumber Story 


The Frank J. Burns Lumber Co., Chicago 
retailer located at 4400 West Division Street, 
is trying a month of radio advertising, over 
station WGES. It is only a small station, local 
in range, but as Mr. Burns told the AMERICAN 
LuMBERMAN, a radius of five miles or so is all 
that is necessary for the purpose. 

The lumber company is “on the air” from 
9:30 to 10 o’clock three evenings each week, 
presenting entertainment programs on Monday, 
Wednesday and Friday, and the other four eve- 
nings of each week announcements of the com- 
pany’s ability to provide quality lumber and up- 
to-the-minute service are broadcast. The wis- 
dom of putting the home in good condition now 
for the winter, so the holiday season will be 
more enjoyable, is being told the listeners, 
an effort to promote repairing and remodeling 








nes & 


~_——- ~~ wee 








930 November 22, 1930 AMERICAN LUMBERMAN 67 
a activities, admittedly -" main hope of local Lumberman a College Trustee 
yetelers. lucitentety Se prospective custo- Peoria, ILt., Nov. 17—J. W. Mackemer, of 
* dl gpa that time-payment plans may the J. W. Mackemer Lumber Co., a former 
J This station broadcasts on a frequency of president of the I!linois Lumber & Material 
kilocycles. Dealers Association, recently has been elected 
1360 a trustee of Knox College at Galesburg. Mr. 
> Mackemer graduated at Knox with high honors 
New Boiler Catalog and afterwards graduated from the law depart- 
— i ’ . ment of Yale. Mr. Mackemer is receiving con- 
ked Many illustrations of various parts of an im- gratulations from his many friends in the lum- 
ed! proved form of the long-drum horizontal water 5 ie ‘ate? time tale lon hie-aliiae 
ed! Nibe boiler developed and perfected in the last er trade over thus being honored by his alma 
= ten years are contained in a catalog (No. 98) mater. 
which has been received by the AMERICAN . IInj 
Fir LUMBERMAN from the Murray Iron Works Co., A Single Unit Pump ; 
at of Burlington, Ia. MILWAUKEE, Wis., Nov. 17.— An electrical 
reek It describes the Murray high efficiency water centrifugal pump in which the motor and the 
dis- tube boilers, type A, with photographs and blue pump are one unit, both on the same shaft 
r of prints of the different models. Also pictures (eliminating the usual coupling and its attend- 
that of several representative installations of which ant misalignment troubles), is described in a i‘ 
ted the company is especially proud may be seen in sixteen-page bulletin just issued by the Allis- Super service for your 
- the 24-page booklet, and there is a list of some Chalmers Manufacturing Co. A copy will be customer 
sev- of the firms in the territory between Decatur, sent to any interested reader of the AMERICAN 
trip Ill, and San Francisco, Calif., which have had LUMBERMAN., © E Ss d 
ling one or more of these powerful boilers installed. This firm is well qualified to manufacture very box of Supercedar 














ron It is interesting to note that several of the list- such a combination, for it is widely known as 
ings denote repeat orders, and also that numer- a manufacturer of both electrical and pumping 
ous orders emanate from cities in which at equipment. The new device, which is desig- 


you sell makes a friend. 
Because Supercedar, with 


um- least one Murray boiler already is in use. nated as type SSU, probably will find one of its 90% = oon hal 
= its most important uses, as far as the lumber wood and its 100% oil con- 
18. 





industry is concerned, as a pump to maintain a 


i New Hardwood Consumers’ Register steady water pressure in large homes and clubs, 
ays 


tent does prevent moth dam- 
age. 
























































ting A new and much improved edition of the ae ak = Se oo es Besides recommending its 
said — ~~ - a lag ae use in old houses and new, 
ugh onsumers egister as just been dis- ; 
a tributed to members of the organization. Off- Agkino and Getting the List Price suggest that your customer 
ome cials of the association seem justified in their 8 8 build a storage closet in at- 
pin- pride in what they term the most complete and Rocxroxp, ILt., Nov. 17.—The sale of woven tic or basement. We send 
here ‘serviceable work of the kind ever produced. , wire fencing is a profitable side line for a lum- blue print plan with bill of 
ssed One of the innovations is an entire section ber retailer, even in a city the size of Rockford, materials. You sell Super- 
and devoted to the veneer and plywood trades, list- experience has proved to the satisfaction of or 
rity ing the annual requirements of a goodly per- L. W. Mininger, treasurer and manager of the cedar, studding, wall board, 
centage of the responsible consumers of such Home Lumber & Supply Co. Perhaps that is frame and door, hardware, 
products in the United States and Canada, tabu- due partly to the fact that there is no price ete. 
lated according to species, quantities, sizes, cut- concession made to get an order. The Supercedar Storage 
“We have the fence puis seis th 
here,” Mr. Mininger Closet then adds many times 
ago, told a representative of its cost to value and desira- 
loor the AMERICAN LUM- bility of the dwelling. 
salle BERMAN, “and put a fair . 
ling. and equable price on it Supercedar is packed at 
CAN —the price the Key- Mill in sealed boxes. 
ious stone Steel & Wire Co. Send for miniature sam- 
vart- recommends. We sell ple box with circular and 
The, that company’s. wire. quotations. 
ged. When a man _ comes 
here to buy some fence yyy 
we quote him that price WY 
and stick to it, without BROW, 
- the eee = = some- . N & 
- be ody else sells some ' 
A’ other kind of fence for. ; MEMPHIS 
sion And we sell about two 7 WORLDS LARGEST MANUFACTURER 
sev- cars of ‘Red Brand’ 4 0 AROMATIC RED CEDAR. 
ated fence a year.” Yj yy y 
alize _ The fence _ presents 
yia- little difficulty, as far as 
and The stock of Keystone “Red Brand” fence on a loading platform at storage is concerned. It 
sath the yard of the Home Lumber & Supply Co., Rockford, Ill. Two cars is piled on a platform 
om of fence are sold yearly on the outside of the if 1 
é company’s main shed, . * 
“ and = and in oes cases the name as is oan in the nc maiiasiina illustra- Fix Your Credit Loss 
of the veneer buyer is given, also. tion, with no regard for the weather, for Md 
A diagrammed index is the other outstanding the extra thick coating of zinc on this in Advance 
new feature. In this the various products are fence wire defies weather. Farmers come You can state pretty accurately every 
cago listed at the head of columns, and in the column and see the way the fencing is left thus exposed, we cole cee es Ge ae 
reet, under each product are the key numbers of all in the same way it will be left exposed when guess at. And how often you miss the 
— firms who buy that particular product. By this in use, and can see for themselves how it STE ee eae tee : 
wer key number the reader may locate the customer stands up under such conditions. They buy it. of a problem than ever. 
= all in the main listing under State and city tabula- Sometimes they remember, while in the lumber one Tee ee soe beeen" oo 
tions. As usual the consumers are listed in al- yard, that they need a few boards to repair a pereentage of your gross sales, we repay 
i phabetical order. Under this combination of barn or shed, too. At any rate, each fence sale the’ excess. 
‘ index and alphabetical and geographical group- brings the farmer (or the city man doing a bit ant 2 Se ee ee 
:~ ’ ings the user of the Consumers’ Register will of fencing) to the lumber yard one more time, aothing can teesease 2. 
day, be able to quickly find the desired information and once he is at the yard, talking to the lum- The cost of Credit Insurance is small 
— without a long search through the entire book. berman, the retailer has the best possible chance compared to the security afforded. 
pos The new register is substantially larger than to use some constructive salesmanship in the Over $9,500,000 paid to our policyholders 
fa ~~ of its predecessors, and also covers a wider selling . more lumber. When a man is put- The American Credit-Indemnity Co. 
cc ea than previous editions. Its value will be ting up fence he is building, and is in the mood OF NEW YORK 
I be especially great at this time, with every seller to do other building if approached right. To “511 Locust St. 220 So.State St. 537 Mer. Exch. Bldg, 
s, in 4 hardwood seeking every possible market for aproach him right is squarely up to the retail St. Louis, Mo. Chicago, Ill. San Francisco, Cal. | I! 
1 1s products. lumberman. — 








AMERICAN LUMBERMAN 





November 22, 1939 





— 








his Week’s Lumber Prices 7 











Plooring | Pinish, All 10-20’ 
ix3” E.G.— —s Rough: aes 
Me. 2, €-OY.... C08 | Fee “eos °**! et 
1x3” F.G.— 1x5 and 10”.. 39. 17 
B&Btr, 10-20’ .. 35.13 B&better Surfaced: 
No. 1, 10-20’... 31.19 = :. wala be caret =s-83 

Ra Me \ sadagias ‘ 
x4” E.G. UT ae hes 38.51 
B&Btr, 10-20’... 64.91 1x5 and 10”.. 43.69 
1x4” F.G.— gg teanainaty 56.73 

| 5 Be 5 « 
B&Btr, 10-20’... 33.91 | 5/ 4x5, ia: 61. 2 
No. 1, 10-20’ ... 30.60 ‘4 & 8/4x5, 
No. 2, 10-20’ ... 20.00 10&12” .... 63.00 
|< Surfaced: 

Ceiling Se eiales aes 36.00 
‘ ” on? 7 36.00 
tle ge 1. ix5 and 10”.. 42.00 | 

PT ceene sews 25.98 
No. 1..... ees 25,00 BB son and Base 
: 9 RE cbetter: 
No. 2.....--+++ 16.58 RE 1 ee 47.27 
Drop Siding eee eee 48.81 
Se eal ias 5 and 10”.... 49.08 
a Jambs 
BABtr ........ 32.00 | nenotter- 
i Resendee wm 30.00 | 1%, 1% & 2x4 
ere | ee skh aews 80.00 


SOUTHERN PINE 


Pencing, S18, 10-20’ No. 1 Dimension, 
S1S1E 


No. 1— 
ae” xeepannes 28.33 Short- Long- 
 .ciscvat 29.85 leaf leaf 
No. 2— 2x 4”, 10’..20.47 24.75 
1x4” ........ 13.37 12’. .20.27 21.00 
a” ssssocen 13.80 16’. .21.15 23.42 
gy 18&20’. 22.78 28.86 
re 8.00 | 2x 6”, 10’..16.74 17.35 
OS Pree: 9.07 12’..17.00 18.50 
16’..16.89 20.00 
ee ee 18&20’. .18.04 22.75 
ee “ go | 2X 8%: 10’. .19.00 .... 
——_, tt 34.29 12’. .18.83 22.75 
—_ 43.56 16’. .18.57 24.75 
= (all 10 to 20°): 18&20’..19.64 25.75 
Ixs” ........ 16.6 | 2X10, 10’. .25.00 
ee 15.67 12’. .24.36 
OT eee 21.49 16’. .24.38 
No. 3 (all 6-20’) 18&20’. . 26.45 
OO 4 coseans 10.74 | 2x12”, 12’. .28.82 
OS ES 11.30 16’. .31.32 
BE” wccnane 11.40 18&20’. .32.72 








Following are f. o. b. mill sales prices as reported from Kansas City, Mo., for the week ended Nov. 15: 


No. 2 Shortleaf Shiplap 
Dimension S18S1E No, 1 (all 10-20’): 
2x 4”, 10’...... 17.74 1x8” ......., 28.13 
‘ No. 2 (10-20') : 
i cnawis 17.69 | “S.3s) "> 10% 
andes 17.67 1x10" micas ie 
18&20’...... 19.47 0. 3 (all 6-20’) 
a _ Se 6wewsnde 10. 
ax 6", 10"... el ee 1150 
a ain 14.59 Mo. 3 Dimension 
18&20’...... 15.75 2x4” ae ineieeinds 10.53 
os 8°. 1 10.87 Ml  wenaxdouvwd 12.75 
ie aad td “— Longleaf Timbers 
| eee 16.13 No. 1 Sq. E&S 
ae 15.30 $48, 20° ana 
18&20’...... 14.47 under: 
F ia ' s Ee 25.15 
2x10”, ~ eeeeee res Wo teas 41.75 
~ ar 18.00 | yoy os ate 
, o. oa 
' Bagot ieee ea aa No. 2, %”. 4’. 1.46 
” . eb iei 5 Car Material 
20.76 (All 1x4 & 6”): 
SRR bse ce 27.75 No. 2 random.. 14,75 








NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the period Oct. 1 to 
31, inclusive, as reported by the North Caro- 
lina Pine Association: 


Rough 
Edge 4/4— 
See W os ae bean wenn eae eite ae $43.45 
of ae ere 27.85 
IN JO ar ntl eS win nena Gare aie 20.05 
a a a al aa be anew h va a oo Sel 16.30 
No. 1 No. 2 
B&better No.1 box box 
| aes eo $43.75 seen coe 
seins we hla ote 43.40 iene eee 
oo takes 42.10 $34.30 $22.05 $19.20 
= eee 43.95 on sean cece 
Ud =e eee 43.90 35.60 22.10 18.85 
gl ERR err 50.55 38.95 22.40 19.90 
SS 62.05 44.45 26.85 20.00 
Edge, B&better— 
Dr Shh gia ewikb Was omkwwe pice kbow de eate $48.35 
oh aaa Sb atch i ds dg ib sah ap a de acactaen Se 59.95 
EG Gte in nen cere chawbkenaaeendwabe 65.10 
I ie Da ae ia dik ie aaa ale a nwo at avs as aah 48.90 
Bark Strips— 
I Sarde tata sec ot a ob ane cat he $28.15 
a aii ee a a ne 13.50 
Dressed 2%” 3” & 
Flooring— Wide Wider 
BAbetter at uvemetwabaa $39.30 $38.85 
No. 1 common, }#”...... 35.15 33.80 
No. 2 common, }#”...... 25.85 25.10 
2%” 3%” 
Se a aes ele 38.55 36.85 
Bé&better, bark strip partition.......... $30.80 
Box bark strips, dressed. .......cccccce 14.30 
No. 2 ir 
Roofers dressed dried* 
PE sone waewaleeboreunee $23.50 $13.65 
Ma ares xs a paladin iied 23.70 14.05 
le ee a eae 24.50 14.40 
ig RIF te Sea Sat ae ieee 2 28.10 15.30 


*F. o. b. Macon, Ga, 


WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis. 
No. 1 Hemlock Boards, sis— 


8’ 10,12&14' 16’ 





, prices: 


| ae eee $25.50 $26.50 $27.50 
Sn adtedenbweeonden 29.00 30.00 31.50 
MR ho wile eek oelawae 30.00 31.00 32.50 
nT eo heen cewek ee eon 32.50 33.50 35.00 
BE Tide cuvien sanee wen 33.50 34.50 36.00 


For shiplap or flooring, add 50 cents to 
prices on No. 1 boards. 


No. 1 Hemlock Dimension, 81S1E— 


8’ 10’ 12’ 14’ 16’ 
2x 4” .$30.00 $30.00 $30.00 $30.00 $31.00 
2x 6” 28.00 29.00 29.00 29.00 31.00 
2x 8” 29.00 30.00 30.00 30.00 31.00 
2x10” .- 29.00 32.00 33.00 33.00 32.00 
2x12” ... 29.00 33.00 33.00 33.00 33.00 

For No. deduct $2.50 from 


2 dimension, 
price of No. 1. 





INLAND EMPIRE PINES 


[Special telegram to AMERICAN LUMBERMAN] 

Portland, Ore., Nov. 19.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, Nov. 19. Reports of prices shown 
on S2S include sales of stock worked other 
than S2S on which the prices have been re- 
duced to an S2S basis by using the working 
charges shown in the Western Pine Manu- 
facturers’ Association lumber price list of 
July 15, 1926. Prices of selects and random 
length larch and fir include sales of specified 
length stock with the prices reduced to the 
random length basis by using the sorting 
charges from the same list. Averages include 
both direct and wholesale sales. Where prices 
shown are net to wholesaler they have been 
increased by 5 percent of the estimated mill 
price. RL means random length. AL means 
all lengths, regardless of whether random or 
specified lengths are called for. Quotations 
follow: 

Pondosa Pine 











INCH SELECTS La 


6” g” 10” 13” 
C selects RL..... $44.53 $45.76 $56.52 $76.42 


D selects RL.... 32.40 32.94 43.21 47.35 
No. 1 com AL.... 33.46 vo seeten* aeees 
No. 2 com AL.... 25.05 22.44 22.94 27.48 
No. 3 com AL.... 16.86 16.90 16.98 16.84 
SHop, S2S, 5/4 anp 6/4— 
No. 1, $24.78; No. 2, $15.19; No. 3, $10.27 


SeELEcTs, S2S, 5/4 AND 6/4, 4” AND WIDER— 


C select RL...$59.09 D select RL...$45.00 
BEVEL SIDING, 6” _ AES EA ee eee 26.63 
No. 4 Common, S2S, RW, RL........... 9.78 


Idaho White Pine 
INCH SELECTS AND COMMON, S2S— 
6” 8” 10” 12” 
C selects RL..... RP er Se 
D selects RL.... 38.50 $41.00 $49.00 $88.00 


No. 1 com AL.... 40.14 42.00 48.50 72.80 
No. 2 com AL.... 30.39 30.70 30.31 38.55 
No. 3 com AL.... 18.25 20.44 21.86 24.32 


Se.ects, S2S, 5/4 anp 6/4. 4” AND WIpDER— 


C select RL...$80.00 D select RL...$65.74 
BEVEL SIDING, 6” C A EN ee A, $34.00 
No. 4 Common, S28, RW, RL........... 12.68 

Larch and Pir 
Pre $15.78 
See. a Ce, Se a. OF occ rsckvaes 14.25 
Vert. gr. flooring C&btr, 4” RL........ 34.50 
Drop siding or rustic, C&better, 6” RL.. 23.86 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures ‘being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the two weeks ended Nov. 15: 


Plooring 9s wi 

x ” 

Edge grain—Bé&better........ $62.75 $58, 75 
Flat grain—Bé&better........ 34.25 33.00 
oe Gcusdsenneh oe ce oe Wax coals 28.25 
BPE wenccebatiwwks doetthe - 21.50 

Partition and Siding 

Boston partition, B&better, 1x4”....... *$35.00 
Drop siding, B&better, 1x6”........... 30.00 


Finish and Moldings 


2 I eo a aia hema ob wb BS $49.75 
I PONE ong ced vcceesevameaee 71.00 
OE gO _—E eee 53.00 
Discount on moldings, 15” and under.. 45% 
a ee as 6 eas ae ase cab Hao ores *43% 
Boards and Shiplap 
Boards and shiplap, No. 1, 1x8”........ $29.00 
Boards, No. 2, 1x12”, 10, 18&20’........ 16.75 
Oe 2 6c wewiascoesiee Sovss 15.00 
OO. We  Bikaccdegieratesaeues 12.50 
Dimension 

ee Ba es ee I I oo in oe evened ees $16.75 
EO A 8 =e 20.25 

2 st »° 4 -~S eee. *28.75 

BO xno wvercuwaseene 16.75 
ees GE OO Bias ccndvcswesones 19.75 

Lath 
ee cc ae ad eblsiwan wanda’ $2.30 


*Week ended Nov. 8. 


ENGELMANN SPRUCE 


Prices f. o. b. Cheago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling 





Inch— 4” ” Rg” ” 3° 
Ty or ee $46.00 $46.00 $67.00 $82.00 
NO. 

btr.,* 6-16’. 41.00 45.00 45.00 62.00 77.00 
No, 1, 6- 40.00 44.00 43.00 § 
No. 2, 8-16’.. 40.50 39.00 38.50 38.50 38.50 
No. 3, 8-20’.. 31.50 34.00 33.00 33.00 34.00 
No. 4, 4-20’.. 27.00 29.00 29.50 29.50 29.50 
5&6/4, 6-16’—  §_ 4”&wdr. 4,6&8” 10” 12” 
DBR .ncccccece $66.00 $68. 00 $71.00 $81.00 
NO. SGDr....... 60.00 62.00 65.00 75.00 
a eer ee 58.00 60.00 63.00 73.00 


For 5/&6/4 in No. 2, 4-inch, add $6; 6-inch 
add $9; - -inch, add $6; ‘10- inch, add $8; 12-inch, 
add $6; No. 3, 4-, 6-, 8- and 10-inch, add $7.50; 
12-inch, add $8; No. 4, $4. 

§Furnished when available. 

*Contains 40 to 50 percent D&better. 

Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot, $5; for other 
lengths, including 18- and 20-foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, o. 
Bevel siding, %-inch, odd ‘lengths, 3- to 

foot, but not over 20 percent shorter tam 

10- foot: 

D&btr., 4-inch. .$28.00 
6-inch.. 31.00 


B, 4-inch....... $18.00 
6-inch 21.00 


a) and pine, 4-foot; No. 4, $7.45; No. 
4 





Nov 


56 x4 
1x4’ 


106 
All 


ap 
‘ 


eh orl Sls, 


feh-skalor dic 


m wy OOO @ drt toby 


WARS 











1930 


5.15 
1,75 


2.20 
1.46 
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DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 


rtland, Ore., Nov. 18.—F. b. mill prices 
actual sales of fir, Nov. 14, 15 and 17, direct 
peng straight and mixed cars, reported by 
West Coast mills to the Davis Statistical 
Bureau, were as follows: 


Vertical _— Flooring 


&btr Cc D 
Pee $33.50 334 4.25 $82.50 preci 
eo ee ee 
7 eer ie 36. 00 
Plat Grain Flooring 
i - 19.25 16.25 
1x6" ....--eee = 22.50 21.00 
Mixea Grain haceamaeal 
ee ju cweves ‘ $12.25 
oe 18.50 15.25 
Y opecouws 0 é 
ert Se cand 20.00 15.50 
Drop Siding, 1x6” 
eT 21.50 19.75 é 
Sere 23.25 20.00 juke 
Me idan ena 14.50 
Pinish, Kiln Dried ‘and Surfaced 
1x6” 1x8” 1x12” 
Oe ee $35.00 $37.00 $49.00 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
We, Livcvcovce $12.75 $14.00 $13.00 $16.00 
i ee 7.50 8.50 8.50 9.50 
Mek Biccovase 6.75 5.25 5.25 aes 
Dimension 
32° 14’ 16’ 18’ 20’ 22&24’ 26-32’ 


No. 1, 2” thick— 
at $13. -. $13. =. $14.75 $14.75 $14.50 
6”. 12.00 12.00 13.50 13.50 13.75 $16. 75 $18. 00 


S*, 13. o0 12. 3 14.00 14.25 14.00 17.00 19.00 
10”. 13.25 13.50 14.50 14.50 13.25 17.25 19.50 
12”. 13.75 13.50 14.50 15.00 14.50 17.25 19.25 
2x4”, 8’ $12.50; 10’, $13.00; 2x6”, 10’, $11.00 
Random— 2x4” 2x6” 2x8” 3x10” 2x12” 
SS ae $7.50 $6.50 $9.00 $12.00 $10.50 
 Mskeen 5.50 5.75 ees ean eae 
No. 1 Common Timbers 
3x3 to 4x13” to. 30’, surfaced.......... $17.50 
See 60 2ERES” GO BO, POs co ccewcceses 14.50 
5x5 to 12x12” to 40’, surfaced........... 16.00 
Fir Lath 
| ee ee kgs er $2.25 
B&better, Flat Grain Car Siding, 9 or 18’ 
GO. Sccesecedewasen ae ebarenes ee ece howe $26.00 
REEL GO oe ST ASR A ape ae, Sage ey 26.00 





RED CEDAR SHINGLES 


Seattle, Wash., Nov. 15.—Eastern prices per 
thousand (shingles packed by the square are 
approximately 5 cents over straight car prices) 
f. 0. b. mills are as follows: 


Pirst Grades, Standard Stock, Straight Cars 


ee SO. UE ows ob a beaded eclee $1.40@ 2.35 
ED eee ott asthe de 1.60 2.20 
RE EE Gs ae uae pia a wa nin 2.25 3.25 
Eurekas, a 2.35 2.95 
I atk ge 25 om ow a6 a4: bias axe 3.25@ 4.25 
SSS ae See ee 7.00@ 8.00 
Dimension, | i eee 2.25 


Pirst Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Extra stars, 6/2....... $1.50@2.35 $1.55@2.35 
Extra clears.......... 1.60 @ 2.20 1.65 @ 2.30 
oo ht. 2.25 @ 3.25 2.30@3.25 
NS fa cia aia 3 la Genlas ste 2.75 @3.00 

EUPROGLIOME 6 iccccecscs 3.25 @ 4.25 2.55 @4.25 
Royals, 24”, A grade 75 


A 
Dimension, 5/2, 16”....2. 40@2.60 2.50 
Pirst Grades, Rite-Grade Inspected Stock 


IG os. ain lb ean weiiees $1.55 @1.60 
Extra clears: 
75% premium clears............. 2.40@3.00 
50% premium clears............ 1.95 @2.25 
XXXXX (5/2 perfects) . Lesoe tneche: ee 
purokas (75% vertical grain)...... oe ‘ 
PE 660 stwe howe sedneewe bene .25 
RE. ia chit 0 ararhiclciesaspiataaieele atatats ” 
Second Grades, Standard Stock, Straight Cars 
Common NN NN oe aia te wnee eeee $1.05 @1.25 
Common stars, 5/2................ ‘01.50 
I Me ce ae ee 1.30@ 2.00 
2f. Seine eer ae 5.50 
No. 2 perfections............21312: 2.05 @ 2.50 


Second Grades, Standard Stock, Mixed Cars 
Mined with Mixed with 


ar lumber fir lumber 


Common stars, 6/2. zk 00@1.25 $0.90@1.25 


e mmon stars, 5/2.... 1.10@1.50 1.50 @1.55 
ommon clears ....... 1.45@2.00 1.35@2.00 
0. 2 perfections...... 2.25@2.50 2.50 


British Columbia Stock, Seattle Market 


«petitish Columbia stock, with or without 


gewood” mark, i i “ “ 
petition.” s being sold “to meet com 


CALIFORNIA PINES 


The following average wholesale prices f. 
o. b. mills, those on commons covering 1-inch 
stock only, were reported by the California 
White & Sugar Pine Manufacturers’ Associa- 
tion for the month ended Oct. 28: 


California White Pine 


No. 1&2-clr. C sel. D sel. No. 3 clr. 
All widths— 
OIE aie 2orerihe a $57.40 $55.00 $38.50 $26.85 
| Ree 55.50 54.95 37.00 41.85 
Oe bce cs avioee 56.20 46.30 29.80 39.85 
SFE swe ecevves 65.10 56.00 37.95 50.40 
California Sugar Pine 
TS Se ee 89.55 77.90 59.70 38.00 
|, See rer 83.25 70.45 53.75 49.35 
|”. eae $2.95 59.50 40.70 51.30 
ee 94.00 76.25 63.10 65.60 
White Pine Shop Cedar 
Inch common ag 9 Pencil stock ..$24.75 
No. 1, 5/4 xa.w. 26. Mix ‘ 
No. 2, 6/4 xa.w. 17.05 PO oc wines 
Panel, C&better No.2 No.3 
oma adage 6” ....$23.95 $15.55 
Sugar Fine Shop ? ...t me 
Inch common ..$27.15 10” .... 23.95 16.85 
No. 1, 5/4 xa.w. 35.55 12” 25.85 15.60 
No. 2, 6/4 xa.w. 22.00 Box— 
White Fir No. : bobs «ee eye 
Se 0 
ee ey, “siding. 1/2x6"— 
aa ” 4 B&better ....$32.10 
Co —=E a 19.10 C 29.05 
Pe ee eee 8 SNM OS sate 
1-9/16 xa.w... 10.25 —— — 
“oe eee , 
om Fgpe tralian Re egebaate 1.55 
ixed pines— 
SFe WE ec oss $52.00 a * } a. 17.95 
ae BE Weovecese 48.95 6” 15.70 
/4 Xa.w.. TR RR A iteal af hiss he : 
7 a eae 5.95 Douglas Fir 
10/ & 12/4 xa.w. 92.35 Cé&better ...... $38.50 





WESTERN RED CEDAR 


Seattle, Wash., Nov. 15.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 
18 foot, f.o.b. mill, are: 


Bevel Siding, %2-inch 





Clear ooo hel = ad 
NIN Ns ect evade eater $30.00 $27.00 $20.00 
EB ene 31.00 28.00 23.00 
PO sstaentewee 33.00 29.00 24.00 
Clear Bungalow Siding 
%-inch %-inch 
en $47.00 $33.00 
IS acains 3 ata erie os ik egal ee 56.00 - aie 
SPE, SAvat\ara mice aa orn cae 65.00 
Finish, B&better 
$28, S4S 
or Rough 
ena at koa ince a eared bona ace eee 60.00 
INE hae nia yas ls ste leas lanl = ete laa ae 65.00 
SE) fo 8 ccah's ol cv bake Sata staat atk pie ha 75.00 
rs sat tek a daife ele. 9: NEw. rial ih tS ed 85.00 
ge GE NSE SE SE SR IRE oa a SES Seay 96.00 
ee ee Ck ee ate toa oe meas 95.00 
iin oa oral kha ct MOND D etait ie iit a ae 100.00 
Se Ee ce Laat np sane pak aen 105.00 
Clear Ceiling or Flooring, One Side V or B 
eee do. ckccea tees ciese ei es $45.00 
Re 5 | Wr eek Rakehassccomixnwessanda des 50.00 
Discounts on Mouldings 
Made from 128” aG UNGSr.....ccscccveses 50% 
SS rrr ere 40% 
For 50,000 feet or more, additional dis- 
CE eb Rae aae Neca nee édoueeadeee 5% 
Clear Lattice, S4S, 4 to 16’ 
100 lin. ft. 
Bp camatenice ew ealih.s dake vas ceee keen $0.30 
OEE. ina: od gk aera wicacid aes wins eam b/w re ein 4 
cheater aa ate Sora annie han cena cd ere ei wa ie 50 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Nov. 18.—The following are 
prices for mixed carlots prevailing today: 


Finish— ar ll stock— 
Se cence d $55@63 4/4. ett fte+ -00 
1x4—10” ... 45@50 5/4 . 

a? siding— * ee 34, 00@ 38. 00 
i $24.00 8/4 ... 34.00@38.00 
Bxem, Flat gr. 26.00 Lath 3.0 


aie te .00 
"Vert. gr. 28.50 Green box 16.00@18.00 


WEST COAST LOGS 


Everett, Wash., Nov. 15.—Log quotations: 
Fir: No. 1, $25; No. 2, $18; No. 3, $12. Few 
sales are being made, and most of them at 
below list. 





Cedar: Rafts of shingle logs only, $12; lum- 
ber logs, $24. 


Hemlock: No. 2, $13 No. 3, $11. 


NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 
f. o. b. Wausau, Wis.: 


AsH— 
FAS Sel. No.1 No.2 No.3 
4/4 ...$ 65.00 $ 55.00 $ 48.00 $ 37.00 $ 22.00 
5/4 ... 75.00 65.00 60.00 41.00 22.00 
6/4 ... 90.00 75.00 60.00 41.00 22.00 
8/4 ... 100.00 85.00 70.00 45.00 22.00 
BircH— ° 
4/4... 87.00 67.00 42.00 28.00 21.00 
5/4 ... 90.00 70.00 48.00 35.00 21.00 
6/4 ... *93.00 *73.00 56.00 37.00 21.00 
8/4 ... 97.00 77.00 68.00 44.00 23.00 
10/4 ... 107.00 97.00 88.00 59.00. ..... 
12/4 ... 112.00 102.00 93.00 59.00 
16/4 ... 157.00 142.00 128.00 cece 
5/8 ... 73.00 58.00 32.00 23.00 . 


3/4 ... 76.00 


*Straight cars of selects (may be mixed 
thicknesses in a car), 4/4, $65; 5/4, $67; 
6/4, $70; 8/4, 

Standard Ang select and better, 4/ and 5/4, 
contains: Widths, 45 percent 8-inch and wider, 
including 10 to 15 percent 10-inch and wider. 
Lengths, about 45 percent 14- to 16-foot. For 
each additional 10 percent of 8%nch and wider 
add $2.50; for each additional 10 percent of 
14- to 16-foot, add $2, 

Price of No. 2 and better, 4- and 6-foot 
lengths, $32. 

For: select red, add $15. 

Rough birch, 6- to 16-foot, 1x4 inch, two face 
clear, $72; one and two face clear, $57; 1x5- 
inch, two face clear, $87; one and two face 
clear, $67. 


Sort MaPLe— 


OSG as 65.00 55.00 42.00 26.00 20.00 
5/4 ... 70.00 60.00 48.00 33.00 21.00 
6/4 ... 82.00 72.00 60.00 35.00 21.00 
$/4 ..c- 87.00 77.00 67.00 39.00 21.00 
Sorr ELM— 
FAS No. 1&Sel No.2 No.3 
4/4 .. 60.00 40.00 25.00 22.00 
5/4 . 70.00 50.00 28.00 24.00 
6/4 ... 75.00 55.00 28.00 23.00 
8/4 ... 80.00 60.00 36.00 23.00 
10/ - 90.00 70.00 40.00 coe 
12/4 ... 100.00 80.00 45.00 coee 
Rock ELM— 
FAS Sel No. 1 No. 2 No. 3 
4/4 80.00 > 55.00 27.00 19.00 
5/4 85.00 60.00 30.00 20.00 
6 90.00 65.00 30.00 *20.00 
8/4 95.00 75.00 38.00 *25.00 
10/4 105.00 o* 85.00 52.0¢ ouse 
12/4 ... 115.00 aie eia 95.00 57.00 *30.00 
*Bridge plank, add $4 to No. 3 price. 
Basswoop— 
4/4 70.00 60.00 46.00 26.00 20.00 
5/4 ... 172.00 62.00 50.00 28.00 23.00 
6/4 75.00 65.00 54.00 32.00 3.00 
8/4 83.00 73.00 58.00 34.00 24.00 
10/4 - 90.00 80.00 65.00 45.00 odeee 
12/4 100.00 90.00 75.00 55.00 eevee 


Keystock, 4/4, $72; or on grades, FAS, $82; 
No. 1, $62; 5/4, $78; or on grades, FAS, $88; 
No. 1, $68. 

One and two face clear, 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $65; 1x5-inch, $70. 


Rep OakK— 


4/4 ... 90.00 70.00 55.00 35.00 16.00 
5/4 ... 95.00 75.00 65.00 40.00 20.00 
6/4 ... 110.00 90.00 75.00 45.00 20.00 
8/4 ... 115.00 95.00 80.00 50.00 21.00 
Harp MAPLE— 
4/4 . 70.00 60.00 47.00 36.00 15.00 
5/4 85.00 65.00 60.00 38.00 19.00 
6/4 .. 90.00 70.00 55.00 36.00 19.00 
8/4 ... 95.00 75.00 65.00 37.00 19.00 
10/4 115.00 95.00 80.00 50.00 ins 
12/4 ... 130.00 110.00 95.00 652.00 oe 
16/4 ... 175.00 155.00 135.00 steno . 
Harp MapLe RovuGH FLoorRIna STOocK— 
— 1 eet 2 No. 3A 
co 
NE a caa awe weeded ee na $45.0 00 $35. 00 $25.00 
5/4 inhi: + eine ewe sae ~-. 48.00 38.00 28.00 
nD se. ckeonpaee ne hare ae Fs: 38.00 28.00 
_ No. 2 and better 
OO. ccc tc bab seesineonens.eeceneveueen $38.00 
CFO sweeses EVR Me reriinetrrerett cos 43.00 


FAS Sel. No. 1 No.2 No.3 
6/4 ...-$70.00 $60.00 $50.00 $35.00 $22.00 


Regular stock contains 50 percent or more 
14- and 16-foot, and the following percentages 
of 10-inch and wider: 4/4, 10 percent; 5/, 6/ 
and 8/4, 20 percent; 10/ to 16/4, 30 percent. 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 





No. 1, 


Spruce: $25; No. 2, $18; No. 3, $12. 








12-inch and wider, $36. 
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SALES PRICES OF SOUTHERN HARDWOODS 


Following were sales prices of southern hardwoods received during the week ended Nov. 11, Chicago basis: 
4/4 


4/4 5/4 


8/4 


i 


5/4 











6/4 8/4 
FicurREeD RED GuM— WHITE OAK— 
i OE. ccvccepacese. Seveneecsess deneensnawes Qtd. WAS...114.50@117.00  ........0005 ccc ccccccecs 
| a te bedeneabeade. sbabaobeeael Pe, cn SE EE. wccdcccesree eevwensvoes’s 
a No. 1&sel. 47.25@ 48.75 66.75 = = =  § ..csccseeeee 
Rep GuM— No. 4 com. on $6.60 ITT Ente tees seed 
a ee) Se OEE sicebeseesee acnetes erases 76.50 No. 2 .... 31. WON Feendssaness eehecreteeune saan 5 
i ota ee Baws ea aath . Reese Raw ale aa ae 6 6CKeekeeCcbee. wecavoneenna 
Pin. FAS... 85.00@ 88.50 90.00@ 95.75 ..........0.  ceceeecceces : 
ees bbkeeeteasase swabeberuens RED OAK— 
(‘ah ee 32.75 SECS eCOOCH VEeSEHOCEHOSD SO8 SHOR OEESES Pin. FAS... 56.25@ 73.50 74.50@ 75.00 85.75 eabucee 
aie No. 1&sel. 44.50@ 48.00 48.00 j= = ciceseceeeee 2..llrtt 
AP GUM-— Se, DOO Ue... wwwceasccsee secwdanewrows 
ee CR BET sanceecscces vivesvesaavns 58.75@ 59.50 BOO. B GOOMM, SL.TEGD SEBO ncccccceiecs sevwcesocess 
No. l1&sel. 38.25 at §@&8§=§ = «= s- Kacokouewnba 38.50@ 41.00 Step plk. 
Pin. FAS, SET cm .enhte denen sa rr re 
De ME... geatccnadesd Seeceuneeoes secbseesanee 
i cn saoch Seacensewars seunrnans sina Mixep Oak— 
oe oe ee Se. 8 —=6—6666l lk tee eekewe Sees ee ees Sd. wormy.. 31.75 33.75@ 34.50 ........000- 
No. 2.... 23.25@ 23.50 27.00 o- 8§€=——sés hee eone 
Mi. nn” " - . Bitenecssses sugkceseenss ebbbub<eteve PoPLAR— 
vd SO A os anvntesnavee kamelebadeces 81.50 85.50 
ssosmeuapinctyage Selects .. ..---+-+---. 56.00 ~~ Serer. 
Qtd. FAS... 43.00 47.50@ 48.25 ..........6. 46.00 I i hice www ce 
No. 1&8el.233.00@ 34.25 37.00 «-—_civccccceees 36.00@ 37.00 No. 1 com. 37.00@ 39.75 39.00@ 52.50 52.00 
CM oaks paweueaakadh | ##§§ ‘*atesteeeces aaemenbawbee CE: sc ccckwkbee éubeaveceans 
<<< cotcupewhth “kedabseeeeeh welasdasdses 47.50 No. 2-B... 25.75 28.50 26.50 
Pe i. pxcinweKaiwdh® eevee aciewe 000d boone 37.50 No. 3 <a £+£§g§ €@&0Seedb8ee8% “Assen s%)o0Ws 
TuUPELO— ASH— 
Pin. FAS... 41.25@ 41.50 46.50 ee =f rn tanveecas No, 2 ...... 88.50 nee eee cece steer ee eeees 
eo ae seesteesseee DLLIIIEIEEED  Corronwoon— 
MAGNOLIA — Bee i es bee psaveanie 
ere 55.25 55.50 53.25@ 55.50 65.75 No. l&sel... 31.00@ 32.75 33.50@ 35.25 ............ 
No. 1 com... 38.75@ 39.00 .........-.. Scat MMR eo 
(i peepee 27.75 29:00@ 29.25 26.50@ 29.00 29.00 CHESTNUT— 
No. 3... — #8 ‘emueeceivene” goiegeenere “ee No. 1&sel... 45.50 50.50 cece eeee 
OAK FLOORING APPALACHIANHARDWOODS °™%2°"— 
FAS | ssa ached 75@ 80 90@ 95 100@105 
No. com 1 a ‘ 0 @65 
Es ge nng MR quotations, Chicago Cincinnati, Ohio, Nov. 17.—Average whole- No. 3 com..... 22@ 23 22@ 23 226° 3 
$x2%" 12x1%"” %x2” %x1%” sale prices, carloads, Cincinnati base, on Ap- oF, weruy & 
Ist qtd. wht... $108.00 $96.00 $88.00 $63.09 palachian “soft texture” hardwoods: ett wee NOH SE 
lst qtd. red..... 79.00 74.00 8.0 i y . 5 : P - 
@nd qtd. wht.... 76.00 65.00 52.00 49.00 | PLAIN WHITE wea — a WET «6+. 33@ 37 =6935@ 38 =640@ 42 
2nd qtd. red.... 65.00 658.00 52.00 50.00 : x PoPLAR— 
ist pln. wht. 83.00 63.00 60.00 48.00 FAS .....---s 90@ 95 110@115 120@125 Panel & Xe. 1 
lst pln. red..... 71.00 63.00 58.00 52.00 No. 1 comé&sel. 48@ 53 63@ 68 74@ 80 13” & wdr "140 150 160 
2nd pln. wht. 57.00 53.00 42.00 41.00 No. 2 com..... 34@ 36 a 100@105 115@120 125@130 
2nd pin. red.. 16.00 53.00 48.00 41.00 | No. 3 com..... 24@ 26 26@ 28 26@ 28 Saps & sel.... 75@ 85@ 90 100@105 
3rd wht. ...... 37.00 37.00 28.00 27.00 | Sd. wormy.... 43@ 45 57@ 62 63@ 68 ah ye rregectna 0@ 55 55@ 60 60@ 65 
3rd red ....... 37.00 37.00 28.00 27.00 Me, Bh ccc 37@ 40 42@ 45 45@ 48 
Perera 23.00 24.00 15.00. 15.00 | PLAIN Rep Oak— ee mee 6@ 29 29@ 32 30@ 34 
lst qtd. wht Bx 0 ba hy | a 80@ 85 90@ 95 100@105 MAPLE— 
Ist atd. red........°..°22°°°7222%91'60 "93.50 | No. 1 comésel. =f Sk S&S a 78@ 82 85@ 90 93@ 9% 
SE ES secvscsecnckonenens 74.50 70.50 | No. 2 com..... 34@ 36 36@ 38 38@ 40 No. 1 com.&sel. 50@ 55  65@ 70 13@ 75 
os ca kepabkances ein 73.50 71.50 | No. 3 com..... 24@ 26 27@ 30 28@ 30 No. 2 com..... 40@ 43 43@ 46 45@ 41 
ee are 68.50 71.50 | 
Ee. os cena heknehe eae 63.50 63.50 
Be Pe. Wibecccccccscccccccces 60.50 59.50 & 9 
SM Ul. cas cacdebbeleo eas 57.50 57.50 
RN oe ee ae 37.50 34.50 1S ee ~ ar eC Ee or S 
2 errr 37.50 35.50 
line Ss at ey rte ae ear 20.50 19.50 


New York delivered prices may be obtained 
by adding to the above: For }4-inch stock, $3; 
for %-inch, $1.50; for %-inch, $2. 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers’ 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 


Nov. 15: 
First Third 
SE  sthhoacedaues $77.42 eens 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 
FA No. +4 sel. 





Second 
$68.70 





BJ4 cccccccrevcccccccecs $115.00 90.00 
B/E ncccccccccccccccccees 120.00 95.00 
GIG ccccvcccctcccesveces 125.00 100.00 
BIE sacevceretevevdencne 130.00 105.00 
BOG ccccccccccccccccoces 150.00 125.00 
BEFG ccccccescoccccecoess 160.00 135.00 





BLACK WALNUT 


Cincinnati, Ohio, Nov. 18.—Prices on Ameri- 
sean black walnut, f. o. b. Cincinnati: 
+ FAS: 6-9%” wide; 4/4, $235; 5/4, $245; 6/4, 
"$255; 8/74, $265. 

“Select: 4/4, $150; 5/4, $155; 6/4, $160; 8/4, 
R165. 

No. 1: 4/4, $80; 6/4, $95; 6/4, $110; 8/4, $125. 
"5 No.' 2: 4/4, $85; 5/4, $40; 4/4, $45; 8/4, 60. 





For Editorial Review of Current Market Conditions See Page 29 


NORTHERN PINE 


BUFFALO, N. Y., Nov. 18.—The northern 
pine market is holding steady, with more 
firmness shown in some items. Retailers are 
placing orders for immediate shipment in 
most cases, and are averse to laying in much 
stock ahead. 


EASTERN SPRUCE 


BOSTON, MASS., Nov. 18.—Demand for 
eastern spruce frames is very quiet, and there 
is some shading of the base price of $39, if a 
schedule is easy or can be filled in part from 
mill stocks. The market for random lengths 
is irregular. There are plenty of bargains to 
be had, particularly from manufacturers who 
do not intend to saw next year, and here and 
there a retailer is taking advantage of the 
opportunity to add to his yard stock at the 
lowest prices in years. No one need pay 
more than $28 for 2x3- and 4-inch, $29 for 
2x6- and 7-inch, and $34 for 2x8-inch, and 
probably less has been taken. Boards are 
dull and cheap; merchantable 5-inch and up, 
8-foot and up, DIS, are offered at $30, and 
matched, random widths, clipped 8- to 16- 
foot, at $33. Lath are offered down to $3.40 
for 1%-inch, and $3.75 for 1%-inch, but there 
is very little buying. 


HARDWOODS 


CHICAGO, Nov. 19.—The furniture and 
radio factories continue to lead the buying 
of hardwoods, providing almost the only 
market for the higher grades of lumber. 


Industrials are buying, but usually in very 
small quantities compared to the fat orders 
lumbermen longingly remember, and _ yard 
trade is very slack indeed. Prices are un- 
changed. 





BUFFALO, N. Y., Nov. 18.—Hardwood de- 
mand has been slightly more active during 
the last two weeks, though it is not brisk. 
The consumers are carrying such low stocks 
that a small improvement in their business 
makes it necessary for them to place orders 
at times. Prices are holding about steady. 
While an ample supply of most grades is 
available, some items of FAS white oak are 
scarce, 


CINCINNATI, OHIO, Nov. 17.—Business in 
southern hardwoods continued spotty, with 
sales confined to small lots. Inquiry showed 
some improvement, and was mostly for mixed 
carlots of 4/ to 8/4 sap gum, oak and poplar. 
Prices were about unchanged, though gen- 
erally with a weaker undertone. 


DOUGLAS FIR 


CHICAGO, Nov. 19.—No change is apparent 
in the market for Douglas fir here, with 
building remaining quiet, thus holding down 
the yard trade, and industrial demand light 
and scattered. Prices have not changed. 





BALTIMORE, MD., Nov. 17.—The movement 
of Douglas fir has not shown any expansion 
of consequence, although distributers here 
feel more encouraged by the sentiment that 
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cient 
prevails in the trade. Rains have somewhat 
interfered with construction work, so that 
the requirements of the consumers are rather 
smaller than they have been, with calls for 
delivery less urgent. The price advances 
called for by the increase in ocean freight 
rates, moreover, has caused a measure of hes- 
itancy, While available stocks have under- 
gone another decrease. Buyers now entering 
into commitments nearly all want the stocks 
shipped in a hurry, with the sellers not al- 
ways prepared to fill wants without delay. 
In fact, most of the orders coming in are 
for lumber that happens to ibe in stock. 


NEW YORK, Nov. 17.—The Douglas fir 
market has been even quieter than usual the 
last week, due to almost continual rain and 
consequent lack of activity in ; building. 
Prices are holding fairly well. Arrivals from 
the West Coast are not very heavy. 


CYPRESS 


CINCINNATI, OHIO, Nov. 17.—Some talk 
of severe competition between southern cy- 
press mills is heard here. All the mills are 
willing to make concessions to get orders. 
Business all through this section is quiet, 
put both yards and wholesalers are willing 
to take on small stocks where bargains are 
offered. Some factory lumber is moving. 


HEMLOCK 


BOSTON, MASS., Nov. 18.—The local mar- 
ket for eastern and northern hemlock is dull. 
Plenty of wholesalers are quite willing to 
accept $29 for clipped boards, and $28 for 
random. Although an advance to $10.25 has 
been announced in cargo rates for January 
shipment of western hemlock, prices here have 
softened, and eager sellers will gladly accept 
$11.25 less than quotations on page 11%, At- 
lantic differentials, for either mill shipment 
or transits c, i. f. 


NEW YORK, Nov. 17.—Eastern and west- 
ern hemlock are in light demand, retailers 
being content to supply their regular trade. 
Stocks of western lumber are lower than they 
have been at any time this year, and supplies 
of eastern are very light. 


WESTERN PINES 


CHICAGO, Nov. 19.—Industrial buying fea- 
tures what demand there is for western 
pines, and some distributers seem a bit more 
optimistic about sales volume present and 
possible. It appears that the mills have 
succeeded in making their agreement on firm 
price policy “stick,” as every week there are 
additional stories of refusal to part with the 
lumber at a cent less than the selling com- 
pany’s prevailing list. 


BUFFALO, N. Y., Nov. 18.—The tendency of 
the western pine market is toward greater 
firmness, and producers of Idaho pine as well 
as California pines have been advancing their 
quotations lately. It will not be long before 
some mills will be closing down for the win- 
ter. The demand has been a little better, ow- 
ing to the increased needs of both retailers 
and industrial concerns, whose stocks are gen- 
erally small, 


NEW YORK, Nov. 17.—The situation in 
Idaho and Pondosa pines varies little from 
week to week. Prices continue to hold fairly 
well under the circumstances, and there are 
wide gaps in supplies of the leading items. 


SOUTHERN PINE 


CHICAGO, Nov. 19.—The situation in south- 
ern pine is virtually unchanged, to the dis- 
may of many and the “I told you so” of sev- 
eral. Retailers seem disappointed in the sales 
volume, saying that they had expected the 
s00d weather of recent weeks to give the 
Public more of a desire and opportunity to 
build. However, while lumbermen tell of un- 
Promising conditions, there are still plenty of 
smiles in lumber offices backed up by the 
courage to see the winter through, no matter 
what may happen. 


BOSTON, MASS., Nov. 18.—Southern pine 
trade is still very slow throughout the North- 
cast. Retailers are carrying light stocks. 
Roofers are again looking rather easier, al- 
though 8-inch air dried continues to sell 
around $24@24.50. Bé&better partition, of- 
fered at $39@42.75, is getting a modest share 


of attention, 


Really good Bé&better rift long- 
leaf flooring can be had at $74. 


CINCINNATI, OHIO, Nov. 17.—If there was 
any change in southern pine business last 
week it was an improvement, in the opinion 
of most wholesalers. There were more repeat 
orders from the planing mills and sash and 
door factories, and also from local and up- 
State retailers. Buying continued in small 
lots and prices were unsettled to weaker. Mill 
offerings were liberal, and concessions were 
obtainable on almost any sort of an order for 
immediate shipment. 


NEW YORK, Nov. 17.—Mills are not send- 
ing forward a great amount of lumber. 
Wholesalers report that there are occasional 
good days mixed in with the inactive ones. 
Mill representatives say that at the end of 
the year there will be few surplus stock 


left. 
SHINGLES AND. LATH 


NEW YORK, Nov. 17.—Eastern spruce lath 
sales exceed the incoming shipments these 
days, and wholesalers’ stocks are gradually 
getting low. Some of the wholesalers report 
that replenishments will be difficult, and that 
a return of good demand will result in a 
quick advance of prices. There are still 
plentiful supplies of all leading brands of 
West Coast shingles, but although there is a 
fair demand, prices are rather weak. 


BOXBOARDS 


BOSTON, MASS., Nov. 18.—Several ‘box 
and shook manufacturers speak of a mod- 
erate increase in their own business, which 
has been as much as 50 percent below normal 
for months. Demand for box lumber has 
therefore picked up. Prices continue to be 
very much depressed. Boxboard operators are 
averse to accepting contracts for white pine 
round edge inch boxboards, log run, at less 
than $24.50. Dry box lumber from mill stocks 
can be had at $1@2 less. 


CLAPBOARDS 


BOSTON, MASS., Nov. 18.—The clapboard 
trade here in New England has been very 
slow. Retail yards are selling few clap- 
boards. Although offerings of eastern spruce 
and native white pine clapboards are light, 
sellers are endeavoring to make quotations 
attractive. Bargains in clapboards from the 
West Coast, especially red cedar, are urgently 
offered. 


TRANSPORTATION 


Rates Extended Through March 


MEMPHIS, TENN., Nov. 17.—Ocean freight 
rates on hardwood lumber from Gulf ports to 
the United Kingdom ports of regular call, such 
as London, Liverpool, Manchester, Glasgow 
and Avonmouth, of 25 cents on heavy hard- 
wood and 35 cents on light hardwood, have 
been extended through March, 1931, according 
to the announcement of the American Over- 
seas Forwarding Co. in a circular issued last 
week. The rates were extended by the United 
Kingdom-Gulf Conference, and will aid ex- 
porters in accepting orders offered for ship- 
ment during the early months of the new 
year. 

The rates on hardwood flooring for the rest 
of this year have been reduced to 35 cents a 
hundred pounds. The rate was formerly 5 
cents higher. Other rates remain unchanged. 

















Decisions of the Commission 


WASHINGTON, D. C., Nov. 17.—In a decision 
handed down in Docket No. 22992, Division 3 
of the Interstate Commerce Commission finds 
that rates charged on twenty-three carloads 
of lumber from East LaPorte, N. C., to 
Toronto, Ont., were inapplicable. The rates 
charged by the Baltimore & Ohio Railroad 
Co. and its connections were 58.5 cents. Do- 
mestic Hardwoods (Inc.), the complainant, 
which was succeeded by the Plunkett-Web- 
ster Lumber Co., is directed to comply with 
Rule V of the Rules of Practice in working 
out the amount of reparation due on the basis 
of the applicable rate, which Division 3 states 
was 53 cents per 100 pounds. 

Division 4 in a decision in Docket No. 21796 


epi 


Do Your Vy 


Christmas Shopping 
EASY! 


Nothing could be more appro- 
priate from a lumberman than 
the delightful books of Douglas 
Malloch, The Lumberman Poet 
—‘‘the poet who makes living a 
joy.” 

All you have to do is to write 
the American Lumberman and 
say what book or books, and 
how many. One letter, one 
check, and your shopping’s done 
easily, inexpensively. . 


If you wish, we will send the 
books to separate addresses, 
with a letter in each case from 
us, saying the book is a gift from 
you. 


BOOKS ABOUT THE HOME 


Come on Home: Poems: of humor and 
sentiment, of home and home things, 
to read, to recite, and to send to the 
absemt. Every home should have it. 
Bound in cheery blue cloth, $1.25, 
postpaid. 


Little Hop-Skipper: Poems for children 
to read, and for parents to read aloud, 
to the delight of both. Full of the 
whimsical fancies of childhood. _II- 
lustrated. $1.50, postpaid. 


ABOUT THE LUMBER BUSINESS 


In Forest Land: Songs of the woods and 
the lumber camps, a book whose 
steady popularity with those who 
know the forest has carried it 
through four editions. Illustrated 
from photographs. $1.25, postpaid. 


Re-Sawed Fables: A collection of amus- 
ing prose tales about the lumber busi- 
ness’ each with a fitting moral. $1, 
postpaid. 


INSPIRATIONAL BOOKS 


The Heart Content: Read it, and you 
will know why Douglas Malloch is 
called “the poet who makes living a 
joy.” A hopeful and helpful book 
that you will want to give to many a 
friend. $1.25, postpaid. 


Be the Best of Whatever You Are: 
Around his famous poem with that 
title, Mr. Malloch has woven more 
than a hundred others to inspire the 
every-day man. Bound in red, Span- 
ish leather, grained. $1.25, postpaid. 


Address the Publisher: 
; . 431 South Dearborn Street 
i Chicago, Ill. 
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—Egyptian Tie & Timber Co. vs. 
Pacific Railroad Co. et al.—finds that car- 
load rates on mine timbers from points in 
Missouri on the Missouri Pacific and the St. 
Louis-San Francisco lines to destinations in 
Illinois were and for the future will be un- 
reasonable to the extent that they exceeded 
or may exceed the scale of rates prescribed 
for like distances in the Palmer case. 
Reparation is awarded on this basis, the 
amount to be determined in accordance with 
Rule V. 


Missouri 


SS 


Week’s Revenue Freight Loadings 


A report of the car service division of the 
American Railway Association shows that the 
freight loadings for the week ended Nov. 8, 
1930, totaled 881,401 cars, as follows: Forest 
products, 37,610 cars (a decline of 524 cars 
below the week immediately before); grain, 
38,889 cars; livestock, 29,164 cars; coal, 172,- 
264 cars; coke, 8,703 cars; ore, 28,332 cars; 
merchandise, 236,753 cars, and miscellaneous, 
329,686 cars. 





es 





STANLEY D. HITCHNER, a director of 
Midland Lumber Co., Freeport, Ill., died at 
the home of his brother, Ottowa S. Hitchner, 
in that city, on Friday, Nov. 14, after a linger- 
ing illness. He was 52 years old. Mr. Hitch- 
ner had been actively connected with the 
lumber business for many years, having had 
charge as manager of branch yards of the 
Midland Lumber Co. at Stronghurst, Dixon, 
Villa Park, and LaGrange, Ill. At the time 
when he was taken seriously ill he was in 
charge of the ‘branch at Milwaukee, Wis., 
which operates as the American Lumber Co. 
Mr. Hitchner was widely known as a thor- 
ough, capable and successful business man. 
He leaves to mourn his loss his wife, Edna 
M. Hitchner, two sons, Harry and Cecil, of 
Paris, Ky., and three brothers, Ottowa S., of 
Freeport, George A., of Rock City, Ill., and 
Emmett F., Sandpoint, Idaho, also one sister, 
Jessie A. Pheanis, of Monticello, Ill. O. 
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LADDERS FOR EVERY PURPOSE 
LET US TELL YOU ABOUT THESE LADDERS 
Write for Our Latest Booklet and Price List 


W. W. BABCOCK CO. 





Fruit Single Western 


Bath, New York 













Here’s the Place to Get 
Any Quantity of Finest Quality 


Northern Hardwoods 


Our large tracts of virgin growth 
timber and modern manufacturing 
facilities insure you a dependable 
source of supply 


Let us prove it. 


MANISTIQUE, MICHIGAN. 


Hitchner is president and treasurer of the 
Midland Lumber Co. 


A. L. BLYTHE, vice president and treas- 
urer of the P. A. Gordon Co., of Detroit, Mich 
and one of the organizers of that concern 
was killed in an automobile accident in De. 
troit on Saturday, Nov. 15. Mr. Blythe was 
48 years old. He had been a partner of P, A 
Gordon, well known dean of the Detroit 
lumber trade, for about three years, before 
which he had been for eight or ten years 
connected with the Pacific Lumber Co., of 
Scotia, Calif., and was at first located in that 
Place. About seven years ago he became 
representative of that company in Michigan. 
Mr. Blythe was a Mason and a Shriner, and 
a member of the Civitan Club in Detroit. 
He was also a member in good standing of 
the Michigan Association of Traveling Lum- 
ber & Sash & Door Salesmen and also of 
the Central Association of Traveling Sales- 
men in Illinois and Indiana. He was also 
a member of Hoo-Hoo of many years stand- 
ing. Mr. Blythe leaves a widow and four 
children. 


JOB S. WALKER, aged 67, president and 
organizer of the Emory River Lumber Co., of 
Lancing, Tenn., died suddenly Nov. 12 of an 
attack of acute indigestion at his home in 
Cincinnati, Ohio. Mr. Walker was a promi- 
nent figure in the hardwood industry and for 
many years was a leader in the Appalachian 
Logging Congress and later a director of the 
Appalachian Hardwood Club. Mr. Walker 
was esteemed among lumbermen for his high 
ethical standards and for his progressive 
and original methods of merchandising his 
product. Though the chief executive of his 
company he was also its sales executive. He 
believed in liberal appropriations for trade 
promotion and trade expansion and could 
always ‘be counted upon to go the limit in 
taxing his output for the advancement of the 
hardwood trade. Mr. Walker is survived by 
a widow and a grown son who is in charge 
of the mills of the company at Lancing. 


JOHN A. MATHESON, who had been identi- 
fied with the lumber business in Detroit for 
over forty years, died at his home there on 
Nov. 12, aged 69. He was born in Mitchell, 
Ont., of Scottish ancestry, and early became 
connected with the lumber industry in 
Canada. In 1888 he went to Detroit and con- 
tinued in the business. He bought lumber 
in Bay City and Saginaw in the days when 
those cities were leading lumber centers and 
he became widely known in the trade. He 
was formerly a director of the Andrew C. 
Sisman Construction Co., vice president of 
the Riverfront Realty Co., and a director of 
the Detroit Elevated Railway Co. Surviv- 
ing are his wife, the former Martha B. 
White, of Seaforth, Ont.. two daughters: Mrs. 
H. L. Sigler and Mrs. Roy H. Torbet, and a 
son, Kenneth W. 


DONALD CAMERON THOMPSON ATKIN- 
SON, president of the Henry E. Atkinson 
Lumber Co., of Quebec, died Nov. 17 in St. 
Luke’s hospital, New York City, of pneu- 
monia. He was 53 years old. Mr. Atkinson 
was stricken Friday, Nov. 14, while visiting 
at the home of Mrs. Atkinson’s mother, Mrs. 
James Bliss Townsend, in New York City. 
His wife was with him when he died. Mr. 
Atkinson was a graduate of McGill Univer- 
sity and a member of the Engineers’ Club 
and University Club of Montreal. He was 
married in 1918 to Miss Mildred Townsend, 
of New York City. Surviving are his wife, 
mother, three brothers and three sisters. 
The body was sent back for burial in Etche- 
min Cemetery, Quebec. 


D. F. WYMAN, 81 years old, for many years 
identified with lumber interests in Arkansas 
and several states of the middle West, died 
at the home of his daughter, Mrs. Florence 
Gladden, Bentonville, Ark. He had been an 
invalid for 16 years. Mr. Wyman was_born 
in New York and formerly lived at Eagle 
Mill, Ark., moving to Bentonville in 1919. He 
is survived by a brother, one daughter and 
three sons. 


GEORGE ALVERSON ALLING, proprietor 
of the George Alling Lumber Co., New Haven, 
Conn., died Thursday, Nov. 13, at his resi- 
dence in that city after a long illness. Mr. 
Alling was 77 years old and had been in os 
lumber business for many years. The funere 
was held Saturday, Nov. 15, from_the resi- 
dence and burial took place in Waterbury, 
Conn. 


CLYDE G. BIGELOW, aged 58 years, for 32 
years partner of D. D. Donovan in the lumber 
business in New Hampton, Iowa, died Nov. 
after a brief illness. He was widely known 
in that community as a lumberman and = 
prominent in civic and business affairs of tha 
city. 
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Architects Work for Prosperity 


New York, Nov. 17.—The American Insti- 
tute of Architects, through its committees and 
chapters, is planning to work with other groups 
in promoting business recovery and in co-ordi- 
nating activity in the building industry. Wil- 
liam Ludlow, appointed chairman of the insti- 
tute’s committee on industrial relations for 
1930-31, announces that his committee has made 
proposals of co-operation to all trade associa- 
tions within the industry. a 

“Only by the complete organization of every 
division of the building industry can internal 
conditions be corrected,” Mr. Ludlow says. 

“Reciprocal relations among these divisions 
must be established. Solidarity is needed to 
bring about prosperity No one division or in- 
dividual member thereof can make adequate 
profits, and experience permanent stability, un- 
less all other divisions are equally fortunate. 

“The American Institute of Architects recog- 
nizes the necessity of a closer working associa- 
tion between architects and every component of 
the building industry. 

“This committee has invited all trade asso- 
ciations within the building industry to co- 
operate with it in developing a better under- 
standing of the true functions of each, and of 
trade practices that will improve contractual 
relations of every kind.” 





Hymeneal 


KIETZER-BRENNAUER. The marriage of 
Miss Eleanor Ann Brennauer, of Chicago, II1., 
to George E. Kietzer, treasurer of the E. A. 
Thornton Lumber Co., also of Chicago, took 
place on Saturday, Nov. 8 and the bride and 
groom are now enjoying a honeymoon at 
Asheville, N. C. Mr. and Mrs. Kietzer will 
return to Chicago via Richmond, Va., and 
Washington, D. C., about Dec. 1 and will make 
their home in this city. The wedding was a 
surprise to the many friends in.the lumber 
trade of the city. 


LAUGHLIN-CHAISON. Invitation are out 
to the wedding on Dec. 2 at Beaumont, Tex., 
of Miss Eloise Chaison, daughter of Mr. and 
Mrs. Charles James Chaison of that city, to 
Edward Schafer Laughlin. The wedding will 
take place at the home of the bride’s parents, 
1605 Victoria Street. 


GORRILL-CARPENTER. Miss Helen Myr- 
tle Carpenter, daughter of Mrs. William Car- 
penter, of Everett, Wash., and formerly of 
Minneapolis, Minn., was married to Athol Blair 
MacKay Gorrill, of Seattle, at a pretty cere- 
mony at the family home at Everett, Wash. 
The bride was given in marriage by her 
brother, Glen W. Carpenter, and her sister, 
Mary Carpenter, was maid of -honor. The 
father of the bride was the late W. I. Car- 
penter, who founded the W. I. Carpenter Lum- 
ber Co., of Minneapolis and Everett, which is 
now being operated by his three sons, Glen 
W., Deane H. and W. I. Carpenter. 





Foreign Lumber Marts 


(Continued from Page 59) 


_ Attention is called to the fact that the 
United States Tariff Act of 1930 admits in 
the free list containers of American manufac- 
ture, including shooks, exported empty and 
returned as boxes filled with foreign products. 
In various cases this provision for free entry 
of American containers has allowed American 
box exporters to sell in competition with for- 
elgn sources, Our exporters may follow this 
matter up not only through their foreign 
agents but also with American importers of 
merchandise that comes packed in boxes. 

In addition the last tariff law includes the 
following: Dutiable List—Par. 408. Boxes, bar- 
rels and other articles containing oranges, 
lemons, limes, grapefruit, shaddocks' or 
Pomelos, 25 percent ad valorem: Provided, 
That the thin wood, so-called, comprising the 
Sides, tops and bottoms of fruit boxes of the 
srowth and manufacture, but proof of the 
exported as fruit-box shooks, may be reim- 
ported in completed form, filled with fruit, 
by the payment of duty at one-half the rate 
imposed on similar boxes of entirely foreign 
srowth and manufacture of the United States, 
identity of such shooks shall be made under 
regulations to be prescribed by the Secretary 
of the Treasury. 
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f How to Figure Costs for Advertising | 
In Classified Department 





For two consecutive weeks......55 cents a line | 
For three consecutive weeks..... 75 cents a line! 
For four consecutive weeks...... 90 cents a line 


For thirteen consecutive weeks..... $2.70 a line 
For twenty-six consecutive weeks. .$5.40 a line 
For fifty-two consecutive weeks. ..$10.80 a linc 








Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines, 


Heading 


No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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Special 


THE GREATEST MARKET PLACE 
FOR PEOPLE 


In the lumber woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN. 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman, 


Send your advertisement to the 
AMERICAN LUMBERMAN 
Greatest Lumber Newspaper on Earth. 


Address 431 South Dearborn Street, 
Chicago, Illinois. 





Wanted—Employees 


WANTED WHITE PINE SALES MANAGER 
With thorough knowledge of Inland Empire and 
California woods. Personally acquainted with trade 
in Central States. Must be able to furnish A-1 
refs, as to ability, integrity, etc. Submit full de- 
tails regarding your experience state age and 
salary wanted. Address “‘B. 63,” care American 
Lumberman. 


Wanted—Salesmen 


WANTED SALESMAN 


An attractive proposition is offered to a few high- 
grade men. See PAGE 6 for complete details. 























Wanted—Employment 


LOGGING ENGINEER 


Of high standing will be available after January 
Ist. Age 42. Graduate civil engineer. For six 
years was owner and manager of a_ successful 
Pacific Coast logging operation. For past six years 
employed as supervising timber cruiser and logging 
engineer, handling many of the more important 
timber tracts on the Coast, laying out plans for 
opening, railroad construction, trucking, logging 
cruises and in some instances, tree count cruises. 
If you need services of such a man address “F. 53,” 
care American Lumberman, 





WANTED 


experienced Lumberman, 
yard, planing mill and general 
office work, for past five years in charge of 
twenty-five retail lumber stores and a planing 
mill. Can handle any part of the retail lumber 
business in a successful manner. Best of referen- 
ces, can report any time after December first. 
B AA, care American Lumberman 


Position by an 
years in retail 


thirty 





JOB WANTED AS MANAGER OF LUMBER YARD 


29, married, good at estimating, drawing material 
lists, selling and collecting. Good references as to 
qualification of yard up to $100,000 volume. Ex- 
perienced in all lines. Invest $1,000.00. 

P. O. BOX 114, Williston, No. Dak. 





BUSINESS UNSATISFACTORY? 


Replace that order taker with a real salesman. 
Thirty years of age with seven years of lumber 
experience. Would like to take over a yard where 
the right kind of management will show gratify- 
ing results. Existing conditions make it necessary 
to create business rather than take care of what 
business there is. My record shows that I can do 
both 


Address “‘F. 54,’”’ care American Lumberman. 





COMPETENT YOUNG MAN 


Desires position as yard manager. Sixteen years’ 
experience. Thorough knowledge of plan draw- 
ing, estimating, bookkeeping and selling. Address 
“F. 55,” care American Lumberman, 


AT YOUR SERVICE 


The Want and For Sale department will help you 
to get what you want. 

Have you something to sell? Tell us what you 
want to sell or send your advertisement. We will 
carry the message to the people who are buyers. 
Everybody wants something or would like to sell. 

Send your advertisement to the AMERICAN 
LUMBERMAN, 431 So. Dearborn St., Chicago, Il. 


WANTED POSITION 


By a man with over 20 years’ successful experience 

with Retail Line Yard Operators, the past 10 years 

as an executive. Best of references and record. 
Address “‘D. 55,’”’ care American Lumberman. 











A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





BAND SAW FILER WANTS POSITION 
Hardwood or pine. Can give good reference in 
fast up to date mills and can make a saw stand 
a good hard feed in all kinds of timber. Can come 


at once. 
I. V. AKENS Box 126, Bellamy, Ala. 


WHO WANTS A MANAGER 


Age 35, 13 years lumber building material, capable, 
honest, reliable, best references; available at once. 
Address “E. 50,” care American Lumberman. 


WORK IN LOGGING CAMP WANTED 


By two English speaking French young men. Car- 
penters by trade but experienced in tree cutting. 
Pay own transportation. Go anywhere. 

Address “‘E. 54,” care American Lumberman. 


BAND SAWYER WANTS POSITION 
Experienced in pine, hardwoods and cypress. Also 
good mechanic in mill. 

W. E. ELLIOTT, care of Box D, Wink, Texas. 














WANTED A POSITION AS A SALESMAN 


Of Inland Empire products: have 25 years’ ex- 
perience; can furnish best of reference. Territory 
western Pennsylvania and east Ohio. 

J. FEINAUGLE, Glenshaw, Pa. 


MANAGER, 10 YEARS’ EXPERIENCE 
Desires position as yard man, prefers outside 
work. References furnished. 

Address “F. 59,” care American Lumberman, 


BOOKKEEPER-ACCOUNTANT 


Genera! office man, 20 years’ experience in manu- 
facturing and retail lumber and millwork. 
Address “F. 60,’ care American Lumberman. 














CONSISTENT CLASSIFIED ADVERTISING PAYS 





ADVERTISE FOR WHAT YOU WANT 
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Wanted—Employment 


WANTED POSITION 


An all around saw filer of long experience on band 


and high speed log circular saws; open for posi- 
tion at once. Will guarantee satisfaction in any 
kind of timber. No proposition too large. Can 


furnish best of reference. 


Address “F. 61,” care American Lumberman 





YARD MANAGER 
28, with ten years’ city experience in 
lumber, builders’ supplies, and coal, desires per- 
manent connection with responsible firm. Thor- 
oughly experienced in selling, purchasing, estimat- 
ing, and yard management. Capable, honest, and 
best references. 

Address “F. 62," 


Young man, 


care American Lumberman. 


Wanted - Retail Lumber Yards 


WE BUY RETAIL LUMBER AND 


Building material merchandise stocks. 
Address “‘B. 53," care American Lumberman. 








PRIVATE BUYER WANTS 


Retail lumber yard in Mich., Ill, Ohio, Ind, 
Address “D. 54,"" care American Lumberman. 
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For Sale-Business Opportunities 


FOR SALE 


Lumber Yard and Planing Mill in a central western 
city of 58,000 population. Good buildings and 
plenty of ground. A first class proposition. Only 
5 yards in the city. Will need $80,000 to $100,000 
to handle. 

Address “S. 9,” care American Lumberman. 


SALES-PARTNER 


Long established Southern Wholesaler, well rated, 
well financed, with reputation for good lumber, 
prompt service is changing method of retail yard 
and industrial trade selling from commission sales- 
men to full time 60/40 profit partnership basis, 
Are you a good trader and salesman? Address 
“DISTRIBUTION,” care American Lumberman, 


For Sale~Retail Lumber Yards 


FOR SALE RETAIL LUMBER YARD 


Near Milwaukee, Wis., in excellent farming and 
resort section. Good annual sales. Has always 
made fine return on investment. 

Address “W. 8,” care American Lumberman. 











YOUR AD HERE WILL SELL ANY ITEM 





WANT TO BUY 


Good retail lumber yard or will take part interest. 
Must be money maker and in town from 1,000 to 


15,000. Have 15 years’ experience in large city 
yard and know the retail business. A-1 Reference. 
Address “F. 50," care American Lumberman. 





WANTED TO BUY LUMBER YARD 
Prefer Southern Michigan. 
Address “F. 51," care American Lunrberman. 





WANTS SUPPLIED 
Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for you-e AMERICAN LUMBERMAN, 431 S. 





Wanted—Lumber and Shingles 
WANTED—LUMBER 


We are in the market for several cars of 4/4” to 
8/4” Cherry No. 3 Com. & Btr. Advise us what 
you have with prices delivered Grand Rapids rate. 
ENGEL LUMBER COMPANY, Grand Rapids, Mich. 





WANTED FOR CASH 


4/4 No. 3 Common Oak and Hardwoods. 
GEO. E. TOMLINSON, Winchester, Ky. 





WANTED TO BUY PLYWOOD 


Middle western firm wants regular source of sup- 
ply for 3/16” box plywood. Ordinarily buy full 
cars. Manufacturers who desire to quote are 
invited to send for specifications. 

Address “D. 56," care American Lumberman, 


Wanted- Timber and Timber Lands 


WANT TO PURCHASE 
Tracts of Yellow Pine stumpage. 





Do not want 


mill. Timber must be within reasonable truck 
haul of railroad. 
Address “F. 56,” care American Lumberman. 





CLASSIFIED ADS PRODUCE RESULTS 


That's why people who want something or 
have anything to sell use the clearing house 
section. Advertise in the WANT AND FOR 
SALE Department to get it or sell it. Read 
the Classified advertisements every week. 


Wanted-Second Hand Machinery 


WANTED SECOND-HAND MACHINERY 


1 largest Crescent Universal Wood-worker. 
1—24” to 30” single surface planer. 

1—2 or 3 drum endless bed sander. 
1—8” moulder. Describe fully. 

NORTH SIDE LBR, CO., Ft. Wayne, Ind. 








WANTED 
Used Veneer Knife Grinder for knives 96” or 
longer. GEBOTT MFG. CO., Muskegon, Mich, 








FOR SALE RETAIL LUMBER YARD 
At good price, attractive terms. Well located yard 
in Buffalo, N. Y. Will require about $25,000.00 
cash to handle. 


Address “D, 201," care American Lumberman. 


For Sale-Lumber and Shingles 


FOR SALE 
200,000 ft. 4/4 plain mixed oak Lbr., Good Lgths. 
30,000 ft. 8/4 Gum—Good lengths. 
50,000 ft. 4/4 poplar, good lengths. 
200,000 ft. 4/4 mixed oak tie siding. 
Above lumber four months to year dry. 
BLAND & DAY TIE & LUMBER CoO., Inc. 
Lewisburg, Ky. 


FOR SALE—HARDWOOD LATH 








About 500M ,”x1%-48” No. 1 No. hardwoods, 
Clean, bright and dry. $5.90M del. Minneapolis 
rate, $6.20 del. Chicago rate. 

Address “F. 57,’"’ care American Lumberman. 





WALNUT, OAK, ELM, MAPLE, ASH LUMBER 


Dry, No. 1 com. and better. Write HILL LBR. Co., 
Box 165, Adrian, Mich. 





FOR SALE—LUMBER AND LOGS 

Will cut 150,000’ oak and hickory within next 30 
days. If interested in a special cut material advise 
and will quote price on same. 

Address P-H LUMBER CO., Inc., Waterloo, III. 

FOR STRAIGHT CARLOADING 

6 cars 1x6 No. 3&Btr. Fir & Larch S2,4S or S2S&CM 
6 cars 1x8 No, 3&Btr. Fir & Larch 82,48 or Shiplap 
6 cars 1x10 No. 3&Btr. Fir & Larch S2,4S or Shiplap 


Write for prices. 
CHINOOK LBR. & MFG. CO., Spokane, Wash. 


For Sale-Pac.Coast Timber Lands 


FOR PINE AND FIR TIMBER LANDS 
Write FAVELL-UTLEY, REALTY CO., Lakeview, 


Ore 











WANT TO SELL YOUR TIMBER OR 


Timber land? The best way to find a buyer is to 
advertise in the paper that reaches the buyers of 
timber and timber lands. THE AMERICAN LUM- 
BERMAN is the best paper to advertise in when 
you want to sell. Our readers are buyers. AMER- 
ICAN LUMBERMAN, 431 S. Dearborn St., Chicago, 
Ill. 


For Sale-Timber and Timber Lands 


WANT TO CONTRACT 


Several million ft. hardwoods to be cut. About 
90% R., B., Gum. Write P. O. BOX 462, 
Hartsville, 8S. C. 


WANTS SUPPLIED 


Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for you? AMERICAN LUMBERMAN, 431 S. 
Dearborn BSt., Chicago. 
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For Sale--Hardwood Timber 


FOR SALE 
aaa feet virgin Appalachian hardwood tim. 


er. 
Address “F. 60,” care American Lumberman, 








LARGE TRACT FINE MAHOGANY 
And kindred hardwoods. Down hill logging to 
deep water. Price very low for quick action, 
Address “‘D. 61," care American Lumberman. 








HAVE YOU A TRUCK YOU WOULD LIKE To 
TRADE? ADVERTISE 


For Sale--Locomotives and Cars 


1—42 TON STANDARD GAUGE 


Lima geared locomotive built 1923, used only three 
years. Modern with electric head lights and air 
brakes. Just out of shops. Will sell cheap or 
trade for rails any weight, any location. 
Address “B. 52,” care American Lumberman. 








FOR SALE 
One (1) 28-ton Lima Shay geared locomotive. re- 





built. TOMAHAWK STEEL & IRON WORKS, 
Tomahawk, Wis. 
BUYERS AND SELLERS 
ARE BROUGHT TOGETHER 
By using the classified section of the 


American Lumberman. The classified ads 
are read every week by both the buyers 
and sellers. A quick way to dispose of 
anything you want to sell. 

Get what you want by advertising in the 
best medium. You can profit by using the 
classified sections. 

Send your advertisement *o tke 


AMERICAN LUMBERMA: 
431 S. Dearborn St., Chicago, Ill. 


ForSale-Second Hand Machinery 


SAW MILL: LOCOMOTIVE « LOADERS 
Our Memphis, Tenn., operat.o-—a model plant— 
complete in every detail and in excellent condition. 
Filer & Stowell machinery; alsc carts, lumber 
trucks, lumber sticks and cypress foundation tim- 
bers. Also two Clyde rapid log loaders with qua: 
ter swing booms. 

McLEAN HARDWOOD LER, CO., 
“Mallory Branch,’”’ Memphis, Tenn. 


FOR SALE—MERSHON BAND RESAW 
54-inch wheel, 6-inch face. Fine condition, cheap 
Address “‘F. 58,’ care American Lumberman. 











FOR SALE—PLANT BEING DISMANTLED 
One 200 H. P. Corliss Engin: 
One 125 H. P. Corliss Engine. 
One 35-ton Amer. Locomotive’ .d. 
One M. & M. Hog 38x24” Cylinder. 
One R. R. Track Scale. 
50 tons 60-lb. Relaying rail with bar switches. 
Screw and Chain Conveyor. 
One 225 K. W. Clarke D. C. 
nected to Skinner Engine. 
One 150 K. W. Clarke D. C. 
nected to Skinner Engine. 
All of above in good condition. Write or wire 
ELKTON TANNERY, Box 56, ELKTON, VA. 


Gauge. 


Generator, direct con- 


Generator, direct con- 





HAVE YOU SOMETHING TO SELL? 
Advertise in the Wanted and For Sale de- 
partment when you want to sell some- 
thing in the lumber industry. 

AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill, 


For Sale—Steel Rails 


FOR SALE 
180 tons of 40 Ib. Used rail in A-1 Condition. Write 
or wire. 
CONNOR LUMBER & LAND COMPANY 
Laona, Wisconsin 





—— 


RELAYING 40 LB. AND 60 LB. RAILS 
Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all 
weights. Switches, frogs, second-hand locomotives. 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa. 








TURN UNUSED MATERIAL INTO CASH 





borestry 


=t|| 


|| 











